











ur Leading Line 
“ag G0 Desig 


0-B makes war materiel that MUST come first—like insignia 
for the Navy and Marine Corps, certain vital dies, communi- 
cations equipment parts, surgical supplies. And of course, 
we're still making O-B Rings with all our resources that can 
be spared from war work. 


If "quota shipments" of O-B Rings are 
occasionally delayed—it's because of 
our share in the war effort. Since 
we're all on the same side, we know 
you'll be patient with us! 







*Government Issue 





are well made 
— fast selling — profitable 


ttsh Your Wholesaler 


Barton G. * 


MANUFACTURING JEWELERS 
118 Richmond Street, Providence, R. I. 
Branches: New York, Chicago, Los Angeles 



























AUTOMATIC FIT 


(PATENT APPLIED FOR) 


FABRIC WATCH STRAPS 


that adjust themselves 








... to fit long watches... 





or short watches ... now 
present for the first time 
a fabric watch strap that is 





THE ONLY FABRIC STRAP 
: MADE TO FIT WATCHES 
WITH 3/4 INCH LUGS 
rm 


is 
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Manufactured Only By A. SAUER & CO., Cincinnati, Ohio 
















Note the unusual tapered 
construction. 3/4" wide under 
the watch, but tapered to 
only 5/8" for the rest of its 
length. Never before accom- 
plished in fabric straps. 


Here is a comfortable, handsome and long- 
wearing strap, actually four plies of highest 
quality cloth, with the weight and strength 
of leather. Finest workmanship, typical of 
Kon-ite quality. Equipped with time-tried 
Kon-ite molded buckles and keepers. 


Order from your jobber. 
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The cover—Two hearts, two 
wedding rings. Photograph 
by courtesy of Mary Fur- 
long Moore. Two-tone gold 
rings designed by the late 
Howard S. Kennedy. 
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This Tiny Crystal Square is 
Vital to Our Military Progress 


It measures something less than a half inch square. It weighs no more 
than a small fraction of an ounce. Yet this is one of the vital parts in the 
“walkie-talkie” sets that direct the action of our paratroopers and tanks, 
our planes and P. T. Boats . . . Much of the war-work upon which K & O 
technicians and machines have been concentrating is concerned with the 
production of such precision parts for radio equipment. The need is urgent. 
The work exacting. Speed of delivery is mandatory . . . Small wonder, 
then, that the production of fine K & O Jewelry has been so drastically 
curtailed. But we feel that the trade will understand and be patient until 
we can once again assume our role as creators of fine K & O Jewelry. 


KATZ & OGUST 


rRCOR?P GORBATS 


CREATORS OF FINE JEWELRY AND WATCHES ENJOYING THE CONFIDENCE OF THE 


33 WEST 607 ST/K%\ NEW YORK, N. Y. 
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agape to the retail jewelers of America 
who are enjoying continued good business during 
this war year of 1943. They are able to supply some of 
the staple lines they have always sold. They have found 
replacement merchandise for items now scarce because 
their makers are engaged in war production. 

By contrast, dealers in automobiles, refrigerators, type- 
writers and a host of mechanical products whose manu- 
facture the war stopped, are not faring so well. These 
dealers, however, have one consolation. 

While they are getting along now as best they can, they 
are anticipating the day when channels of trade will once 
more be filled. They are getting ready to enjoy a boom 
business, satisfying the tremendous backlog of demand 
that is building for products not now available. 

Retail jewelers can share in that post-war market of 
pent-up demands, too, if they use reasonable care in their 
present sales methods. For most of today’s jewelry sales, 
as always, represent gift purchases. And most gift-giving 
occasions are recurrent. (Christmas, for example, comes 
but once EVERY year!) Some foresighted jewelers have 
already learned that customers invariably react favorably 
when the jeweler suggests that this year’s gift be a war- 
time prelude to a much nicer one when better selections 
and better values are available after the war. 

So it is not too early now to plant the seeds that later 
will grow into the sales of highly-prized gifts like Hamilton 
watches in the post-war market. 

Hamilton watches are one quality product for which 
there will be an unsatisfied backlog of demand—a backlog 
that is growing month after month while Hamilton facili- 
ties are engaged in supplying the armed forces with a 
variety of precision timing instruments. And the high 
standards called for in this war production is assurance 
that tomorrow’s Hamiltons will be the finest ever offered to 
the American public. Hamilton Watch Co., Lancaster, Pa. 


Makers of the Watch of Railroad Accuracy NOW MAKING ACCURATE ee WAR TIMEPIECES 
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Vy, UES -plus- tn 
= Cry ING Xr orananns VARIETY 
XQ THE REACTION ANYWHERE 


to the VALUES we have been offering in diamond rings 
is indeed gratifying .. . A LARGE number of satisfied distributors . . . 
and additional inquiries are received daily. 


WES > she ; Oe a 


With difficulties in producing merchandise mounting day by day, under these 
very trying war conditions, we are PROUD of the important fact that our QUAL- 
ITY standard of fine craftsmanship has NOT and will NOT be affected. 


The price range of our diversified line is COMPLETE and within reach of the 
HUMBLE as well as the most DISCRIMINATING. 


A liberal assortment of SAMPLES will be promptly submitted to established 
Jewelers upon request. Kindly specify the price range of each group. 
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BAKER 
wo WEEE 
PALLADIUM 


SISTER METAL OF PLATINUM 















The six platinum metals, of which palladium is one, form a remarkable group. They 
all have extraordinary power to resist chemical action, which accounts for their well 
known immunity to tarnish. Then, they supplement one another—that is where a 
desirable quality is lacking in one, it can be supplied by alloying with another, with- 
out resort to any other group of metals. 


Baker Jewelry Palladium is an example of this. It is palladium alloyed in exactly the 
right proportions with another platinum metal to give it the hardness, wearing 
quality and other properties needed in jewelry. Its brilliant white color is naturally 
immune to tarnish, because there is nothing tarnishable in it. 


So, the statement, “sister metal of platinum” is not just a claim, but a scientific fact. 
Baker Jewelry Palladium made as it is, with the special facilities we have available, 
is a noble jewelry metal im every sense of the word. All types of jewelry are now 
being made of it, including watch cases, while references to palladium jewelry in 
fashion magazines in all parts of the country, prove its acceptance by the buying 




















public. 
BAKER & CO., INC. 
SMELTERS, REFINERS AND WORKERS OF PLATINUM, GOLD AND SILVER 
113 Astor St., Newark 5, N. J. 
NEW YORK 7 SAN FRANCISCO 2 CHICAGO 2 
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OUR HOME ” 


Two young men who came 
to Meriden... 


* In 1826, an energetic young man, named 
Partrick Lewis, came to Meriden and started 
to manufacture tinware, coffee and tea pots, 


candlesticks, and molasses gates. 


He is remembered today by the fine old 
house shown on this page. He built it over 


a hundred years ago. It is still standing. 


In 1923, another energetic young man 
came to Meriden. He came from Calebria, 
Italy. His name is Dominick Gallo, and he 
became a skilled worker at International— 


makers of 1847 Rogers Bros. silverplate. 


No house stands today as a memorial to 
Dominick Gallo. Rather will he and his sons 
be remembered in Meriden by what they 
are doing to win this war—a war, you will 
note, in which Dominick’s mother country 
is on the other side. 


Two of Dominick’s three sons are fighting 
in the ranks of the United States Army. The 





























other is commanding troops as a lieutenant. 
Dominick himself is working on material 


for our Armed Forces as shown below. 


He and thousands of other skilled men 
and women are turning out more than 100 
different war products ... and doing it so 
tirelessly and so well that the Army-Navy 
“KE” was recently awarded simultaneously 


to two International plants. 


You see why no more 1847 Rogers Bros. is 
being made today. You already know that 
we are planning for the day when it will be 
made... for you to sell. Against that day, 
we are now keeping this famous name alive 


through consumer advertising. 


The craftsmen whose peacetime job is making 


1847 ROGERS BROS. 


“America’s Finest Silverplate , 


now use their skills to hasten victory 
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Of course the 6) Symbol does not appear on the many 
precision parts we are turning out for the war effort... But our 
craftsmen are working as if it did—as if the whole success of 
democracy’s battle depended on their energies alone. It is to be 
expected that with this concentration on military needs, the 
output of the usual ®) products would be drastically cur- 
tailed... We are sure that the trade will bear with us until 


the big job is done and we can return to our normal activities. 


YOU'VE DONE YOUR BIT ...NOW DO YOUR BEST 
BACK THE BOYS BY BUYING BONDS! 


BRUNER-RITTER, Ine. (7 °Sties orice: 630 FietH AVE, 





630 FIFTH AVE., NEW YORK 20, N.Y. 
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THE NATION'S BUSINESS 


is concentrated on 


WINNING 
THE WAR 





7 HEREFORE, we accept without question, 
Government regulations and restrictions affect- 
ing our industry. 


WPB ruling L-45 limits produc- 
tion of karatgold to 50% of 1941. You can readily 
see that it is impossible to supply all your present 
requirements. Consequently, we must say, “Sorry, 
but we can fill only part of your order.” 


Please try to understand our position, and 


\erey/ we hope you will bear with us during these difficult 


., HAND —— 4 
t, AND C CHASED 






times until Victory is won. 


Bristol Seamless Ring ft ompany 
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This Month 


in America, 


Democracys C hildren 


Go Back to School... 


I cannot picture Adolf Hitler as a 
child, trudging gaily off to school 
like your boy—or like mine a few 
years back. Can you picture him 
sitting at his desk, struggling to 
control his laughter at some other 
boy’s sly prank? Can you picture 
the little Shickelgruber boy writ- 
ing a love-note to the dimpled girl 
who sits two aisles away—a love- 
note that would not be sent, of 
course? Can you picture him rac- 
ing round the playground at recess 
or playing marbles or trading his 


jack-knife for a fishing pole? 


No matter how I try, I cannot pic- 
ture him that way. But he missed 
more than just the fun. He missed 
the simple, profound lessons, too 
—the things Democracy’s children 
know, almost by instinct, from 
cradle up. That all men are created 
equal... that God has given them 
the right to life, to liberty and to 
the pursuit of happiness... that 
they are free to worship as they 
choose, and to speak up without 
trembling. He failed to learn these 


truths, the Shickelgruber boy. 


This month, in America, Democ- 
racy’s boy—happy, wholesome, 
sturdy—goes off to school, whis- 
tling. We are waging a war that 
this may always be. Hitlers are not 


bred on the soil of true Democracy. 


guts Reiter 


HONOR THE BILL OF RIGHTS—BUY BONDS! 


JACQUES KREISLER MFG. CORP., NORTH BERGEN, N. J 


* 
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* BACK THE ATTACK: 
RUNDS! 














ments by J. R. Wood & Sons, of- 
collaboration with the United 
vernment. 


| * ™ ee i fethe seventh in a series of adver- 
| 
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fe United States Treasury launches its 
3d War Loan with the slogan ‘Back The 
Attack’’—a fighting phrase which happily 
indicates how the fortunes of war have 
changed and how the dollars you lend 
will be put into fighting action. 

It's nice going today—on the war-front 
—but there must be no let-down at home 
if we are to speed the hour of the final 
showdown and make Victory gloriously, 
surely, ours! As every day in the Euro- 
pean and Far-Eastern war theatres brings 


tration ot men and power will be required 
to press the attack home. Almost every 
family will have at least one of its mem- 
bers or close friends in the service. And 
every family should see to it that as many 
fighting dollars as possible are present, 
too, in the form of guns, planes, tanks, 
bullets. 

Now is the time for that extra effort! 
Buy as many extra War Bonds as you can 
to put the 3d War Loan across ag success- 
fully as our men are pressing the attack 


us closer to the enemy, a greater concen- home on the far-flung Allied battle-fronts! 


& oOONS 


/ 
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A Symbol Of Quality — 1850-1943 


216 EAST 45th STREET, NEW YORK CITY, N. Y. 
Members of Gemological Institute of America» Our Diamond 
department maintains a Certified Gemologist for service to 
the trade - Support Your Jewelry Industry Publicity Board. 


Buy War Bonds... Keep Them! 
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Starting September F 
ELGIN RESUMES SPONSORSHIP OF 


"The Man 
Behind the 


Ld 


LL 


RADIO’S GREATEST 
WAR DRAMA 





XS. @ yo. 
BACK FROM SUBMARINE ATTACKS ON TOKIO 
... from the fox holes of New Guinea... from tank assaults 
in Sicily . . . from action in the South Pacific and the 
North Atlantic—men experienced in battle, work closely 
with the skilled writers and Producer Bill Robson to bring 
to“* The Man Behind the Gun” the authenticity, the color, 
even the language which makes this unquestionably the 
finest war drama in radio today. Listen in! 







Bringing to folks here at home authentic stories 


of front line action tha 
meaning to 


The Battle of Midway . . . the landing 
on Sicily . . . the breakthrough at Tunis 
... the saga of Battleship X —these and 
many another breath-taking exploit of 
our armed forces you may have heard 
dramatized this year on the Elgin-spon- 
sored “Man Behind the Gun.” 

Starting September 4, Elgin will re- 
sume its sponsorship of this remarkable 
radio program. It will be on the air every 
Saturday evening at 7 o'clock EWT, 
coast to coast over the CBS network. 

Elgin is proud of this opportunity to 
further the war effort by bringing to 


t build morale ... give 
war efforts! 


Americans at home a deeper realization 
of what war means to our fighting men— 
and of the sacrifices they are making. 

Also, your customers will learn through 
this program the full scope of Elgin’s 
war assignment in the production of pre- 
cision instruments. They will understand 
why you cannot always supply just the 
exquisitely styled, star-timed Elgin they 
want. This is one more way Elgin is tak- 
ing to safeguard for you the value and 
prestige in the name “Elgin” toward the 
day when these beautiful watches will 
again be available for all. 


ELGIN NATIONAL WATCH COMPANY 


Elgin, Illinois 


EVERY SATURDAY. CBS COAST TO COAST. 7 EWT, 6 CWT, 5 MWT, 4 PWT 


7:00-7: 


30 P.M. E.W.T. 





WADC Akron, Ohio WDBO Orlando, Fla. 
WOKO Albany, N. Y. WCAU Philadelphia, Pa. 
WWNC Asheville, N. C. WJAS Pittsburgh, Pa. 
WCAO Baltimore, Md. WPRO Providence, R. I. 
WEEI Boston, Mass. WRVA Richmond, Va. 
WKBW Buffalo, N. Y. WHEC Rochester, N. Y. 
WBT Charlotte, N. C. WFOY St. Augustine, Fla. 
WCKY Cincinnati, Ohio WTOC Savannah, Ga. 
WGAR Cleveland, Ohio WFBL Syracuse, N. Y. 
WBNS Columbus, Ohio WDAE Tampa, Fla. 
WHIO Dayton, Ohio WIBX Utica, N. Y. 

WJR Detroit, Michigan WTOP Washington, D.C. 
WDRC Hartford, Conn. WJNO West Palm Beach, 
WMBR Jacksonville, Fla. Fla. 
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WQAM Miami, Fla. 


WABC 


New York, N. Y. 











WTAG Worcester, Mass. KWKH Shreveport, La. KIRO Seattle, Wash. 
6:00-6:30 P.M. C.W.T. KMOX St. Louis, Mo. KFPY Spokane, Wash. 
5:00-5:30 P.M. M.W.T KGDM Stockton, Cal. 
WGST Atlanta, Ga. pan nln ERAS. . ‘ 
WMT Cedar Rapids, Ia. KVOR Colorado Springs, . SPECIAL BROADCASTING TIMES 
WBBM Chicago, III. Yolo. KFAB Lincoln, Neb. Sunday 
KRLD Dallas, Texas KLZ Denver, Colo. 6:30-7:00 C.W.T. 
KRNT Des Moines, Iowa KSL Salt Lake City, WHAS Louisville, Ky. Sunday 
apaL pam. a 4 Utah — 6:00-6:30 C.W.T. 
‘FBI ndianapolis, Ind. . ” KOIL Omaha, Neb. Sunda 
WISN Milwaukee, Wisc, __ 4:00-4:30 P.M. P.W.T. 6:30-7:00 C.W.T. 
WCCO Minneapolis,Minn. KARM Fresno, Cal. WDBJ Roanoke, Va. Sunday 
WLAC Nashville, Tenn. KNX Los Angeles, Cal. 2:00-2:30 P.M. E.W.T. 
KOMA Oklahoma City, KOIN Portland, Ore. WNAX Sioux City, Ia. 
kla. KROY Sacramento, Cal. Yankton, 8S. D. Saturday a 
KTSA _ San Antonio, Tex. KQW  SanFrancisco,Cal. 8:45-9:15 P.M. C.W.T. 
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Win the bride’s good will today 
and you groom her as _ the 
assured customer of tomorrow. 

. This is an axiom that so 
many progressive jewelers know 
—and wisely follow by featur- 
ing Lovelight Diamond Rings. 
These masterpiece rings—avail- 
able in comprehensive selections 
of solitaires and sets—are styled 
to sell profitably in the popular 
price ranges. Inquire about the 
new Lovelight models for Fall. 





EVERY BOND YOU BUY 
IS A STEP NEARER 
VICTORY. 


A. EDWARD FISHER & CO., ING. 


58O FIFTH AVE F NEW YORK 
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REGULAR UR CUSTOMERS ARE 


I, isn't that we like to discourage new business from new 
customers .. . under ordinary circumstances we are all for it... 
it is vital to our very existence. But right now war work, gold limi- 
tations, manpower shortage, scarcity of materials and numerous 


other handicaps all combine to limit our ring production. So, of 





those rings which are available, naturally, our regular customers 


are getting first choice. 











Since governmental restrictions also prohibit extensive travel, it 
is unlikely that our representatives can make their usual visits 
this fall. Nevertheless, we will do our utmost to meet the require- 
ments of those AMERICAN BEAUTY jewelers who write us, as com- 


pletely and promptly as possible under present-day conditions. 


Now, as always, these jewelers are welcome at our office when- 


ever they come to New York. They are First on our Must List. 


Early American Reproductions, 





mounted with Rose-cuf diamonds 


UNTERMEYER, ROBBINS and COMPANY 
136 West 52nd Street, New York 19, N.Y. 


* * UTMOST [URI RELIABILITY 


SINCE 1865 





THE MECHANICAL FACILITIES OF UNTERMEYER ROBBINS ARE CONCENTRATED ON WAR PRODUCTION 
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New Concepts of TIME 


bring a New Trend 
in TIMEPIECES 


Today s accelerated tempo calls 
for better-than-normal watch 
performance. It requires a 
watch that not only provides 
uncompromising dependability 
but maintains its efficiency un- 
der the most trying conditions. 
Such a watch is DEFENDER 
— equipped with advanced fea- 
tures that assure consistent 
; flawless accuracy — styled to 
he offer the utmost in distinction 
Models from 39.75 . . Tax Included 


%® WATERPROOF * SHOCKPROOF 
* NON-MAGNETIC *% AUTOMATIC 


be Presented in 


: will 


NATIONAL 
ADVERTISING 


t the coming 
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DEFENDERS OF TIME — Now and in the Future 
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EDWARD L. STERN & CO., 610 Fifth Ave., N.Y. C. 
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He is working for you, 


every minute 


Of course you're not getting as much mer- 
chandise to sell as you would like, these days. 
No one is. But, have you stopped to think 
what would have happened to you if your 
wholesaler had not been fighting for you .. 
doing everything possible to get mercharidise. 

In normal times it is no small task to keep 
you supplied with the thousand and one items 
you need. Today the task is ten times as 
difficult. 

For example, take Hadley Watch Attach- 
ments and Men’s Jewelry. He is not getting 


anywhere near the quantities he would like. 
We just can’t make it. Under the Hadley policy 
of fair allotment he, as an authorized whole- 
saler, is receiving his share of the merchandise 
we are permitted to manufacture under exist- 
ing wartime restrictions. 

Never were we more sure of the importance 
of the wholesaler and the wisdom of our 
policy of selling only through authorized 
wholesalers to the jewelry trade. The'Hadley 
Company, Providence, New York, Chicago, 
Los Angeles. 


WATCH ATTACHMENTS — MEN’S JEWELRY 
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Gruen is happy 








Thousands “§ °° <2 
3 Ppa 
will read rn = drive a ee helping to make this 
m tnis F Gruen’s war — 
e€ssage ® ee duced below will Seeman repro- 
; m by hundreds 


buy more 
war bonds 4 
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“lt was necessary to put him under protective custody “’ 
ymbol and 


To the Nazis, he is dead. Their rifles cracked. He fell. But to all the free world, he lives. Yes, lives on as a s 
an omen. For by shooting this helpless hostage they have instead of stifling resistance, made each of his bleeding 


wounds a tongue eloquent for vengeance. 


Multiply this by the millions of civilians shot, starved or blown to pieces by the Axis — “according to plan” — 


and you have some picture of the staggering crime of which these fiends are guilty. 


The world is too small for both them and us. In justice to ourselves, to all decent people, and to their children 


who come after them, we must put down and punish these powers of darkness — and 
eradicate the guilty ones utterly from the earth. 


Millions of our boys are fighting — sacrificing everything — to save us from this evil. 
Is it asking too much for us who are safe at home to invest as little as 10% of 


every pay check in War Bonds? 
BUY WAR BONDS...AND HELP SPEED THE VICTORY 


Sponsored by The Gruen Watch Company, 
Time Hill, Cincinnati, Obio. In Canada, Toronto, Ontario 
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th i 
e¢ Third War Bond drive Starting 


September 9 ‘ 
. » will be . 
quickly. That wil] be ee 


an i 
Swer to Hitler and Tojo 





“Precision” and “The PrecisionWatch’ are the regis- 
tered trade marks of The Gruen Watch Company 


Copyright 1943, The Gruen Watch Company 
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HEY have not lived in vain, the men who died 

to win the mountain fortress—“Hill 609.” Be- 
low the hill—beneath the waves of wheat that clothe 
the slope, they lie in graves the natives care for as 
their own. They have not lived in vain, the men 
who died opening the gateway to Bizerte—the gates 
to freedom. 
They have not lived in vain, for they have made a 
contribution to mankind’s growth—no less than sci- 
entists who isolate a germ or formulate a serum to 
prevent disease. They lived and fought that we be 
not denied the right to speak honestly, to feed and 


pan ican Mil wary Gimetery in Tunisia 
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shelter those we love, to worship in the temple of 





our own choosing, to walk fearlessly among our 
fellow men. 

They have not lived in vain, the men who lie at 
peace beneath the white crosses and the Star of 
David. Men of all faiths—no lines of color, creed 
or race. They lived in unity—united they rest... in 
the tidy graves at the foot of Hill 609. 


They lived to serve us well. It is our turn now to 
serve them well—to carry forward their ideals into 
the Peace to come. We know they have not Jived in 
vain. We shall make sure they have not died in vain. 


One of a series of editorials published in the interest of the War Effort. Back up our heroes! Buy more bonds! 






ARROW MANUFACTURING COMPANY, INC., 15th and Hudson Streets, Hoboken, N. J. 


Arrow is proud that its facilities have been enlisted 
by the Army and the Navy to make many of the boxes 
which hold the medals for heroes of democracy. 


BOXES AND DISPLAYS 
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FORSTNER CHAIN CORPORATION 


Plants and General Offices, Irvington, New Jersey 


New York Sales Office, 320 Fifth Avenue 
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Composite View of the three Forstner Plants 
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Hand out one of these 6-page folders’ 








when you sell a Watch Bracelet. How 
many copies shall we send you? ey 
- GEMEX COMPANY 


1200 COMMERCE AVE. .  —*UNION, N. J. 
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Ingenuity Scores Again! 


HEMEL E 


Reg. U.S. Pat. Office 


Intaglio Ringstones 


4 
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HEMETINE — EXCLUSIVE WITH SCHMIDT — an outstanding 
example of American skill! Available now to alert ring 
manufacturers. The intaglios are deep cut, sharp, impres- 
sive. Since production is limited, delivery dates will be 


confirmed upon receipt of orders. 


Wire, mail or phone {Circle 6-4141) 





CUTTERS IMPORTERS 


CHMIDT@ 


30 Rockefeller Plaza New York City 











SCHMIDT Means EVERYTHING in STONES 


























THEY'RE | 
\ JEWELS... 


\ but they don’t come in fancy boxes 
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\ \ .  \ \ ‘ ‘ Jewelry might not be war equipment ...but war equipment is 
jewelry. Anything ...even a nut or a bolt... that will speed 
victory is a jewel to a soldier’s eye. 

So we’re still making jewelry... not the kind that goes 

in fancy boxes, but the kind that goes out in packing cases, 
P. D. Q. to the war. 





Of course we have dreams about our post-war gift boxes, 

fitted with sparkling Simmons Quality Gold-Filled Jewelry. 
But more tangible, we still have, here in our plant, the mature, 
dependable craftsmen who made Simmons Jewelry famous 
before the war ...and who will repeat when freedom is won. 


R. F. SIMMONS COMPANY 
ATTLEBORO, MASSACHUSETTS 
Largest Manufacturers of Quality Gold-Filled Jewelry in the World 
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Every day—in every way—we endeavor to live up to our twin principles 
of business existehce...First by the strict adherence to our pledge of 
QUALITY...Secondly, by our performance of promised SERVICE—which 


includes both the styling and the delivery of timely jewelry creations. 


The “SHANGRI-LA” .. . Super- 
heavyweight identification brace- 
let fashioned of Sterling Silver... 
Achieving new heights for 
strength, durability, distinction... 


% ALL "PALM" Products are sold through the Nation's LEADING WHOLESALERS 
ROOTED IN QUALITY... GROWING THROUGH SERVICE 


RICHARD POLUMBAUM COMPANY 


Offices: 630 Fifth Ave., Factory: 22 West 48th St., New York 

















INSIGNIA JEWELRY 


FOR IMMEDIATE DELIVERY 
STERLING BASE— WHITE AND YELLOW FINISH 


1. Yellow Pendant 2. Yellow Pendant 3. Yellow Pendant 4. White Navy Pin 62!/¢ 
Pin $1.00 Pin $1. 

All of the items illustrated may be had with the various insignias 

of all branches of the Armed Forces. Safety catches on all pin backs. 


7. 10 K. Gold Men's 8. Sterling Silver 9. Extra Heavy Sterling 
Insignia Ring $10.50 Men's Insignia Ring 75¢ Service Men's Ring $2.50 


. Yellow Circle Service Pin $3.00 NET PRICES QUOTED 


10. Yellow Pendant Air Corps 
Pin $3.00 


11. Yellow Insignia 12. Yellow ‘'V" Pin 13. Red, White & Blue Ribbon Bar, Yellow 15. Yellow Chain 16. White Pendant 
$1.25 


Chain Locket $4.25 Insignia 50¢ Service Pin $1.75 Insignia Pin 87!/¢ 


14. Yellow or White Air Corps Pin 62!/2¢ 


17. White ''U. S. Army" Bracelet 


18. White Identification Bracelet 
$2.50 


G CO INC $3.25—with insignia 25¢ extra 
BROWN, GOLD CO., ‘ 


110 SOUTH 8th STREET PHILADELPHIA, PA. 


Write us for assortment of other Military Jewelry. 
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nia of a fine business house becomes a 
symbol, Our “coat-of-arms’’ is a simple 
Yet it has become priceless to us as an 

jem of quality and leadership. 


You may be sure that the J-B trade mark will 
ays remain a dependable guide to all that is 
west and finest in watch attachments. 


ACOBY-BENDER, INC. 


Manufacturers of J-B Watch Bands 


16] SIXTH AVENUE, NEW YORK 
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PRODUCTS 


. ... Rolled Sterling Silver... . 
999 "PLUS" Fine Silver Anodes 
"Special Refined" Grain Silver 
. «+ Gold and Silver Wire... 
Karat Golds and Gold Solders 
. +++ Gold Bars—Silver Bars... . 

. Platinum Metals .... 
..+. Handy” Silver Solders.... 
And other Silver Brazing Alloys 


* 


REFINING SERVICE 


We refine all kinds of manufacturers’ 
scrap, sweeps, and other waste containing 
precious metals; also old gold. silver and 
platinum received from retail jewelers. 








Gold and silver, ancient aristocrats of the arts, n 
longer can be looked upon as peace-time meta 
alone. War demands, particularly for silver and t 
base metals used in gold and silver alloys, ha 


resulted in restricted uses. 


Now, enormous amounts of these metals are goi 
into planes, ships, tanks, guns, shells and oth 
implements of war instead of into the silverware a 


jewelry we know so well. 


At our plants, meeting these war requirements, | 


























course, must come first . . . but in spite of 1‘ 
enormous quantities of metal being processed d 
and night for war production, we still can take ca 
of the restricted needs of silversmiths and jewel 
manufacturers for gold and silver with reasona 


promptness. 


At Handy & Harman we are doing our utmost 
meet all demands for gold and silver. While “ 
eries for the arts are sometimes not as prompt 

usual, everything that can be done is being dot 


to give you the metal you need as soon as possib 





You can be certain, too, that quality is being rigi¢ 


maintained at our usual high standards. 


HANDY & HARMAN 





\7 


82 FULTON ST., NEW YORK 7, N. 


Bridgeport, Conn. * Chicago, Ill. « Los Angeles, Cal. « Providence, R. |. * Toronto, “a 


Agents in Principal Cities 
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You've heard a lot lately about the “names behind the news”. But, how about the name 


behind a trade mark? 


When you buy jewelry, it should be stamped with the correct quality, and by common con- 
sent in the entire industry, the quality mark is now accompanied by the maker's name or 


trade mark. That's your guarantee that the quality is exac tly as represented. 


re WHITE jewelry has always been stamped with the correct quality, and with one of the 
most respected trade marks in the industry. Wholesalers and retailers — yes, and many con- 
sumers, too — recognize the triangle-W as the symbol of the integrity and reputation of the 
name it represents. Look for it when you buy gold jewelry. J. J. WHITE Manufacturing 


Company, Providence, R. ‘ and New York — Chicago. 





Let our trade mark 
be your guide.... 





Through the wholesaler since 1896 
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From the LAST depression 


Never Again, please! 


American industry, having developed hitherto unparalleled momentum in coop- 
erative production for War, is planning to produce just as efficiently for Peace. 


At SHIMAN-OF-NEWARK, typical of the 
gold jewelry industry, the coming of 
Peace will see the development in jewelry 
and rings of new beauty and charm— 
designed for a new world, a world hungry 
for “something new, something beauti- 
ful”; a welcome change from the horrors 
and deprivations of war. 


Planning for Peace, as industrial leaders 
understand it, includes planning to pro- 
duce finer, more varied, more ingenious, 
more useful things for all to enjoy. 


This means jobs, and jobs mean consumer 
demand and ability to buy, which in turn 
develop more jobs so that all willing to 
work will have work. We want all to 
enjoy the blessings of the Four Freedoms 
—plus a Fifth Freedom—the opportunity 
to bring individual enterprise to its high- 
est development—to make such enterprise 
the true servant of man in its best sense. 


And never again, please, shall we see will- 
ing hands without work to do. It need not 
be — it must not be! 


, cen 
OF NEWARK 


SHIMAN MANUFACTURING COMPANY, INC - 113 Monroe St., Newark, N. J. 
New York Sales Office: 15 Maiden Lane 


© Press Assn. 
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preserves for jewelers the market for _ n 
even greater merchandising success 
in the siti. 3 


FTH AVENUE © 
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MULTIFORT 
SUPER-AUTOMATIC 











SELF-WINDING 
« 
WATERPROOF 

| * 

SHOCKPROOF 

| * 
NON-MAGNETIC 


ALL MIDO WATCHES 
ARE 17 JEWELS 


ALLOTTED ON QUOTA 
BASIS TO CUSTOMERS ONLY 


BACK THE ATTACK—WITH WAR 
BONDS 
Buy an extra bond TODAY 


LOUIS AISENSTEIN & BROS.: ROCKEFELLER CENTER KEW vo 


630 FIFTH AVENUE 
ELGIN - MIDO - EMPIRE - RALEIGH - HALLMAR 
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SO LITTLE 


for 


SO MUCH 


Let’s take inventory of some of the “sacrifices” we on the home 


front are asked to make, the “hardships” we are asked to bear. . 


Blood-giving. Less traveling. Keeping the long-distance telephone 
wires free. No stalling on our jobs. Shortages. Rationing. Priorities. 


Higher taxes. No grousing. 


Above all, the lending (not GIVING) of our money to Uncle Sam 





in return for interest-bearing War Bonds — the money that gives 
our fighting men the edge in equipment, the best tools with which 


to forge victory. 


Take them singly. Better yet, take them collectively and they still 


add up to so little for so much in terms of the gains, advantages 


and blessings of peace. 
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ARISTOCRAT OF 
WATCH STRAPS 
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LASKO STRAP COMPANY - 26 Exchange Place - Jersey City, N. J. 


If your wholesaler can’t supply you with all the NEET straps you want, 
bear with him — he’s doing his best with what he’s got to work with. 


Cx 30500 
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PROTECTIVE 


SHIELDS 


While fire is a remote possibility in a 
jewelry store; yet the Fireman's Shield 
adds to your feeling of security. Much 
more threatening at all times is the dan- 
ger of store holdups causing serious loss. 





Every jeweler should have the protection of the security shield of the JEWELERS' 


SECURITY ALLIANCE, a co-operative, 


non-profit organization of jewelers, by 


jewelers, and for jewelers — retail, wholesale, manufacturer and importer. It is 
administered by an executive committee, which is counselled by an advisory board 
made up of substantial members of the industry from every part of the country. 


For sixty years—ever since 1883—the blue and white em- 
blem pictured above has been a potent warning to crooks 
to stay away from the stores where it is displayed. 


One of the reasons for the effectiveness of the protection 
offered by the JEWELERS' SECURITY ALLIANCE is the 
fact that it is nationwide in scope and is guided and ad- 
ministered by men actively engaged in the jewelry busi- 
ness, drawn from every section of the country, who are 
thoroughly familiar with its operations and its problems, 
both national and local. 


The Executive Committee as well as the Advisory Board is 
composed of men who know conditions throughout the 
country from the Atlantic to the Pacific, from Canada to 
the Gulf of Mexico, and in every district between. They 
are your neighbors and fellow jewelers. They are the 
men who guide the policies and methods of this great 
organization for YOUR protection. 


Are you taking advantage of the safeguard that it 
affords? The cost is low —the benefit is great. 


EXECUTIVE COMMITTEE, 1943 


WALTER EITELBACH, President 
Walter Eitelbach & Co 
VICTOR A. LAMBERT, Vice-President 
Lambert Bros. 
ALEXANDER H. ARNSTEIN, Treasure: 
Arnstein Bros. & Co. 

BERT YOUNG, Secretary 


Jules Franklir 


535 FIFTH AVENUE 
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WILLIAM ELDER MARCUS 
OTTO D. WORMSER 
HENRY |. JACOBSON 


Jacobson Bros 


WILLIAM B. OGUSH 
Katz & Ogush stern B & C 


DANIEL PRICE 
Wm. S. Hedges & Co. 


W. WATERS SCHWAB 
. R. Wood & Sons, In 


NATHAN J. STERN 


_ The Jewelers’ Security Alliance 


NEW YORK CITY 


THE JEWELERS’ CIRCULAR-KEYSTO? FE 











BEES 


OF 











+} MARVELLAS POINVT-OF-SALE HELPS 
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16-PAGE 
CONSUMER 
BOOKLET 
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See how each ties in with 
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at, Marvella’s point-of-sale helps will appeal to jewelry stores seek- 

















NATIONAL ADVERTISING 


ing trade-up merchandise. They feature the Persian Gulf quality at 
POWER : 


$25.00 a single strand retail. 
Each sales help is the result of a special survey conducted to de- 
termine the most usable size for maximum use. Each is small but 
luxurious in appearance. 
Helps shown are FREE in ‘reasonable quantities to all stores 
featuring MARVELLA Pearls. Ask your jobber or write us direct. 









... Full Page Bleeds!... All in Duo- 
tone Colors! ... Issue After Issue in 
all These Famous Magazines!... 
40,000,000 and More Women Will 
See These Dominant Ads! 
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Distinctive GOLD MOUNTINGS | 











A large and complete line of Ring Mountings, Watch Cases 
and Watch Bracelets for immediate delivery. 


METRO JEWELRY CORP. 


Manufacturing Jewelers 
2! WEST 46th STREET NEW YORK 19 
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NEL 


FOR HIS “PIN-UP” GIRL 


No gift item ranks higher with the service man 
than this miniature symbol of his rank... the 
attractive Insignia brooch for the woman in his 
life . . . to have and to hold. Worn on her lapel, 
her bag, hat, or next to her heart . . . this 
charming pin is a precious remembrance. 


The Insignia brooch is made under A.G.O. av- 
thorization, by expert craftsmen with 30 years 
of fine jewelry experience. 


Beautifully detailed . . . made of sterling silver 
with 24K gold plating where required . . . each 
brooch has an exceptionally sturdy safety catch. 


Insignias for U.S.A. —U.S.N. and Air Corps 
available . . . The U.S.A. may be replaced 
with wing and propeller for the Air Corps... 
U.S.A. may be replaced with U.S.N. in com- 
missioned ranks only, for the Navy. 


Display material and self mailing boxes furnished 
upon request. 
Price $19.50 per dozen 


Goldber rg = Kirschman Comp any 


665 Fifth Avenue, New York 22, WN. Y. 
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LEADERS in INDUSTRY 


PREFER 


PALLADIUM PLATING SOLUTION 


I. No mystery in (Pause) operation. 


It’s easy to use. Just dilute PALLITE Palladium Plating solu- 
tion in water and it is ready for plating. No complicated 
voltmeter or ammeter readings are necessary; just apply 
2-6 volts to give enough current for light gasing at the 
cathode. Anyone can get perfect results with PALLITE, 


2. always works. 


In many shops. PALLITE Palladium Plating solution baths 
have been in operation for 6 or 8 months. They always give 
the same satisfactory results; all that is necessary is an 
occasional filtering and the replenishing of the palladium 
metal with additions of PALLITE. 


3. has tremendous throwing power. 


PALLITE will cover remote corners without the need of special 
anodes. In a difficult problem.* a leading airplane parts 
manufacturer found he could easily plate the inside of an 
8 in. tube, because of the tremendous throwing power of 
PALLITE. (If you are plating chains this is of great impor- 
tance.) Compare the throwing power of PALLITE with that 
of any other palladium plating solution. 





Years of research has made PALLITE the perfect Palladium 
Plating solution. It is not just an old formula with slight 
changes, but a new type of Palladium Plating Bath, per- 
fected for complete satisfaction. That's why leaders in in- 
dustry, insist on PALLITE: those who have tried other solu- 
tions always come back to PALLITE. Ask us for the names of 
leading firms in your industry who prefer PALLITE. 


*Phospho-Bronze parts, used in high frequency transmission equipment, 
must be silver plated to facilitate current flowing on the “skin” or the 
silver plate. To protect this silver plating, PALLITE Palladium Plating 
solution has been carefully tested, found ideal, and now is being used 
exclusively. (Name of manufacturer on request.) 


PRECIMET LABORATORIES 


Division of GEORGE C. LAMBROS 


Research & Development Engineers in Precious Metals 


64. Fulton Street New York (7), New York 
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Fa HERE’S the Optimism that causes 
hats to be thrown ‘in the air, “war 
dances” to be executed, and the heav- 

ens to be split by yells of premature triumph. 


ai And there is the kind that can take the first flashes of 
good news without going “whacky”. 


The man who is blessed with that second kind of 

Optimism reads his paper, listens to his radio, and 
says, “There’s a distinct setting of the military tide in the right direction. A splen- 
did job is being done — better, perhaps, than we had any right to hope for. But 
business readjustment is still far away, and we’d better plan to go on as we have 
been going, for some time to come. The good thing is that the goal of eventual 
peace and new prosperity is at last beginning to emerge faintly from the fog and 
smoke and thunder. But there’s still a war to be completely won.” 


Let’s continue to work together—courageously, patiently and OPTIMISTICALLY. 
We will continue to produce all the merchandise conditions will allow; will con- 
tinue to distribute it on the fairest basis our unceasing study of the problem can 


devise. 


It’s a long road—but we are all marching in the right direction—and that means 
together; in the right spirit—and that means wth our chins up. 


LeStage Mtg. Co. 
North Attleboro 
Massachusetts, U.S.A. 
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Remember radio’s 
first BEAM-A-SCOPE? 









Another G-E “first” that helped sell hundreds of thousands of radios ... and, after the war, 
General Electric’s new and improved Beam-a-scope will be an even greater sales feature for you! 





You BET you remember General Electric’s first 
built-in Beam-a-scope. It was the talk of the radio 


world back in 1938. 


But you haven’t seen — or heard — anything 
yet! Just you wait — until after the war — and 
General Electric will bring you an entirely new 
Beam-a-scope. 

The post-war Beam-a-scope will give G-E radios 
top performance . . . will increase pick-up . . . 
will mean even more satisfied customers. 


GENERAL@ ELECTRIC 


Sounds good by itself, doesn’t it? But there 
will be many more important improvements — 
many surprising additions — when General Elece- 
tric — after the war — brings out the finest new 
line of FM home radios you ever sold. Electronics 
Department, General Electric, Bridgeport, Conn. 





Tune in “THE WORLD TODAY” and hear the news direct from the 
men who see it happen, every evening except Sunday at 6:45 
E.W.T. over CBS. On Sunday listen to “The Hour of Charm” 
at 10 P.M. E.W.T. over NBC. 


175-810 


GENERAL ELECTRIC IS BUILDING’ MORE MILITARY RADIO EQUIPMENT THAN ANY OTHER HOME-RADIO MANUFACTURER 


FOR SEPTEMBER, 1943 
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THEY HAD 10 BE GOOD 
10 GET WHERE THEY ARE! 








Croton Croton 
AQUAMATIC AQUAMEDICO 





Every day, wherever America’s fighting men are to be found, CROTON waterproof 
watches are standing up under the worst possible conditions of wear and tear. And 
justifying fully the typical scientific CROTON thoroughness that has made them 
great. Unfortunately, we can’t supply the overwhelming demand, but those CROTON 


waterproof watches now in circulation are proving their worth in more ways than one. 


CROTON WATCH COMPANY * 48 WEST 48th ST. * NEW YORK 19, N. Y. 





WATGHES 
FOR ALL TIME 1+ SINCE 1878 


Celebrating Our 65th Year Of Progress. 
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» BUY WAR BONDS 


feO- 16K 1, G.F. 
ON STERLING 


S VVVVVVVVVVVVVT u os - 
AAabasssbsbsbe Nancy Lee” says, “Hats off to 


FINE QUALITY our armed forces wherever they 
: may be. They are ‘Tops’ with 


an 
us. 


On the “Home Front” Nancy Lee prod- 
ucts are doing their bit, and we will 
continue to serve to the best of our abil- 
ity as conditions allow. 


PROVIDENCE STOCK CO. 


PROVIDENCE (|) TART STREET 8 one ISLAND | 
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With Sonora, it isn’t the jobber part of the 
way... but the jobber all the way. Not 
the jobber, too ... but the jobber on/y. 

No “ifs, ands or buts’ about it. No hidden 
jokers. The jobber it was. The jobber it will 
be. No “Philadelphia” lawyer needed to 
figure this out. 

The entire SONORA line was specifically 
designed for jobber distribution. The over- 
the-counter “Package”’ Plan, with its elimina- 
tion of servicing and specialized training, is 
straight-from-the-shoulder proof of this. 

Today, nationwide demand for SONORA is 
being pyramided through a striking, smashing, 
full page, full color magazine campaign. Check 
it in Life, Esquire, Time, the American Weekly, 
Redbook, American Home, Cosmopolitan, 
American Magazine. 


GOING TO 


1945 


[ i. 
Philadelphia’ 

Lawyer 

Needed 


This great national advertising campaign... 
reaching a combined circulation of 54,200,000 
...is being run for your benefit . . . against the 
time when radios again will be available. 


You can be sure... with SONORA...IT’S 
GOING TO BE THE JOBBER! 


SONORA RADIO & TELEVISION CORPORATION 
325 NORTH HOYNE AVENUE, CHICAGO 
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"HEY, BOSS! 


ie 
THIS GUY WANTS THREE DOZEN!s 


\ 


\ 


——— 


Three dozen emblems; or twenty-four watches; or twelve sets 
of flatware — you'd say that such buying in your store was abnormal. 
One emblem, one watch, or one silver set at a time is usual. 


This illustration is typical of the excessive demands made 
today upon manufacturers, too. Wholesalers who formerly bought in 
dozen lots, now think nothing of ordering six dozen, or a gross. Larger 
users, who bought a gross or two of a number, now order ten and twenty 
gross. Obviously, it’s impossible for manufacturers—ourselves included 
—to produce and ship such a heavy volume of merchandise under 
present metal restrictions. Likewise, your wholesaler cannot fill your 
orders in full. 

Deep and complete understanding is required today on the 
part of everyone, to fully appreciate, and make allowances for, the 
position everyone else is in. 
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x For freedom and security 
‘ BUY WAR BONDS 
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IRONS & RUSSELL COMPANY 
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95 Chestnut Street PROVIDENCE Also New York — Chicago 
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BEAUTY an rot “SCCURACY 


WATCH ™ COMPANY 
15 MAIDEN LANE NEW YORK, N. Y. 
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10,000,000 PARENTS ARE WAITING FOR THEM! 


“See these shoes. Johnny! Gee. Mummy’s proud of 
them. Fact is, she’s going to have ’em made into 
Mason Masterpieces after the War—so she can keep 
‘em always.” 


“Sure, my Daddy says he’s going to do the same 
with mine. too!” 


, The 10,000,000 parents of a bumper crop 


of war babies are waiting for the time when 





we'll resume production of our famous Mason 
Masterpieces—actual baby shoes, preserved 
forever in gold, silver, or bronze. 

You can be the one to sell them, after the 
War. Write us for details—there may be a 
Mason Masterpiece agency available in your 
community. 
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While we’re making war goods to 


keep our enemies on the run, our 
national advertising is running 
to keep our famous trade-names 

SAMSONITE Luggage and 
SAMSONITE Card Tables and Fold- 


produ 
| samsonite 3085 
| ; forces 
sans agers 
sad joined up with a of bs care free _ 
: Lovke 
sh yo with the ask, ee a dy 
: ed o chan one smlton of # : ae 
Today, more 4 wherever out BB 


are Sa 
gartered . 


s perso 


quite A CHANGE 


feet gene 
those 
JO Ao 
CHANG , armie 
pRresto, o36 Chant® * 
wre Folding 
lem | SAMSO “1Tt 
very, wncendtary ms ments of dest 
; grgtrerne? 
eo these deadly gas 
He e uhey ate Bens 
ad wisere here 
¢.% it chee © 
e mact elt ce 
4 - yyt we vat a att 
secret. ' nee ont U 
cutary &* ening , 
a be «; Vet ey yn ture Be Ai as Sut 
pang . “Uneot 
B J é che enemy a wall cheer 
~ day of ce you #4 
ne da ite, we ate sare Y are 
ex Meant + favonte 4 
rate ad you! 


FOR EARL 
vITAL PART 
PLAYING A 


aeding ond safes” 
s souvenits ane 


} 40 
al pelong © homes chev 


bind chem to th 


pres 
at the change unste 


over 


bear wich US 


eiy you 
npossibieo 9 appl 
yghcult oF sm 


¥ 


The above full-page, tour 


ing Chairs... fresh in the minds ot 
the millions of responsive readers 
of America’s top ranking magazines 
... Life and Esquire. 

We are delivering the goods for 
Uncle Sam now. But when this job 


* Help win the war sooner—Buy U. S. War Bonds * 


SAMSONITE LUGGAGE 


SAMSONITE 


CARD 


Denver « SHWAYDER BROS., INC. °* Pevroit 
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For the duration, it’s 


Army Lockers instead 





of civilian luggage 


Samsonite Card 
Tables give way to 


ammunition boxes 


Incendiary bombs 





replace Samsonite 


Folding Chairs 


soon appear tr 


nationa: magazines 


is completed, we'll be ready to cap- 
ture the market—not only with our 
long established lines — but with 
a complete array of new, exciting 
creations of plastic luggage and 
card tables. They promise to be the 
selling sensations of the industry. 
Watch for that day! 
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for Victory . . . . until Victory 
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SENSATIONAL, NEW, NON- 


priority PINS AND EARRINGS TO MATCH 
Traffic Builders and Easy “Plus” Sellers 


Inspired by the beauty and vibrant color of our Allied 
Peoples . . . the subtle, traditional Chinese—strong and 
dramatic Russians... so vividly portrayed in this in- 
genious new chip and crack resistant costume jewelry, 
by Jordan. Jewelry can be ordered individually or as- 
sorted—looks like $3 merchandise . . . Retails profitably 
for $1 each! 





FREE... with each order 
of six doz. — as- 
sortment consist- 
ing of Victory 
Jewelry illus- 
trated, or com- 
bination of Vic- 
tory Jewelry and 
Audubon Bird 
Series . . . mod- 
ernly designed 
permanent two- 
planed counter 
display in four 
handsome colors 
—with 2 deep 
blue transparent 
velvet pads to 
hold both pins 
and earrings— 




















by Jordan. 
ORDER TODAY $ 75 
Per Doz. 
»y stock number as shown 
in 3 doz. lots 


" 


READY FOR IMMEDIATE DELIVERY 


ml) am, Joanar 


BFifth Ave., New York 16 - 707 South Hill St. 











Los Angele 


z 
e 
Z 
oe 
at 
ns 
4 
~ 
1S) 
=| 
i @) 
a 
3 
& 
- 
ta) 
<= 
a) 











Seu Veh G, Ge 


Importers of Fine Watches 





580 Fifth Ave., New York 19, N. Y. 
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Today is a fine time 
to buy another 


WAR BOND! 


JEWELRD Mr. 
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Ask a Service Man 
About His RENSIE Waterproof Watch... 
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i He'll tell you it's everything a service man’s watch 
: should be; that it keeps time dependably under all 
| circumstances, thanks to its rugged qualities, Untor- 
| tunately, in view of the limited: supply of RENSIE 
) waterproof watches, we can't hope to cope. with 
the widspread demand for them. The time is not _ 
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PAUL V. EISNER « CO. 


Importers of Watches 
580 FIFTH AVENUE + NEW YORK CITY 
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S THE “DADDY 
OF THEM ALL”/ 


Before the war, EXCELL was consistently a leader 

in the creation of saleable new jewelry items. Our 

patented Locket-Bracelet, the first of many to appear, is but 

one bit of evidence of that leadership. When the war is won, and 

our last delivery has been made to Uncle Sam, we'll put into produc- 


tion new jewelry for which designs and plans arenow almost complete. Then, 


PATENT NO. 
2,255,999 


once again, your wholesaler will have ample stocks from which to serve you. 


EXCELL MFG. CO. 


45 RICHMOND STREET 
PROVIDENCE, R. I. 
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Precious metal of the moderns, Palladium is increasingly 
popular with designers, jewelers and the buying public. 


The lustrous white color of Palladium, so 


complimentary to gems. . . its strength and hardness when 


alloyed . . . its resistance to tarnish . . . its recognized place as 
one of the noble platinum metals. . . all forecast a perma- 
nent role for Palladium as a metal for the finest jewelry. 

A brief, non-technical discussion of its properties and 
working characteristics is included in the booklet 
“Palladium... today’s metal for exquisite jewelry.” 


Write for your complimentary copy today. 


PLATINUM METALS DIvIsION 
‘THE INTERNATIONAL NICKEL COMPANY, INC. 


67 Wall Street, New York 5, N. Y. 
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Only a sleight of hand expert, or a fellow who can pull rabbits out of 


a silk hat, could help us stretch our supply of DELTAH PEARLS 


: 
} 
+ 
’ 


oF 


to meet the overwhelming demand for them. Regardless, we're 
doing our level best. So don’t be too hard on our wholesalers. 
Like us, they're harried fellows these days—and we know they're 
trying to make the limited supply of DELTAH PEARLS 


go the long way around and keep everyone happy. 


pai IIS LR AT 


CONSULT YOUR WHOLESALER 


* 
L. Heller and Son, Inc., Fifth Avenue, New York 
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the frriceless heritage of Gruen P euelers | rn 





SINCE MEDIEVAL DAYs, when members of the guilds stamped their wares with the symbol of their eraft, the trade mark has 






been the maker’s expression of faith and pride in his product ¢ It is perhaps particularly fitting, then, that Gruen shoul: 






carry the trade mark of “The Precision Watch” ¢ For since 1874 Gruen — the proudest name in time —has consistentl) 






viven to its products the solicitous craftsmanship and rigorous, skilled attention to detail that have distinguished its watches iy, 






above all others ¢ Two other Gruen trade marks—Gruen Curvext and Gruen Veri-Thin{—are proud heirs to this gloriov- 









tradition. Inevitably they carry with them the same distinction of faith and pride on the part of the maker that gives « 






trade mark its richest meaning @ THE GRUEN WATCH COMPANY, TIME HILL, CINCINNATI, OHIO. IN CANADA, TORONTO, ONTARI 





















CISION THE PRECISION WATCH JRVEX AND VERI-THIN ARE THE REGISTERED TRADE MARKS OF THE GRUEN WATCH COMPANY * tres U PAT. OFFICE. PATENTED U.S, PATENT WN g 
+ 
5952, RE. 20480, 226330, AND 2194552. CANADIAN PATENT NO 370997. COPYRIGHT 1940 BY THE GRUEN WATCH COMPANY * #REG PAT. OFFICE PATENTED U. S. PATENT NO. 2194 1 
ANADIAN PATENT NO. 3869616 OPYRIGHT 1939 BY THE GRUEN WATCH COMPANY * COPYRIGHT 1943. THE GRUEN WATCH COMPANY 
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SPEAKING OF 


A GAL who hangs the “hands off” 

sign on her hubby by buying 
him a wedding ring (see “Here's the 
How of Men’s Wedding Rings” on 
page 62 of JC-K) 


can’t always check up to see if her 


your August 
spouse is living up to the spirit of 
the thing or is occasionally taking 
an unhampered spree by popping the 
telltale band into his coat pocket. 
turn over to the 


Jewelers might 














ladies, along with their husbands’ 
rings, advice offered by Charlotte 
Casey, wife of Army Lt. Kevin 
Casey. 

Lt. Casey received his on a recent 
birthday, and his wife has seen to it 
that it’s on his finger for keeps. “He 
says he can take it off any time,’ 
she smiles, “but I saw to it that he 
sot good and sunburned while the 
‘ing was on his finger. He may take 
off the gold band, but he can’t take 
off the white one.” 

Most of the 


lowze, Tex., where Lt. Casey is 


husbands at Camp 


tationed, are now sporting wedding 
“The it,” 
iys Mrs. Casey. 


ings. colonel advocates 


© 


/ E’RE not quoting any statis- 
tics, mind you, but we'll ven- 

a rough guess that more lini- 
ent is sold to soothe the complain- 
g muscles of jewelers who spend 


murs polishing their silver stocks 
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THE 


JEWELRY 


than is used to revive exhausted Vic 
tory gardeners. 

Baxter Hurt, manager of the gift 
and silverware department of Phil- 
lips and Buttorfs, Nashville, Tenn., 
has found a way to lick that prob- 
lem. Not only is the department’s 
air-conditioned, g@lass-enclosed “Sil 
death to but it 
is one of the biggest sales boosters 
the 


structed completely of plate glass, 


ver Room” tarnish 


store has, he believes. Con 


with a glass door, the ‘‘room’’ is 
built right out into the main display 


Roofed in 
and 


sound-absorbent 
the 
“Silver Room” is a pleasingly cool, 
ry’ 

The 


with glass 


room. 


material richly carpeted, 
dustless, quiet shop in itself. 


four walls are covered 
shelves which reflect the gleam of 
always spotless silverware. The en 
tire display can be seen from any 
spot in the department, and is all 
the more enticing for its luxurious 


glass enclosure. 


| HERE are clubs for stamp col- 
lectors, movie fans, guppy fan 
but 


now watch collectors, a group with 


ciers, and turtle racers until 
a hobby at least 200 years old, have 
just had to roll along in solitary 
glory, enjoying the fruits of years 
of enthusiastic hunting with lonely 
admiration. 

That’s all over now, however. Con 
noisseurs of antique, rare, and un- 
usual watches will have a chance to 
swap stories and compare notes on 
their prized collections. Several of 
the most enthusiastic collectors have 
decided toget organized-——letters have 
been shuttling back and forth across 


the country, and the result is to be 


TRADE 


on, HEWES 
(ircular. 


ANY TE 
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a nation-wide Watch Collectors club. 
Although still in the embryo stage, 
the club has big plans for the future. 
One means of keeping collectors in 
touch with each other and up to date 
on the latest “‘finds’”’ 


magazine. Also, there is a possibility 


will be a club 


of an exchange service for sales or 
swaps between members—run with 
out profit, of course. 
interested in 
joining should write L. D. Stall 
2605 Acklen Ave., Nashville. 
Collections don’t have to be 
grandiose, Mr. Stalleup -the 
club is for folks who just like pretty 


cases as well as those who delve into 


Collectors who are 
cup, 
Tenn. 


says 


inner workings. 


> 


W ITH champagne bubbling right 

under their noses, some folks 
would still order beer. For example, 
take the 
caught cowering under a counter in 
a New York jewelry store. Two de- 
tectives, the 
breaking glass, popped into the shop 
there, a crowbar 


“What 


chap who was recently 


drawn by sound of 


and found him 


clutched in his hand. goes 


GOSH! 


the officers wanted to know, 
picturing display cases smashed and 
looted of “Oh, I 
didn’t want any jewelry,” explained 
the fellow, “I 


down the wall into the hosiery shop 


on?” 


fabulous gems. 


was going to break 


next door!” He was on the prowl 


for nylon stockings. 








J M ELLER’S — good-natured 
e fondness for boys has turned 
his jewelry store in Mexia, Tex., in- 
to a sort of world-wide dispensary 
of goodwill and is bringing him sales 
from all over the globe. 

It all started about 15 years ago 
Mr. Eller realized that the 
boys of his town would soon be grow 


when 


ing up, getting girl-conscious—be 


coming engaged, getting married, 
and setting up homes of their own. 


Mr. Eller the 
boys’ friendship through the activi- 


decided to cultivate 
ties he knew they liked best—school 
sports. Every few days he'd drop 
around to see how football or base 
ball practice was coming along, and 
talk it all over with the boys and 
the coach. Each year he donated a 
trophy to the lads, who in the opin 
the 
school principal had been the hot- 
test of the football 


track teams. Result was, the boys 


ion of coaches and the high 


members and 
began returning his visits—eventu 
ally their casual habit of dropping 
into the store turned to sales for Mr. 
Eller. 

Then the war came along and Mr. 
Eller’s youthful friends scattered to 
outposts and battlefields all over the 


Many of the boys who, when they 
get paid and yen to get something 
pretty special for the girl back home, 
send their orders to Mr. Eller from 
thousands of miles away—some have 
sent money for gifts to their mothers 
with instructions that “no store but 
Mr. Eller’s will do.”’ 


watch repair jobs from India and 


He’s received 
the Solomon Islands. 

Mr. Eller keeps up his visits with 
the boys by mail, and his store is 
one of the first places they come to 
when they're home on furlough. One 
Mexia hero, a captain in the Air 
Corps, returned recently to get mar- 
ried—yes, Mr. Eller supplied the en- 
gagement and wedding rings. 


© 9 
killed 


EP, they old red 


rooster. 
Mrs. Floyd Murray, of Memphis, 


the 


Tenn., had two prized possessions 
a rooster, the pick of her flock, 
diamond ring 


and a_ brand-new 


which she had received as a birth 
day present. 

One day the ring disappeared. 
Mrs. 
Lon reported that he’d seen the king 


Murray's excited 10-year-old 


of the henhouse pick it up and swal 
low it, after it had been dropped on 
the ground. Alas for chanticleer— 
the ery was “Off with his head!” 




















"Something a little more expensive this time, Miss Blaine?" 


world. But did that break up their 
friendly feeling towards Mr. Eller 
and his store? Not on your life! 
66 


No the 
body, however, and Mr. Reoster’s 


evidence was found on 
motal remains were put away to rest 
in a chicken fricassee. 

The ring was finally found on the 
ground, where the rooster had drop- 
ped it when he was chased around 
the yard after he had picked it up 
and run off with it. 

The wages of sin is death. 


© © 
EWELERS in 


used an ever-good way to keep 


Leechburg, Pa., 
the whole town talking for over a 
week with a clever publicity stunt 
that wins the friendship of doting 
parents as well as front-page men 
tion in local papers. 

and 


stores, 


Seita’s Eger’s, Leechburg 


jewelry sponsor a_ contest 


among the seniors of Leechburg’s 
high school just at graduation time. 
Both stores gives boys and girls in 
the 


watch 


class a chance to win a wrist 
competing is automatic, with 
out box tops, essays, speeches, or any 
of the usual contest frills. 

In its window each store places 
clock.  Seita’s 
paints the names of all the boys in 
the 
clock’s face—Eger’s names the girls. 
When the clocks stop 
plenty of 


a huge eight day 


graduating class around its 
and there are 


anxious noses pressed 
against the windows until they do 
the 


nearest the hands can claim a watch. 


youngsters whose names are 
Of course there are four winners 
one for each hand of the two clocks. 
The kids go for it, and the clocks. 
usually backed up by the class pic 
ture and other momentos, are a sure 
fire attention-getting window display. 
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7 HERE’S no moaning over war 

time shortages at the James F. 
McCarthy Co. retail jewelry firm of 
St. Paul, Minn. When they 
regular jewelry stocks shrinking, in 
folks 
at McCarthy's gave their imagina 


saw 
stead of having “the vapors,” 


tions a nudge and came up with a 
sideline which has built them a rep- 
utation for chic and originality. Mc: 
Carthy’s now makes a specialty of 
small, delicate, handpainted pi 
tures—the kind that add 
right touch” to every woman’s idea 


“just the 


of the perfect room. Subjects ave 
flowers or bright landscapes, and tl « 
colors blend well with any decorati: ¢ 
scheme. 
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Gold wire, soldered to top and bottom 
of the shank, was I4 k; the rest—elec- 
troplated silver—turned the customer's 
finger as black as the black market. 


HE risk that a jeweler runs when he starts buy 


ing from unknown sources is well exemplitied by 


the ring pictured herewith. 
This ring is one of a batch that was purchased by 
a certain retail jeweler from a questionable source, be 
cause he wanted some man’s rings in a hurry and wasn’t 
able to get them quickly enough to suit him from his 
usual supplier. So rather than take a chance on losing 
a possible sale, he took a chance on buying nameless 
he'd never heard of. 
the mark 


ing on the inside of the shank, though you may not be 


merchandise from an outfit 


This ring is stamped 14 K—you can see 


able to read it in this reproduction. It does not, how 
ever, bear any manufacturer's name or trade mark, al 
though the law requires that such an identification must 
That 


omission in itself should have warned our retailer, but 


iso appear whenever a quality mark is used. 
lhe either didn’t notice it, or went ahead anyway. 
The jeweler sold this ring—as 14 K quality, of course 
to a customer who came back in a few days complain- 
ng that the ring had tarnished and was leaving a black 
imark on his finger. There was no question that the 
ring had tarnished—the jeweler could see for himself. 
He explained that it might have been caused by some 
nusual condition to which the ring might have been 
‘xposed, re-polished it, and gave it back to the customer. 
A few days later that customer was back again with 
the ring as tarnished as ever, a black circle on his finger, 
thoroughly angry, and demanding his money back. 
The jeweler tried to get him to take another ring, 
lut the customer announced in no uncertain terms that 
'e wouldn't have anything else from that store on a 
let, and was through with it forever. So the merchant 
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Let the Buyer Beware! 


Jewelers who patronize questionable 
sources may get fake merchandise. 
-11-K°° black market ring turns out 


to be electroplate on silver 


refunded the purchase price and tried to mollity him, 
though without much success. 

By then, the jeweler decided it might be a good idea 
So he 
scratched it on the stone and got a perfect 14 K test 
mark. 
that he thought he'd better check up a little more thor 
So he 


took out the stones and sent the ring to be assayed. 


to test the ring to be sure it really was 14 K. 
However, the ring had caused so much trouble 
oughly before selling any more of these goods. 

The photo shows the result. The ring was actually 
silver with a light electro-plating of gold, and with 
a thin strip of 14 K gold soldered on both edges. ‘Thus. 
if a jeweler should test it, as was done in this case, it 
the 14 K that 


with the stone and make the mark. 
In the picture, 


would be real material would come in 
contact 
a piece of the shank has been cut 
away except for the gold wire that formed its lower 
The the upper 
can be clearly distinguished from the silver body if you 
look at the right hand side of the ring directly above 


the point where the stones would be mounted. 


edge. other wire which forms edge 


By his over-eagerness to get a little additional goods. 
this retailer has lost the money that he paid for these 
rings, he is stuck with a batch of junk merchandise that 
could utterly ruin his reputation if he tried to sell it. 
and has lost a valued customer who may in turn sour 
some of his friends on the store. 


deal! 


It’s been said again and again, but it cannot be said 


Hardly a profitabl 


too often or too emphatically, that the man who buys 


from questionable sources, or who buys unbranded 


Don’t burn 
stick to vour known, established sources. 


nameless goods, is playing with fire. your 


fingers 








Good Grooming Is 











Letters cut out from fabric- 
covered or painted compo 
board form the false back 
of this attention - getting 
giftwares show - window 
Objets d'art, posed on 
shelving behind the false. 
back, are presented “‘'in- 
side the letters." A con- 
struction detail is above. 


Essential 


For Show-Window *“Salesmen” 


UR soldiers in Australia will no doubt come home 
with stories of the famous native weapons there 
here at home 


the curious boomerangs. Some of us 


are also seeing boomerangs these days—business boomer 
angs-——in the form of retail store policies, or some 
times lack of them, which may seem expedient at pres 
ent, but which harbor the elements of much harm in the 
future. 

This looks like a long war, but it isn’t going to be 
so long that we can afford to forget that day in the 
future when we again return to peacetime living and 
We can’t afford to offer substitute 
dise that isn’t up to our usual standard of value. 


merchan 
We 


can’t afford to be unfriendly or ungracious to customers 


selling. 


no matter how unreasonable their requests. We can’t 
afford to neglect the sales and service messages and 


the friendly welcome which our window and interior 


displays can deliver. Neglect of any of these policies 
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will surely serve as a boomerang to our business after 
the 
With shortages of merchandise and curtailment of 


war. 


services, you have much to explain to your customers 
in order to keep their good will and understanding. 
You also have, in all probability, fewer people, cer- 
tainly fewer experienced people, to do this talking for 
We 
counter displays to tell more of our story than ever and 


And they 


vou, must therefore count on our windows and 
do a great proportion of the actual selling. 
can do it! 


You! 


display background suggests its use and enhances its 


Your displays show the actual merchandise. 


Your display card explains its value and te'ls 
That leaves little for the busy salesman | 


appeal. 
its price. t 
to ring up the cash register! 

The department store has sought its solution of tli 


(Please turn to page 96) 
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For diamond jewelry — A 
stylized leaf design, sus- 
pended by wire, has srnall 
shelves on which rings are 
shown in gift boxes; long 
steps of graduated width 
lead up to a cloudy sky- 
scape photo background. 











0 
ck Sure, display materials and labor are scarce— but if your windows 
19 
"| look »down at the heels” passers-by will assume your business 
yn 


is in the same condition. These three display suggestions have 


plenty of style and can be built with surprisingly little effort 


. w~ wv @ 


VIRGINIA DIXON 











To sell table-setting ensem- 
bles—Crystal, china, silver 
hollowware and silver flat- 
ware cre correlated, utiliz- 
ing three steps and back- 
ground. Display cards 
should name and price 
each harmonious selection. 
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Chinaware 
Bats for Radios: 
Makes Hit 


Replacing radios and electrical 
equipment in the basement. Mace’s 
ehina section is a money-maker. 


with no “servicing headaches” 





Opening the new de- 
partment, Mace's went 
all-out, with a $2000 in- 
vestment in walnut cab- 
inets, mirrored walls 
and fluorescent lighting 


ACK in ‘#1, Mace of Kansas City, Mo., like many 

other credit jewelers, was doing a handsome vol- 
ume of business in radios and electric appliances. Then 
came Pearl Harbor and the order from the War Pro- 
duction Board to the makers of electrical goods to stop 
the manufacture of their peace-time products and con 
vert to the production of fighting equipment. 

No more radios, toasters, or percolators could be ob 
tained, and Mace’s was faced with the alternative of 
either reconciling themselves to a substantial loss of 
volume, or finding something else—but quickly—to fill 
the gap. 

Being the enterprising and resourceful sort of mer- 
chants who don't take a licking lying down, they chose 
the latter course. Then came the question of what the 
replacement should be. After caréful study of the 
lines available, and their possibilities, china was se 
lected—not odd pieces or bric-a-brac, but sets of dinner 
ware, 

Today, they are convinced that the move was a wise 
one. And all the evidence contirms this belief. Backed 
by an alert and vigorous campaign of promotion and 
merchandising, the chinaware department today — is 
rapidly approaching the dollar volume formerly done 
in radios and appliances, with the further advantages 
that china has no servicing headaches, and that its sales 
are predominantly on a basis of either cash with order 
or full payment in 30 days. 


“Originally, it was just one of those things you try 
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One show window invariably features a 
popularly-priced set of 34 or 100 units 





out,” commented Mace’s Mr. H. E. King, “‘but it clicked 
right from the beginning. Because it was so successful, 
perhaps other men in the trade will be interested in 
having a blueprint of how it was done. 

“We were aware that we'd have to create a magnetic 
department to induce traffic and volume, if we were to 
approach our former figures for the basement section 
on china versus radios! We went off the deep end with 
a cool $2000 investment in walnut cabinets, mirrored 
walls, full fluorescent lighting. Our front entrance we 
made inviting with a colonial front; along the stairs 
leading to the basement a wrought iron rail was in 
stalled. Our 


us the appeal we sought. 


modernization was well-timed, and gave 


Such minor 


pieces for 


“Radios were closed out completely. 
left 


curiosity ) were installed on a gift baleony section. There 


appliances as were (almost museum 


we also concentrated small dishes, gifts, salts and 


peppers. book ends, porcelains, miniatures, art objects 
an assortment art-ily displayed and retailing at from 
*3.95 to #150. 


type of display 


Our feeling was that gifts call for one 


and merchandising—dinnerware for 


quite another technique. Both goods do best without 
the distraction and the customers’ indecision caused if 
they are shown in a mingled section. A clean-cut china 
section has a world of personality on its own, we find, 
and gains in both departments have resulted from the 
complete separation. 

“In the glamorized basement with paneled and mir 
rored walls, adjustable glass shelving and lovely light 


All pat 


terns are open stock in the sense that they are con 


ing, we introduced dinnerware in sets only. 


tinuing active styles in the manufacturers’ lines, which 
we are able to re-order, but we sell to the customer in 
assortment 


complete sets only. We do not break an 


for the woman who wants only a half-dozen cups and 
saucers, or a dozen dinner plates with the thought that 
she may or may not add to them later on. 

“Thus we avoid the headaches of having to handle 
a bunch of small odd-lot orders with the manufacturers 
to fill in broken inventory, and the whole inventory ques 
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Selling sets as 


tion is greatly simplified by the fact that each set is 
treated as just one indivisible unit. Also by this policy 
we avoid close-outs, clearance sales, and markdowns on 
odds and ends of various items and patterns. 

We tried the other 


plan at the start, and now and then we experimented 


“That's the fruit of experience. 
with something tricky. For instance, on one occasion 
we brought in 50 chop plates retailing at from 79 cents 
to $5. They dragged and hung around like souvenirs. 
This and other adventuring into single items taught 
us to stay with our sets. 

“To 
traflic, the first advertising and promotions played up 
the 34-piece set at $9.85. 
stepped right out, and in the initial six months amounted 


introduce the new department and to swell 


This easy-priced bracket 


to 25 per cent in number of sales of all the sets sold. 
The next most popular groups were those priced at 
$12.75 to $17.50, respectively, each of which accounted 
The $39.75 set added 


up to 15 per cent by numbers of all sets in the first 


for around 10 per cent of units. 


months of operation; but the big favorite, chalking up 
10 per cent of all the sets sold, was the 34-piece assort 
ment priced at $29.50. 

“We have capitalized on the obvious popularity of 
this set, buying heavily in this group and featuring it 
as a leader. Today it accounts for 60 per cent by units 
of all the 34-piece sets we sell. The emphasis we have 
placed upon it has pulled perhaps 5 per cent of sales 
away from the top price line at $39.75, but it has like 
wise traded up customers from all the three lower price 
that not of the 
fall into each of the $9.85, $12.75 and $17.50 groups, 


lines, so over 10 per cent sales now 


which formerly were more heavily bought. It seems to 

be a matter of pyschology. An individual or a family 

has in mind to spend around $25; or a club has built 

The jeweler can move 
like 


more than $25—but he can’t jump to a price that is 


$25 pot for a group gift. 


$29.75 doesn’t 


up a 


it up a few dollars seem much 


$10 higher—and perhaps shouldn't try. 


‘In addition to the 44 piece sets, we also carry an 


(Ple ase furn to page 120) 


indivisible units avoids 


costly markdowns of left-over odds and ends 











He Wins by Putting Quality First 





Here's a typical sales conference in Parr Bros. store. Department heads 
gather round George D. Parr, who talks over the beauty and romance of 
antique silver and explains how hall-marks can be checked and verified. 


“Wy EK all know that in times like these. 
much of our usual merchandise is 


obtain, the adding of new lines that we can 


when 
difficult to 
get is one 
slack. So 


new lines are things that are in 


of the most feasible ways of taking up the 
if the 
keeping with the goods that constitute the main business 
of the But 
has been a jewelry store to turn about overnight and 


far, so good 


store. for a jewelry store which always 
put in lines completely foreign to the established mer 
chandise does not appeal to me,’ declared George D. 
Parr, principal owner of Parr Bros., in outlining the 
reasons for the policies which his store has found so 
remarkably successful. 

For a store located in an industrial city, patrons of 
Parr Bros. purchase an amazing quantity of high-grade 
jewelry store goods—merchandise of a quality that the 
average jeweler would say could not be successfully 
sold in an industrial town. So instead of permitting 
this good trade to go to nearby Los Angeles, Parr has 
worked out his own method of developing his profitable 
business. 

How the store is so successful today in spite of acute 


merchandise shortages in many lines is easy to under 
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How a jeweler in an industrial suburb 
developed a market for quality goods 
and kept his store on the upgrade 


in spite of all the war-time shortages 


By HARRY R. TERHUNE 


stand if one knows of the Parr methods of doing busi 
ness. 
While it 


has always sold quality merchandise, and has built itself 


caters to a price-conscious people, Parr’s 
a reputation for doing so. 

This background has been an important factor both 
in determining present store policies and in the success 
of their operations, For example, last year when short 
ages in silverware began to be felt, Mr. Parr decided 
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that the best way to make up for them was not to bring 
in some totally unrelated lines, but to maintain volume 
antique 


in the silver department itself by means of 


silver. This despite the fact that antique silver is 
generally regarded as something for only the delux 
market, and that most jewelers would throw up their 
hands in horror at the idea of trving to sell it in an 
industrial community. 

He realized the possible difficulties, but felt that what 
ever hazard might be involved was less to be feared 
than the risk of losing some of the store’s appeal as a 
fine jewelry establisment if it were to begin featuring 
goods that are not usually associated with the jeweler. 

Antique silver would, if anything, enhance the store's 
reputation, he believed. Furthermore, a careful study 
of the market convinced him that his trade could and 
would buy it, if it were properly presented. So he laid 
in a representative and diversified selection of well 
chosen pieces. 
silver more than make 


Today, Parr’s sales of antique 



























up the volume lost through being unable to supply other 
lines, and at the same time has helped the store to re 
tain its identity as a jewelry store. 

“Remember,” he says, “that was our primary aim 
to stay deflnitely a jewelry store. There is real prestige 
in so doing, the accumulative value of which is hard 
to estimate, but the steady buying of both old and new 
customers is proof of its being the right thing to do. 

“As a result of our four silver cases, right up front, 
Parr’s looks more like a real jewelry store now than 
ever before. 

“There is no trick of developing a successful antique 


silver business. Patrons as a rule just ask for silver. 
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Then if we have the desired article in both the modern 
and the antique pieces, we show the customer both. Or 
if we do not have the modern we show the antique only. 
The beauty and romance of the antique silver is ex 
plained. Immediate interest is aroused by checking 
and verifying hall marks before the customer through 
the means of authoritative books.” 

Two classes of Huntington Park folk buy antique 
silver: Some from just the gift angle, with the wed 


ing gifts in the vast majority—-and the “new rich” 


from the industrial plants. 

Before the war, this section had a great many small 
tool and manufacturing plants that employed from one 
With these plants 


going full-tilt on war work, their business has suddenly 


or two up to perhaps ten people. 


increased anywhere from 10 to 50 fold. So now when 


the good wife of the owner is shown a piece of antique 

silver, a price from ¥300 to $500 is not nearly so much 

the chief consideration as is the authenticity and de 
(Please turn to page 118) 


Mrs. Myrtle Gullickson 
head of Parr's silver and 
china sections, often shows 
customers hollowware in 
both modern and. an- 
tique. There's little shop- 
ping cround in buying a 
$50 to $500 piece of the 
latter, which sells on_ its 
rarity and its authenticity. 


Boy meets girl, in quest of 
a perfume gift. So Corinne 
Parr gives helpful sugges- 
tions to a young man who 
‘wants something nice’ os 
a present, and has come to 
Parr's well-balanced per- 
fume and cosmetic bar. 
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Washington Jewelers’ advertisements repeat the word ‘confidence’ 
and variations of the same drawing to identify the store with fine 
diamonds, which it now sells on a cash instead of a credit margin 


Invests His Profits in Prestige 


LY jewelry stores—especially credit stores 
a consider it necessary to feature specific items 
of merchandise and prices in their advertisements. Hy- 


man Siegel of Boston is one credit jeweler who has 


advertising at abstract 


And he 


Mr. Siegel is no crystal gazer, yet as president of 


chosen to aim his selling an 


idea—confidence. is getting results—in sales. 
the Washington Jewelry Co., he naturally has an eye 
to the 


for the credit jeweler, a better day. 


future. He believes that a new day is here 
He believes that 
the pass-key to that day is public confidence in his 
store. 


That 


featuring specific items or special sales, he has put his 


is why, for the past instead of 


year or so, 


advertising money into what he calls “a confidence 


campaign.” 
It all 


a . 
Siegel 


Mr. 


was keen enough to see that this new wartime 


goes back, he says, to Regulation W. 


credit restriction could be made a boon, not a blight, 


to his business. Credit jewelers, he points out, had 
gotten into a situation where everyone was trying to 
outdo his 


credit 


competitor in the length and ease of his 


terms—with all the consequent increased costs 
“Credit 
jewelers,” he says, “were selling easy payments rather 
Regulation W that 


and other problems that such a policy entails. 


than merchandise. changed all 
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by stopping this kind of competition and putting every 
one on an exactly equal footing as to down payments, 
and length of terms. It gave us the opportunity,” he 


continued, “to do business on the same basis and at 


the same mark-up as the cash jeweler.” 
And the Washington Jewelry Co. set about to do 
just that. 


at about the same time business was coming easily, and 


The transition was helped by the fact that 


the store could afford to go in for longe-range institu- 
tional advertising, because day to day sales still keep 
up without the stimulus of the promotion of specific 
items. 
Nevertheless, it radical meant 


was a change. It 


putting in a new line of goods—or more accurately, 
grading up the old lines. It meant a new type of dis- 
play, and a new technique of salesmanship. 

Mr. Siegel frankly faced the fact that his store was 
not famed for fine diamonds and jewelry. He knew 
perfectly well that even his best credit customers would 
probably go to a cash jeweler when it came to making a 
For that 
he had seldom carried in stock any diamonds that sold 


for more than $100 or #150. 


substantial diamond purchase. very reason, 


Now the Washington Jewelers have stones valued 
at more than ¥3,000 for them. He 


traces it all back to his “confidence campaign’”’ 


and customers 


in ad 
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vertising—building up public confidence in the Wash 


ington Jewelers as a “diamond house.” 


The campaign was carefully planned. In addition 
to these institutional advertisements, Mr. Siegel ex 


plains, “we changed the whole atmosphere of the store. 
We revised the tactics of our sales people. We changed 


our type of interior store displays, removing  non- 


jewelry and non-kindred lines from prominence, and 
devoting more show cases to diamonds and jewelry. 
“We re-modeled our diamond show window and made 
it one of the largest diamond windows in Boston. In 
other words. we reverted to being jewelers, and made 


our store look like a jewelry store.”’ 


Besides putting in a finer line of diamonds, the 
Washington Jewelers re-priced their stock on hand 


from a credit to a cash mark-up. Every diamond was 


lowered in price. 


As for the advertisements, they were planned as a 


series to run over a long period of time for the sole 


purpose of building acceptance and prestige for the 


store. The keynote was “Confidence”, a word which 


appeared at the head of practically every ad. It com 


“Credit jewelers were selling easy payments rather than 
merchandise.” says Hyman Siegel of Washington Jewelers. 
*Kegulation W changed all that. and gave us the chance 
to operate on the same basis and markup as the cash jeweler. 
We are seizing this opportunity to keep on building 


a better type of business both now and after the war.” 
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manded immediate reader-attention. 


illustrated with a 


between the 


Nearly every advertisement is 


drawing of a hand holding a diamond 


fingers. Constant repetition, it was felt, would build 
this up as a sort of trade mark and help to identify 
Washington Jewelers with fine diamonds in the minds 
of the public. 

the Washington 


merchants. 


In the copy, emphasis was placed on 


Jewelers’ new-old role as diamond 


Standards of quality were explained and _ stressed. 
“Our diamond buyers reject eight out of ten diamonds 
submitted as unworthy of our standards of Quality, Cut, 
Brilliancy and Color,” read one ad. 

Another: “Whether you buy a $5,000 or a $25 dia 
mond from us . 
And again: “Like the karat mark on gold, 


the hall-mark on sterling. the name Washington Jewel 


. you may do so with complete confi 


dence . 


ers, too, is a standard that inspires confidence.” 


Prospective purchasers were told that they could 
take any diamond from the store and have it appraised 
in order to satisfy themselves as to its value. Thes 


116) 
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Girl trainees come from the graduating classes of 


local high schools. At first they work after school 
and Saturdays; then full time after Commencement Day 


EWELERS who are having difficulties in obtain- 
ing sufficient store personnel—and what jewelers 
aren't, these days, especially if they're located in war 
work areas?—may find a helpful suggestion in the plan 
that has been worked out by J. Krauss, head of the 
Krason jewelry store in Pittsburgh with a branch store 
at Ambridge, Pa. 

Pittsburgh and its industrial suburb of Ambridge are 
in the heart of one of the most active war-industry dis 
tricts in the country, with plenty of employment oppor 
tunities at high wages for evervone who, wants a job. 

Under such circumstancés, getting and holding an 
adequate staff for a retail jewelry store, at the moderate 
salaries which retailers can pay, presents no easy prob- 
lem, 

Why not, Mr. Krauss pondered, experiment with girls 
right out of high school? Not all of them, he reasoned, 
are going to want to tackle the grime and hard manual 
labor of war plant jobs. Some of them are bound to prefer 
the pleasanter surroundings and lighter work that the 
jewelry store offers, and while they'll be completely 
inexperienced, so will practically everyone else I can 
And 


adaptable young person who wants to learn, than to 


get. it should be easier to train a bright and 
re-train older people whose minds and habits have be- 
come set. 

Next step was to locate the prospective trainees. To 
do so, Mr. Krauss got in touch with the principals of 
the local high schools, explaining what he had in mind, 
and outlining his requirements. Three fundamental 
points were stipulated. The girls must be (1) neat, (2) 


have pleasant personalties, (3) be really interested in 
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“Cateh’ Em Young: 
Show “Em How” 


- is the solution to the problem of 


finding satisfactory store personnel, 
says this Pittsburgh jeweler. whose 


experience proves the idea is sound 


By LEON M. LEFFINGWELL 


working in a retail jewelry store. 

Applicants whom the principal selects on that basis 
are then interviewed at the store. If the girl makes a 
favorable impression and indicates that she really wants 
to learn the business and will stay in it long enough to 
repay the cost and effort of training her, she is given 
a trial. 

Mr. Krauss prefers to hire a girl shortly before she 
graduates. In such cases she starts by working after 
school hours on weekdays, and all day on Saturdays. She 
is started at such jobs as cleaning silverware and 
jewelry, keeping the mailing list up to date, addressing 
envelopes, making out price tags and attaching them to 
goods, putting incoming stock into cellophane wrappers, 
and so on. 

Within two weeks Mr. Krauss can tell if the girl 
is adaptable, wide-awake, persistent, deft in handling 
merchandise. About half of them prove to be good mate 
rial. A few have an “I don’t care” attitude—in which case 
Mr. Krauss simply says that he is finished addressing 
envelopes (or whatever they may have been working 
on), that that is all the work he has for them just then 
and that he will phone them again when they are needed. 

Actual selling starts on low priced costume jewelry. 

“Takes a lot of patience to train girls as salespersons, ’ 
admits Mr. Krauss. It’s a challenge to the jeweler be 
cause at first the girl loses sales frequently; one must 
study the girl’s technique constantly to eliminate her 
difficulties, build up her background on the stories be 
hind each new (to her) piece of jewelry, prompt her 
so she gets better results. 

(Please turn to page 98) 
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Reproduced from current national magazine advertisements with 17 million circulation 
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THE WORLD’S MOST HONORED WATCH 





The Watch That Saw Service in Two World Wars 


URCHASED before the first World 

War, this Longines gold strap watch 
served a Canadian officer through four 
years of hard fighting 1n France. It ticked 
the seconds for the zero hour at Vimy 
Ridge “Hill 70° and in many anothes 
notable battle 

The war over, it traveled with its owner 
through 15 years in the Arctic by sled, 
schooner and airplane, from Hudson Bay 
almost to the Pole 


Now after 27 years of active and adven 


1943 


Sndud of Songines Niiltuauer Walch be. 


turous use, it has already had a year of 
service in the second World War, still a 
faithful and reliable timepiece an old 
and valued friend 


It is to untold thousands of similar ex 
periences that Longines Watches owe 
their priceless reputation for keeping 
good time for a long, long time. To the 
preservation of this reputation the makers 
of Longines Watches strive with a skill 
born of 77 years of fine watchmaking 
experience 
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How long will it be before jewelers’ wedding ring trays 
look like this? Pretty soon, according to this survey. 


“With This Ring I Thee Wed” 


—But Where’s the King? 


What will the public do when wedding rings are not obtainable? 


Survey shows jewelers have only small stocks on hand. 


Cannot replenish 


inventory because Order L-15 holds manufacture to small part of need 


LACE 


Time 


A jewelry store somewhere in America. 

A few months from now. 

Cast of characters—a jeweler, an Army corporal, his 

fiance, 

Corporal: I'd like to see some wedding rings. 

Jeweler: Certainly, sir—this way, please. 

| Steps behind showcase and brings out tray contain- 
ing one plain yellow gold band (size 41%), one green 
gold, vintage of 1920, and one diamond circlet priced 
at $200. | 

Jeweler: Here you are, sir—the largest and most com- 
plete assortment in town. 

Corporal: Wuar!! Are THOSE all you've got? 

Jeweler: Sorry, sir, but you know the Government has 
forbid the manufacture of more than a very small 
amount of jewelry, and these are all that will be 
available till the allotments for the next quarterly 
period are released. Perhaps the young lady would 

like this one. [He picks up the little green-gold 
number. | 

Young lady: She would NOT! I want something mod- 
ern, and I want a man’s ring to match it. 

Jeweler: I’m very sorry, but no men’s rings are being 
made any more. The ring manufacturers are per- 
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mitted to have only a very small quantity of gold, and 
men’s rings take so much metal that they've had to 
be dropped in order to make even half the number 
of ladies’ rings that are needed. 

Corporal: Do you mean to tell me that my Government 
won't let me have a ring from my girl to wear while 
I’m overseas? Do you mean to say that there's only 
a fifty-fifty chance of my being able to get a wedding 
ring to put on her finger? 

Jeweler: Sorry, sir, but there’s a very stringent official 
order on the use of gold. I suggest that you place 

your order now if you want to be sure of getting a 

ring. My next allotment, which should arrive in about 

two months, is already practically all spoken for. 

P1*4 | XX! 


That little scene may sound a bit overdrawn right 


Corporal: Two montus from now! 


now, but it may become a serious reality before very 
long, judging by a survey that has just been made by 
THe Jerwevers’ CircuLtar-KrystoNE among’ retail 
jewelry stores. 

Several hundred representative jewelers were asked 
for facts and figures covering their sales of ladies’ and 
men’s wedding rings and their present inventories. Here 

(Please turn to page 100) 
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Lighter owners, civilian and military, are not only ready, but eager 


customers for: 


1. RONSONE REDSKIN™ FLINTS’. They know that the distinctive 
‘REDSKIN’ coating is their guarantee (it’s yours too) of highest 
quality, tempered hardness, showers of sure-fire sparks and freedom 
from the powdering and other deterioration common with inferior 


imitations. 


2. RONSON WICKS. Lighter owners have learned these fine lighter 
wicks are made to produce full capillary action—that they ligne 


quickly and burn evenly. 


RONSON “FIVE-FLINTER” 


Five extra-length, genuine RONSON 
*REDSKIN ‘FLINTS’ in convenient carry- 
ing package to prevent loss. ‘Flints’ 
are fitted into ingenious pull-out 
“drawer.” Retail 15¢. 


RONSON & REDSKIN” ‘FLINTS’ 








} = », ...for RONSON 








3. RONSONOL (Fuel). “Try it once and you'll use no other” is 
especially true of RONSONOL. This grand fuel-ignites instant), 
lasts longer, and burns with a clean, strong flame, and, if spilled, 


will not mar the lighter’s finish. 


Yes, Mr. Storeowner—the great number of “ready customers” for 

RONSON Lighter Accessories is a mint full of sales, profits and 
store traffic. Start drawing on it today. 
o ° * 

that orders for RONSON Acceisortes be placed 

or write for c m ple te information on all 


lou’, to Art Metal Works, Inc., Newark, 2, N.J 


War-time production makes it urgent 


= 


a 
well in advance. Send your 


¢ RONSON Accessories, as listed hel 


RONSONOL LIGHTER FUEL 


ee High quality, clean burn- 
ing, pleasantly scented. 
Extra-length, Four fluid ounces in apa 
genuine RONSON sturdy bottle. Retail 25¢. (= 
*REDSKIN ‘FLINTS,’ ! 4 








RONSON <7 REDSKIN* 
‘FLINTS’ 
in Glass Vials 


Packed especially for men going abroad. 
Retail: 40 ‘Flints’, $1.20; 100, $3.00; 200, $6.00. 





Press—It's Lit! 
Release —it's Out! 


SPEED VICTORY... BUY WAR > 
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play card holding 24 envelopes, as illustrated. 


RONSON WICKS 


Full-length RONSON Wicks each packed with 
inserter, in envelope. Retail 10¢. 


a 
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RONSON Po teal | 

SERVICER ea 
Contains one Wick with | 
inserter, a file wheel || | 
cleaning brush, a 4-oz. = 
bottle of RONSONOL, = (~——— :/ 
three extra-length 
RONSON * REDSKIN ‘FLINTS,’ and a 
General Instruction Book. Retail 50¢. 


with distinctive 
‘REDSKIN’ coating. 
(Envelopes of 3.) 
Supplied on dis- 
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tools, and dies 
of the stage. 


Wartime demand for diamond wheels 
has pushed industrials to the 


center 


The Cinderella of the diamond family, the industrial stone, 
now occupies the center of the industry’s stage and will occupy 
it for the duration. Man used to fight for the glistening gem; 
now the industrial diamond fights for man and our freedom. 
Accuracy and speed, which post-war industry will demand, 
assure the diamond an important place in our future world. 

Steel production was large in 1942 and that of tanks, trucks 
and airplanes and their engines surpassed all previous records. 
In consequence, the use of the industrial diamond, essential to 
particularly of engines—expanded beyond 
Sales of rough for gems in 


their manufacture 
even our optimistic forecasts. 
creased somewhat but the extraordinary demand for industrial 
stones largely accounts for the fact that the total sales of 
the Diamond Corp. exceeded those of any vear 1937 ; 
further, in the third and fourth quarters of the year world 
Except for drilling borts, 


since 


consumption exceeded production. 
ill grades of industrial increased in use, but the enlarged de 
mand for crushing bort was phenomenal. The unwarranted 
prejudice against Congo crushing bort is disappearing and the 
principal users now realize that it not only is cheaper than 
other grades, but just as good. 

Last year the writer estimated, as he then feared 
optimistically, that the United States would consume in 1942 
some 4,500,000 carats of industrial and that the 
world’s consumption would approach 7,500,000 carats. Actual 


rather 
diamonds 


consumption was appreciably greater. 

With the exception of the carbonado production in Bahia 
a minuscule factor in the world’s output—and the Beceka 
mines, Belgian Congo (95 per cent or more bort), which ac 
count for perhaps one-half of the world’s production, and pos 
sibly some of the Gold Coast mines, industrial stones are a by 
product of gem mining. Thanks to the jeweler who sells gem 
stones at a relatively high price per carat, the industrialist 
gets “working” diamonds at a much below that which 
would have to be charged were mines run only to obtain in- 
dustrial stones. Indeed, in most diamond mines, industrial 
stones do not carry their fair share of the over-all mining costs. 

The supply of industrial diamonds, at least so far as the 
United Nations are concerned, is satisfactory. The stocks of 
the Diamond Corp. are large, as are those of the producers, 
industrialists in both America and Great Britain have fair 
stocks, and that of the United States is relatively large. 

While industrial diamonds are in sufficient supply, certain 
of the finer grades have been in inadequate supply for sev 


cost 
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Industrial 
Diamonds 
Now Hold Spotlight 


Parid Il digest of the 18th Annual Review 


of the Diamond Industry by Sydney H. Ball 








How to Get Complete Information About Diamonds in ‘42 

The information presented here is only a small part of a thor- 
oughly complete and up-to-date study of the diamond industry, 
which has been prepared exclusively for THE JEWELERS’ CIRCU- 
LAR-KEYSTONE by Sydney H. Ball, internationally recognized dia- 
mond authority. 

The entire 30,000-word report, with tables on production, con- 
sumption and prices and a detailed chapter on industrial diamonds, 
has been printed as a booklet, available at 50 cents a copy. Send 
check or stamps for your copy to THE JEWELERS’ CIRCULAR- 
KEYSTONE, 100 E. 42nd St., New, York 17, N. Y. 








mentioned in the last three or four 
school themselves to use 


eral vears, as has been 
editions of the review. must 
less desirable grades than was once the custom, and they will 
find that such will perform their work admirably. 

The United Nations have, and are assured of, an adequate 
supply of industrial diamonds; indeed, when Dakar, Senegal, 
in November joined the Fighting French, the Axis powers lost 
even that relatively small source of diamonds and now con 
the Borneo mines, responsible in normal times 
The Japs may 
Britain’s 


[ Tsers 


stones 


trolled only 
for 0.02 per cent of the world’s production. 
be able to increase the production four or five times. 
blockade to prevent Germany from getting industrials has been 
relatively successfuly, but she doubtless had a good stockpile 
when the war broke out, in part due to her barter treaties 
with South Africa under the Hertzog regime. In May and 
June, 1940, during the invasion of the Low Countries and 
France, she also confiscated considerable quantities of stones 
from the Belgians and Hollanders. Germany, according to 
reports, is already using gem stones industrially, and the price 
of crushing bort on the Swiss “black market” indicates her 
dire necessity. In the first World War a shortage of diamonds 
led Germany to invent “Widia” and other very hard cemented 
carbides, at best poor substitutes for diamonds. Japan, how- 
ever, is in a less enviable position. While she was scheming 
against us, her purchases of Brazilian industrials was large 
(and Brazil is only a minor producer), but her purchases were 
stopped on June 13, 1941, when the Brazilian-American trade 
Later, her citizens attempted to 
At present her 


igreement became effective. 

smuggle industrials out of the United States. 

stocks cannot be large, and since the Japanese never were 
(Please turn to page 90) 
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TOPAZ — Brazil 


STYLISTS IN STONES Since 1927... For almost a generation this organization has concentrated a 


major portion of its efforts in the creation of distinguished rings. Through the years, world-wide sources 
for only the finest of stones have been established and maintained ...The same critical discernment has 
been exercised in ring designs — only the most representative originations have been acceptable. Today, 
this constant striving for perfection is reflected in the current Robinson & Sverdlik selections which 
offer outstanding value in GENUINE STONE RINGS at every Retail Price Level from £50 to 5000 
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RUBY — India 
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AQUAMARINE— Brazil 
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SAPPHIRE 


- ROUGH - 
SAPPHIRE 


KOPLE born in September are fortunate in their birthstone—the sapphire, which from time im 





memorial has been most people’s top choice among colored gems. Not only is sapphire next 
in hardness to diamond among all the gems, and therefore highly wear-resistant, but it may be found 
in nearly every color of the rainbow besides the blue commonly associated with sapphire. Source 


Thailand, Kashmir, Burma, Ceylon, Australia, Montana and Russia. Composition—Aluminium oxide, 


colored blue probably by a small amount of titanium. (Ruby is of the same makeup, save that it 
is colored red by chromium; similarly fancy sapphires—i.e., all corundum gems except the blue or 
the red—owe their hue to various “impurities.”) T’raditions—The stone of truth, constancy, friend 
ship. How mounted today—Witness these designs combining blue sapphires of various shapes and 
sizes with natural or two-tone gold, by Sol P. Kaufman, 562 Fifth Ave., New York. 
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FOR SEPTEMBER, 1943 


THE WITCHING STONE OF INDIA 


The peerless azure of the realm 


reaches its color zenith in the mystic star sapphire. 


Here you can find a comprehensive selection of sapphires, the 
birthstone for September, in a superb collection of 

sizes, colors and qualities. Here, too, you will discover a complete 
stock of precious, semi-precious and synthetic stones to 


meet your most exacting requirements. 


Since 1901, the far-flung sources of the world have been tapped 
by S. Nathan & Co., Inc., to make this your Stone Head- 
quarters. From Amethysts to Zircons, you may depend on this 


organization for intelligent cooperation and expert stone service. 


SF JA itil Y a Ine 


Precious Stones and Pearls 

610 FIFTH AVENUE. > NEW YORK 20, N. Y. 
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pendulum. 


pentagon. 











Practically considered, the 
a clock that governs the 
timekeeping, consist ng of a weight 
(the “bob’’) on the lower end of a 
rod suspended at its upper end on 


part of 


a bracket fastened to the clock 
movement or case. The function 
and action of the pendulum is anal- 
ogous to these of the balance in a 
watch. In swinging from side to 
side, the pendulum alternately un- 
locks the escapement and receives 
from the escapement an impulse to 
keep it going. A longer pendulum 
will cause a clock to run slower, 
and a shorter pendulum, faster. 
regulation of timekeeping is effected 
ordinarily by raising the bob by a 
nut and screw to obtain a faster 
rate by shortening the pendulum; 
or by lowering the bob to obtain a 
slower rate by lengthening the 
pendulum. Pendulums of common- 
grade clocks usually have iron wire 
rods and cast iron bobs; a better- 
type pendulum has a wood or steel 
rod and lead bob; pendulums for 
fine, accurate “regulator” clocks, 
and ‘precision clocks for scientific 
uses, usually have rods of the alloy 
steel “Invar,” which is practically 
unaffected by changes of heat and 
cold; or steel rods and mercurial 
compensating bobs. In the science 
of physics, a pendulum is conceived 
as a heavy particle suspended on a 
cord that has no weight; it is on 
this theoretical or simple pendulum 


that calculations of lengths and 
periods of vibration are based. 
Actual pendulums are approxi- 


mately compared with these calcu- 
lated lengths, by balancing the 
pendulum with its rod on a knife- 
edge, and measuring the length 
from the point where the entire 
mass just balances, to the point of 
suspension. The actual clock pen- 
dulum is differentiated from the 
theoretical or simple pendulum, by 
calling it a “compound” nendulum, 
because its action is complicated by 
the masses unavoidably used for 
the rod, bob and suspension parts. 
See BOB; CENTER OF OSCILLATION; 
COMPENSATING PENDULUM: GRIDIRON 
PENDULUM; INVAR; TORSION PENDU- 
LUM. 

A fancy diamond shane in 
general like a square with 

one edge replaced by two 

sloping sides. 


Pentelican marble. A famous 


&4 


marble of the Greeks, 
which came from the . =, 
vicinity of Athens. runing 





pepper caster. See CASTER. ous ome 

pepper. A small table appointment 
of silver or glass, or glass with a 
silver top, used for holding pepper. 
Frequently made to match a salt 
shaker or salt cellar. 

percussion center. Point in a pendu- 
lum where its mass exerts greatest 
force; usually situated slightly 
above center of the bob. See BOB; 
PENDULUM. 

perfect gemstone. A gemstone which, 
when examined by a trained eye 
under a diamond eye loupe or other 
magnifier of not less than 10-power, 
discloses no flaw, crack, carbon 
spot, cloud, or other blemish or im- 
perfection of any sort. The Fed- 
eral Trade Commission holds that 
the misuse of the word “perfect” 
so as to deceive purchasers, pros- 
pective purchasers or the consum- 
ing public is an unfair trade 
practice. 

perfection colors. The finest color for 
the variety of gem in question. 

peridot. The jewelers’ name for the 
gem variety of CHRYSOLITE. It is 
a desirable word because there 
seems to be no confusion im any- 
one’s mind about what gem is 
meant. See also _ FORSTERITE; 
HAWAIITE; OLIVINE, 

peridotite. A dark-colored rock, com- 
posed principally of olivine and 
pyroxene. Kimberlite, the matrix 
of the diamonds in the pipe mines, 
is a peridotite. 

perigem. Trade name for a light yel- 
low green synthetic spinel. 

period silver. Silver which was fa- 
vored or obtained popularity dur- 
ing a particular historical era, in a 
particular country; also silver 
styled after that fashion. 

peristerite. A white to reddish albite 
with bluish schiller colors, like a 
moonstone, but less translucent. 

perlite. The correct version of pearl- 
ite. A slightly altered variety of 
obsidian, named originally in refer- 
ence to its tendency to break down 
into rounded concentric structures. 
By extension, it has come to mean 
a gray obsidian. Pebbles of this 
material from New Mexico and 
elsewhere, have been cut to make 
interesting-looking, lustrous stones. 
See PITCHSTONE, 

perpetual calendar. Calendar mechan- 
ism of a watch or clock that auto- 
matically registers the correct num- 
ber of days for all month-ends and 
adds a day to February in leap- 
vears. In ordinary calendar 





mechanisms, these indications must 
be set by hand. See SIMPLE CALEN- 
DAR, 

Persian turquoise. Like other locality 
modifications, this one has come to 
have no reference to the true 
source, but means, rather, the finest 
quality of turquoise, as it is gen- 
erally used. 

perspex. A polymerized acrylic ester 
plastic with a specific gravity of 
1.18 and R. I. of 1.50. 

Peruvian emeralds. A misnomer for 
Colombian emeralds; so far none 
have been found in place in Peru. 

Peruzzi cut. An old diamond cut in- 
stituted by the Venetian, Vincent 
Peruzzi, toward the end of the 17th 
century, with 32 upper facets and 
24 lower. This was an improve- 
ment over the earlier MAZARIN CUT. 

petal pearls. Distorted, flattened 
pearls. 


Petoskey agateor stones. Fossil coral, 
commonly found in the shape of 
waterworn limestone pebbles on the 
shores of Lake Michigan at Petos- 
key, Mich. 

petrosilex. HORNSTONE. 

petrified wood. Fossilized wood, in 
which the wood cells have been re- 
placed by inorganic material, usu- 
ally silica. Some varieties are 
colorfully stained with iron salts, 
particularly that from the vicinity 
of the Petrified Forest National 
Monument in Arizona. 

petrographic microscope (pet-ro-graff’ 
ik). A microscope especially 
adapted, as the name implies, for 
the study of rocks. It is a far 
more complicated instrument than 
the ordinary biological microscope, 
having a rotating stage, polarizing 
elements, a supplementary lense in 
the tube and slits for the insertion 
of wedges. 

pewter. A metal alloy composed 
chiefly of tin, plus lead or copper, 
with small amounts of antimony, 
bismuth or zine, generally used for 
plates and vessels in the 15th cen- 
tury, and often for spoons, forks 
and tea and coffee pots in the 17th 
century. By 1840, pewter had been 
commercially displaced by earthen- 
ware, glass, china and other metals 
and alloys better fitted for hard 
usage or for plating with silver. 

pezometer. An instrument for mea- 
suring proportions of a brilliant 
cut diamond, for the determination 
of the weight of a stone in a set- 
ting. 
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phantom. The trace of an earlier 
growth stage included within a 
erystal. Quartz crystals sometimes 
show numerous phantoms which 
have formed when a foreign sub- 
stance lightly coats a crystal plane, 
following which additional mate- 
rial was deposited, including the 
foreign material in a definite band 
where the face once was. In a 
sense, the color banding commonly 
observed in sapphires can be con- 
sidered a series of such phantoms. 

phenakite (fen’a-kite). Sometimes 
spelled phenacite. A rare beryllium 
mineral, beryllium silicate. Sp. gr. 
3, R. I. 1.66, H.7%2-8. Found in but 
few localities, gemmy only _ in 
Brazil and Russia. Usually color- 
less or slightly yellow; never rose- 
red, brown or yellow. An uncom- 
mon but attractive gem, of mod- 
erate brilliance, of interest only to 
collectors. 

phenomena. A term which has been 
taken by gemologists to describe 
any of the abnormalities of gem- 
stones, like asterism, chatoyancy, 
adularescence, etc. 

Philip II diamond. A large diamond, 
supposedly purchased by Philip I] 
in 1559, weighing 47% ect. Ac- 
cording to Boethius DeBoot (1609) 
it was the largest diamond seen 
up to, that time in Europe. 

Philip II pearl. LA PEREGRINA. 

Phillips curves. Term sometimes ap- 
plied to terminal curves for bal- 
ance springs, in recognition of the 
investigations of Edouard Phillips 
in the theory of isochronism. See 
PHILLIPS, EDOUARD. 








A GLOSSARY OF TRADE TERMS 


This is the 34th installment of a 
comprehensive dictionary of trade 
and technical terms used in the 
jewelry industry. Succeeding sec- 
tions will be published every month 
in these pages. It will be useful to 
preserve a file of the numbers con- 
taining the various installments. 
Following publication here, the dic- 
tionary will be issued in book form 








Phillips, Edouard. French engineer 
and mathematician (1821-1889) 
who investigated mathematically 


the principles of isochronism of 
balance springs of timepieces, and 
published his conclusions in 1861 
in a treatise “Sur le Spiral Reg- 
lant,” which has since become 
recognized generally as principal 
authority on this subject, along 
with later works of the same au- 
thor. 

phosphoroscope. An instrument with 
slits and shutters designed to per- 
mit vision of a gem within it only 
when the light source is obscured, 
and hence permitting the recogni- 
tion of phosphorescence of even a 
very short duration. 

pickle. A mixture of about nine parts 
water and one part sulphur‘e acid, 


86 


used by jewelers for cleaning gold 
and silver work after soldering. 
Pickle solutions are preferably 
used hot, kept in a lead pan over a 
bunsen gas burner; although in 
small shops where not continually 
needed they may be used cold. 
pickle fork. A small, all silver fork, 


used for serving pickles 
and olives. 
picotite. A black — spinel, 


spoken of as one of the 

possibilities for the black 

inclusions in diamonds. 
piecrust border. A border so 





named because of its 
slightly raised and _ scal- 

loped edge. Frequently 

used ‘On silver trays or 
similar objects. A com- Picki 
mon decoration of the 18th Fork 
century. 


piedmontite. A manganese epidote of 
a brown red color. Cut cabochon 
but probably of little or no gem in- 
terest. Also spelled piemontite. 
From San Marcello, Val d’Aosta, 
Piedmont, Italy, and elsewhere. 

piercing. 1. Silversmithing. A method 
of producing a decorative effect by 
cutting away the metal of a flat 
band or surface. The borders of 
sandwich trays or bowls afford 
typical examples. The work is done 
with mechanical tools or by the 
aid of saws and files. 2. Horol. 
One of the operations in making 
watch jewels: rough-drilling a hole 
in center of stone disc, to be fol- 
lowed by the operation called 
“opening,” or broaching the hole 
prior to polishing it. 

Vierpont Morgan collection. One of 
the world’s greatest collections of 
ancient and artistic watches; as- 
sembled by and given to the Metro- 
politan Museum of Art in New 
York, by the late J. Pierpont Mor- 
gan. This collection includes the 
noted collection acquired by Mor- 
gan from Carl Marfels. See MAR- 
FELS COLLECTION. 

pierre argentine. MOONSTONE. 

pie server. A server for pastry and 
cake. It usually has a hollow han- 
dle and a _ stainless steel blade. 
Also used for serving brick ice 
cream. 

piezo-electric effect. An effect of al- 
ternate expansion and contraction 
produced in certain crystals, for ex- 
ample in quartz, by an electric cur- 
rent, giving oscillations of high 
frequency and periodic uniformity, 
taken advantage of in construction 
of certain timekeeping instruments 
and radio oscillators. See QUARTZ- 
CRYSTAL CLOCK. Tourmaline exhi- 
bits this phenomenon and thus may 
be distinguished from andalusite. 

pigeon blood agate. A _ bright red 
agate found on the desert south of 
Cisco, Utah, really a carnelian, 
but some specimens are banded 
with white agate. An undesirable 
local name. 


pigeon blood ruby. The classic name 
for the finest color of ruby, a 
slightly bluish red. Becoming paler, 
it grades insensibly into pink sap- 
phire. 

Pigott diamond. An Indian diamond 
weighing 49 ct. bought in 1818 by 
Ali Pasha, Viceroy of Egypt, and 
destroyed by his orders at his 
death. Named for Lord Pigott, who 
brought it from India. King calls 
it identical with the Nassa(c)k, 
however. 

pillar. 1. One of the posts or columns 
that stand between plates of the 
framework of a watch or clock 
movement, to hold them apart; 
part of the structure that supports 
bearings for the moving parts. 2. 
The upright posts that support the 
teeth of a cylinder escape wheel 
and connect them with the face of 
the wheel. 

pillar file. A narrow flat-faced file, so 
called because originally used to 
file faces on ornamental pillars of 


watches after they were riveted 
into the lower plate. 
pillar nut. Metal dise with slots or 


faces, drilled and tapped to screw 
on threaded top of clock movement 
pillar, for holding plates together. 
See PILLAR, 

pillar plate. The lower plate of a 
watch or clock, into which the pil- 
lars are rigidly fastened. 

pillar screw. The screw that fastens 
the upper plate of a timepiece to a 
pillar. 

pinacoid. A crystal form of all sys- 
tems but the isometric, consisting 
of two parallel faces. The crystal 
axes run parallel to the intersec- 
tions of the pinacoidal faces. 

pin-back. An item of jewelry findings; 
an assembled joint, pin and catch 
on a metal plate ready to be at- 
tached to any piece of jewelry for 
making up a brooch. 

pin brass. A brass composed of about 
60 per cent copper and 40 per cent 
zinc, used formerly for making 
jewelry pins; now frequently used 
as alloy in making silver solders. 

pinchbeck. A_ reddish-yellow brass 
largely used for imitating gold; a 
common formula is 88.8 per cent 
copper, 11.2 per cent zinc. 

pineapple. A finial used on coffee and 
tea pots of silver. It resembles the 
shape of the pineapple fruit. 

pin fire opal. A variety of precious 
opal in which the color flashes are 
in the form of very small spots. It 
is a less valuable form of opal than 
the larger spotted harlequin opal. 

pingos d’agoa. Colorless topaz, in 
water-worn pebbles from Brazil 
GOUTTES D’EAU. 


pinion. A member of a train of gears; 
specifically, a gear-wheel of rela- 
tively small diameter, hence usu- 
ally without wheel-spokes, but 
comprising only the teeth called 
“leaves” and the core or body left 
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by cutting the leaves out of a solid 


piece of material. See GEARING; 
LANTERN PINION, 
pinion gauge. A spring caliper of 


small size adjustable by a screw 
and nut for gauging lengths and 
diameters of pinions ete. during 
turning operations. 


pinion stake. A narrow block of steel 


pinion 


pinite. 


or brass with about ten holes of 
graduated sizes for supporting pin- 
ions while staking on wheels. 

wire. Steel wire drawn in 
form of a cross-section of the body 


and leaves of a watch or clock 
pinion; sold by watch material 
dealers in lengths of one foot; 


pieces are cut from the wire then 
turned and finished to make up 
pinions for repair-jobs. 

A variety of serpentine par- 
ticularly one derived from the alter- 
ation of certain other minerals. 
AGALMATOLITE, 


pinking. Term for the heat treatment 


of topaz by which golden brown 
gems are turned pink. 


pink moonstone. Pink SCAPOLITE cats- 


eyes found associated with the ruby 
at Mogok Burma. 


pink sapphire. Pale red stones, grad- 


ing insensibly into rubies, but no 
hard and fast color line can be 
drawn and it is not unlikely that 
stones from Montana are called 
pink sapphire while paler Ceylonese 
stones get by as rubies. 


pinna pearls. Reddish, formerly high- 


pin-pallet escapement. 


pin-pallet lever escapement. 


pir 


pin-slide. 
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ly valued pearls of the Pinna mus- 


sel. Their structure is far coarser 
than that of the MARGARITIFERA 
pearls. 


Clock escape- 
ment mostly seen on mantel clocks 
of French manufacture with the 
escapement visible against the 
background of the clock dial; more 
important for attractive appear- 
ance than for horological merit. 
The pallets are usually of agate or 
garnet, shaped like the roller jewel 
of a lever escapement, set horizon- 
tally in the pallet yoke; escape 
wheel teeth with flat radial faces 
to provide for locking and lifting 
on the pallet pins. A disadvantage 
is that oil tends to work away from 
the surfaces where needed. 

The es- 
capement mostly used 

in alarm clocks and 
non-jeweled watches. 4 
While not adapted \ 
for fine timekeeping, 

it has advantages in 
economy of manufac- 


) 
} 


mC 
(Ne 


turing costs, and is 
sturdy and reliable in 

. Pin-Pallet 
service. Lever 


Escapement 
n-pusher. A cylindrical 
steel punch mounted in a handle, 
for removing hinge pins from 
joints of watch cases, lockets, etc. 


See PINTONG. 


pin-tongue. 


pin wheel. 


pin-wheel escapement. 


pipe. 


pipes (diamond). 


pinstem. An item of jewelry findings, 


mountings tor various stones, etc., 
with attached pin, for making up 
tie pins. 


pintong. A tool used by jewelers for 


holding pin tongues, while short- 
ening and sharpening them. It has 
two spring jaws, closed by a ring 
sliding on the outsides of the jaws. 
It is quick-acting, but not as tight- 
gripping as a pinvise. 

An item of jewelry find- 
ings, comprising a pin on a base 
with a hole in it to hold the joint- 
pin which is part of the hinge. Pin 
tongues are used on brooches, bar 
pins, etc., to fasten them to the 
clothing of the wearer. 

In some striking clocks, 
a wheel with pins set perpendicu- 
larly to the face of the wheel, to 
operate the tail of a lever for lift- 
ing the hammer. 

Clock escape- 
ment invented by Jean A. LePaute 
of Paris in 1753. Instead of teeth 
the escape wheel has pins standing 
out horizontally at right-angles to 
the face of the wheel; these fall 
on pallets with concentric circular 
locking faces, set one above the 
other, with lifting faces nearly op- 
posite each other. This escapement 
was used in many French regula- 
tors and tower clocks; but its 
popularity declined largely due to 
difficulty in keeping it oiled. 
Horol. 1. A tubular extension 
on a wheel, to allow rotation on a 
bearing; for example the _ hour- 
wheel pipe in a timepiece, which 
runs on the cannon pinion as its 
bearing. 2. A tubular projection, 
for attaching one part frictionally 
to another to allow movement to- 
gether; example, the pipe of a sec- 
onds-hand, which fastens the hand 
to the extended fourth-pinion pivot. 


Cylindrical masses 
of peridotite, and its alteration 
products, believed to represent in- 
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Diamond Pipe 
(shown in center) 


trusives resembling volcanic necks, 
cutting up through the older sedi- 
mentary rocks in South Africa, and 


Arkansas, and containing dia- 


monds. 

pinning points. The location of places 
on inner and outer terminals of 
hairsprings where these are pinned 
respectively to the collet and to 
the stud. Changing the relation 
between these two points is one of 
the controls over the rates of a 
watch in different positions. 


pipeclay. A white powdered earth, 
used for polishing non-ferrous 
metals. 


pipe opal. Elongated masses of pre- 
cious opal, replacing a cigar-shaped 
fossil (Belemnites, White Cliffs, 
N.S.W.) or filling in a similarly 
shaped cavity in the rocks (Queens- 
land). 

pipe stone. A red siliceous clay found 
in Minnesota and used by the In- 
dians for carvings. It is soft when 
first dug up, but hardens on drying 
out. Locally called CATLINITE. 

pipi pearls. Small 4 to 12 grain milk- 
white pearls from the shallower 
waters near Tahiti. 

piqué (pee-kay’). 1. Gemol. Just 
touched with slight imperfections, 
visible only under a loupe to a 
trained eye. Second pique and 
third pique are _ proportionately 
more imperfect. 2. Horol. Kind 
of ornamental work on shagreen 
or tortoise-shell covered cases of 
antique watches, etc., consisting of 
small gold or silver rivets set in 
designs, the rivet heads showing 
on the outside of the case-covering. 

pirouette. A device for multiplying 
the turns of motion of a watch bal- 
ance by gearing, invented by Huy- 
ghens in his experiments to apply 
the hairspring; of historical im- 
portance, but technically faulty. 


pissophane. See PYROPHANE. 
pistacite. EPIDOTE. 
pit amber. Mined amber. 


pitch circle. A circle concentric with 
the circumference of a gear wheel, 
cutting its teeth at such a distance 
from their points as to touch 
the corresponding circle of the 
pinion that works with the wheel, 
and having with that circle a 
common velocity, as in a rolling 
contact. Calculations of relative 
numbers of turns of wheels and 
pinions are based on the measure- 
ments of the pitch circles, or their 
diameters or radii. See GEARING. 

pitch coal. JET. 


pitch diameter. The diameter of the 
pitch circle of a gear wheel or 
pinion. See PITCH CIRCLE. 

pitching. Adjusting the depth of en- 
gagement of wheels and pinions. 

pitching tool. A depthing tool, based 
on the principle of the proportional 
compass, for determining primitive 
diameter of a wheel to match a 
pinion, or of a pinion to match a 
wheel, without calculations. 

(To be continued) 
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Putting the Axis 


FOR SEPTEMBER, 


in tts place! 


with “ORIENTED” Jewel Bearings 
for Precision Instruments o t Warfare 


W]e fe) 


“ORIENTED” SAPPHIRE BLANKS 


BY 


MAX DURAFFOURG GEM CO. 





U.S. Planes, Tanks and Ships, so efficient in fighting the Axis, could not function 
without countless precision instruments whose accuracy depends on Sapphire or Ruby 


Bearings. 


_ 
To provide . . . in tremendous quantities . . . the needed blanks for perfect jewels, 
to fight the Axis Nations, we first had to fight the problem of the Crystal Axis 


and orient it in the right direction. 


Along with others, we succeeded and today we are proud to belong to the small 
group of pioneers—officials, technicians, and producers—who a full vear before Pearl 
Harbor dared to tackle the critical and highly difficult problem of supplying the 
United States Forces with material so vital to victory. So successfully was it dene 
that if today all foreign sources of supply were eliminated, the United States Jewel 


Makers could supply the entire world’s needs. 


The high technique developed and applied in this precision work is carried over to 
the production of non-essential products made of Natural and Synthetic Sapphire or 


Ruby. 


We are now, without hampering our War Work, in a position to slit, cut and 
polish. May we quote on your requirements, subject to the availability 
of the rough material or prior requirements of the U. 8S. Government. 


MAX DURAFFOURG GEM CO. 


Cutters of 
Precious, Semi-Precious and Synthetic Stones 


576 FIFTH AVENUE NEW YORK CITY 
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INDUSTRIAL DIAMONDS IN SPOTLIGHT 
(From page 80) 
appreciative of the diamond in jewelry, she has not an im 
The Ger- 
mans, however, must have a reasonable backlog of gem dia 


portant reservoir of gem stones to fall back upon. 


monds. 

A shortage of industrial diamonds cannot determine the 
result of the war; it could, however, markedly slow up the 
production of the necessary munitions to carry it on suc- 
cessfully. 

Notwithstanding higher 
tion and insurance and increased taxes, the producers and the 
Diamond Corp. have not increased their prices, following Sir 


costs of production, transporta- 


Ernest Oppenheimer’s agreement of a year or so ago. In 
America, some large users claim that from April, 1941, to 
the corresponding month of 1942, an average rise in price of 
30 per cent occurred, that in the quarter after the Pear! 
Harbor incident being about 10 per cent. In countries where 
the supply is deficient, the rise is much greater. 

In 1942 the consumption of crushing bort in bonded wheels 
ind other tools increased phenomenally, while Canadian ex 
ploratory diamond drilling, due to the temporary eclipse of 
gold mining, reduced the use of the diamond drill in explora- 
tion; its use in blast-hole mining and pillar recovery in Canada 
and the United States made moderate gains. 

On April 28, 1942, industrial diamonds (certain cut gem 
stones excepted) were stated by the Office of Price Adminis- 
tration to be subject to the “General Maximum Price Regula- 
tion,” that is, the ceiling was the price of March, 1942. 

Diamond dust in ever increasing amounts is used in grind- 
ing quartz plates needed by the Signal Corps for its radios 
Industry after the war will find many other uses 
for diamond dust. Diamond dust bonded in metal was used in 
wheels to commercially cut building stone as early as 1938 in 
South Africa and in 1939 in Luxemburg. 

The diamond for dies has expanded greatly; the use of dia- 
mond tools in 1942 increased four or five times over that of 


and radars. 


1941 and abrasive wheels impregnated with crushed bort en- 
joyed even a greater increase. ‘The necessity in war imple- 
ments for tremendously accurate machining, with almost in- 
finitesimal tolerances, naturally calls for the use of the diamond. 

Paul L. Hertz, early in 1942, estimated that in normal times 
175,000 to 225,000 stones, weighing from 50,000 to 60,000 
carats, were used in making diamond dies, requiring from 
100,000 to 110,000 carats of crushing bort in their manufacture. 

Diamonds not only do their work in factories on the home 
front but also function immediately back of the front lines. 
Mobile lens-grinding units replace broken spectacle glasses; 
diamond-pointed tools are used in the field repair shops of 
the airplane and tank units, and each warship machine shop 
has its industrial-diamond-mounted tools. 

In the spring of 1942, the War Production Board required 
all persons possessing 10 or more carats of rough diamonds 
Nov. 11, 1942, this order 
was amended so that no rough diamond could be sold, delivered 
vr accepted unless to fill an order with a rating of A-1-j or 
higher, provided the maximum delivery in a single month to 
a customer was as much as 50 carats of crushing bort or five 
Each transaction exceeding these weights 
had to be specifically authorized in advance by the WPB. The 
WPB stated that there was no shortage of diamonds, but that 
the order was to keep diamonds from leaking into unfriendly 
hands and to prevent speculation and investment buying. All 
packages containing industrial diamonds, except when shipped 
under general license, after late October, 1942, must be submit- 
ted for inspection to the nearest Collector of Customs. 

The WPB has standardized the proportions of dies now 
being made in America, in order to increase the life of the 
die. It has also determined the optimum fineness of grain of 
diamond dust used in the various stages of drilling and 
polishing. The WPRB, as of July 1, 1942, placed all small dies 
(aperture 0.0015 inch or less) under complete allocation. No 
die could be sold, transferred or delivered without the Board’s 
authorization and it has the power to specify how the dies 


to report their inventory. As of 


carats of rough. 
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» Certificate of Registration and 
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vewive choice s LI F E 
Your Authorized Keepoke Jeweler 
3 an expert and trustworthy adviser 
in the selection of o cing. Ask him 
to show you the new “Keepsake” 
Morched Sets... t9 $2500 @ ESQUIRE 





@ COSMOPOLITAN 

@ MADEMOISELLE 
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@ LIBERTY 
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One of the full-page, full-color edverthomente for Fall. @ GLAMOUR 
The Keepsake national magazine schedule for Fall © CHARM 
sets a new record for size and consistency, building ® HOUSEHOLD 
extra sales and profits for Authorized Keepsake Jew- ®@ MOVIE SHOW 
elers. 38 insertions will appear in 14 leading maga- ® SCREEN GUIDE 
zines including 4 full-page, full-color advertisements. 
From Fall 1939 through Fall 1943, 257 insertions will © STARDOM 
have appeared in 28 different magazines reaching an ® CLICK 
estimated total of 1,486,000,000 readers. @ PHOTOPLAY 


A. H. POND CO., INC. 214 S$. WARREN ST. SYRACUSE 2, N. Y. 
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Four other changes of copy (without light) are 
furnished with each display as shown below. 
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are to be u-ed. Ail sinali dies are stocked to act as a future 
reserve for allocation. Inventories must be reported. 

Early in 1943 the WPB forbade the sale of crushing bort 
to the diamond-cutting Brokers, however, had 
enough diamond dust on hand to service the industry. 

On July 29, 1942, the BE W listed diamond dies of the larger 
sizes as one of the articles given preference in issuing export 
orders for the third quarter of 1942 to the Latin American 


industry. 


republics. 

Canada, as of July 3, 1942, permitted entry of tools set 
with industrial diamonds under general permit (previously 
admitted on a diminishing scale by War Exchange Conserva 
tion order of October, 1940). 

Switzerland is having difficulty in getting industrial dia 
monds to continue its fabrication of wateh- and instrument- 
jewels. On June 5, 1942, it removed the low duty previously 
in effect on industrial stones. Crushing bort in its “black 
market” has reached the fantastic price of from S11 to $30 
a carat. Probably the Nazis are in the market. 

As in America, a number of new companies were formed in 
Great Britain to manufacture and deal in industrial dia 
monds and diamond-set tools. 

The British Ministry of Supply made Sir Cecil Rodwell, a 
former governor of Southern Rhodesia and a_ director of 
many African companies, Controller of Industrial Diamonds 
in March, 1942. In consequence, the Diamond ‘Trading Co., 
the selling agency of the Diamond Corp., became subject to 
the direction of the Ministry. This change met with the full 
approval of Sir Ernest Oppenbeimer. Sir Cecil will allocate 
ind co-ordinate the supply of industrial diamonds to the 
United Nations and to those neutral nations which are per 
initted to have diamonds. ‘The diamond tool trade is. still 
idministered by the Controller of Diamond Dies and Tools. 
Mr. Peat, Parliamentary Secretary Minister of Supply, stated 


in Parliament in November, 1942, that there is no agreement 
between the Governments of South Africa and Great Britain 
as to the price of industrial diamonds. In 1942 several new 
companies, makers and dealers in industrial diamonds were 
registered in Great Britain. .\s in America, a number of dia 
mond cutters were switched to the shaping of industrial dia 
monds. Rumors exist that some industrial diamonds in 1942 
were smuggled out of England to Germany by carrier pigeons. 

The Union of South Africa has also its makers of industrial 
diamond tools and since the beginning of the war has rendered 
itself independent of imports. 

According to the Diamond ‘Trading Co.’s sales, those of bort 
in 1942 were 65% per cent greater than those in 1941, indicat- 
ing the rapid expansion in the use of crushing bort. Of the 
industrials sold, about 73 per cent were crushing bort. By 
weight, 85 to 90 per cent of the sales and 40 per cent of the 
value are industrial stones. In March, 1942, the press stated 
that the Diamond Corp. sold large quantities of industrials 
to the American and Russian governments. 

The United States Government, on Sept. 30, 1941, ceased 
issuing figures as to imports of diamonds. Figures for the 


past five vears available follow: 


Year Carats Total Value Value per Carat 
1937 1,885,970 $6,542,365 $3.47 
1938 1,396, 247 4,213,412 3.02 
1939 3, 588 , 736 9,725,683 2.73 
1940 3,809,071 11,026 , 563 2.89 
1941, Jan. 1-Sept. 30 (9 mos. 2,911,117 7,415,133 2.55 


linports in 1941 are believed to have topped those of 1940 
and those of 1942 were doubtless greater than those of 1941. 
In 1942 Canadian sales of diamonds used in drilling were off 
about 40 per cent from those of 1941, but due to the expanded 
use of fine stones in munition plants, the dollar value of sales 


approached that of 1942. 
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Tomorrows Advancements 
in Colored Stones Are Here —-TODAY! 





RUBY EMERALD SAPPHIRE AMETHYST TOPAZ AQUAMARINE CRYSTAL 


] 
IN CHOICE OF FOUR SHAPES SHOWN ABOVE, ACTUAL SIZE 


OVAL MANUFACTURING CQO., 
64 West 36th Street . . . New York 
In Providence: OVAL IMPORTING CO. 
21 2 Union Street... . Providence, R. I. 
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WINDOW SALESMEN NEED GOOD GROOMING 


(From page 69) 


problem in self service selling in all departments where 
it is at all practical. Because of the nature and value 
of the merchandise, this is not very practical in the 
jewelry store, but the display principles which are be- 
ing used by the department stores in these self-service 
departments can be utilized to a considerable extent. 
This involves the display of the merchandise where it 
can be easily examined by the customer. Open case 
and table display is preferable where the merchandise 
is of not too great value. Where open display is not 
practical, the merchandise should be arranged for great 
est visibility. 

Intelligently written and legibly lettered display signs 
are essential, Put yourself in the customer’s place and 
try to think of the questions which are likely to occur 
to her mind and which she would normally ask the 
salesman to explain. Boil down the answers to these 
questions, including of course the price, and you have 
the copy for your card. 

There is, of course, some scarcity of new display 
fixtures and the materials and labor with which to build 
our own, but this should not and must not be used as 
a pretext to let our windows become shabby and shoddy 
in appearance. We can still be good housekeepers and 
with a little ingenuity we can find ways of refurbishing 
and refinishing old props and keeping that band-box 
look in our windows. Good grooming is as essential 
for the display-window salesman as it is for the flesh 
and blood salesman. If your windows begin to look 


“run down at the heels.” passers-by will conclude that 


your business is in the same lamentable condition. 
Wherever possible tie up a display inside your store 

If possible repeat the 

If the 


customer was drawn in because of interest in merchan- 


with the display in the window. 
actual unit in a case or on a table in the store. 


dise which she saw in the window, this saves her the 
trouble of asking or having to search for it in the store. 
If she came in the store for other reasons, if your win 
dow story was good it will bear repeating and gain em 
phasis thereby. 

The first of the accompanying sketches illustrates a 
display for giftwares which might well be duplicated 
inside the store as the central unit of your gift depart- 
ment. The letters G-I-F-T-S are cut out of large panels 
of compo board which are then covered in fabric or 
painted and joined together with narrow panels at 
right angles to them to form a false background some 
distance from the actual window background. Narrow 
shelves behind these panels permit merchandise to be 
shown “in” the letters. A series of graduated steps in 
the foreground of the window allows for the showing 
of more merchandise and leads up to the shadow box 
The construction of these letter units is illus- 
The shelves and the panel 


letters. 
trated in the small sketch. 
behind them should be white to allow the greatest re 
flection of light. Glass shelves would be best of all. 
Steps might also be white with two contrasting colors 
used for the panels, repeating one color on the floor 
of the window. 

Another series of graduated steps is suggested for the 
diamond jewelry display. The narrower width of these 
steps better adapts them to the showing of jewelry. 
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We have a large stock of Precious Stones,—mounted 
and unmounted from which to make your selection. 
Let us cooperate with you on your special calls. 





We are in the market for Diamond Jewelry and can offer good 
prices on any small or large pieces which your customer may 
desire to dispose of. 





Jerome Richheimer 
608 FIFTH AVE. NEW YORK 20, N. Y. 
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SAPPHIRES 


42 You Like “Shem - 


LOOSE OR SET 
LARGE OR SMALL 
PRICED FROM *60 to °60,000 


Getting the most out of your sales 
opportunities in SAPPHIRES is simply 
ome lit-1amme) Mol) ol-Jalellale Mol: Mar o1.4@] a0) 
COHEN as your source of supply. Our 
direct connections in Ceylon and Burma, 
our vast collection of superlative stones 
— loose and set, large and small — 
establish us as America’s leading spe- 
cialist in these always-popular gems. 
Whatever your needs in Sapphires, 


therefore, by all means consult us. 


Harold Cohen 


SPECIALISTS IN SAPPHIRES 


British Building, Sockefeller Center 


620 FAFAH AVENUE 
MEW YORK CITY 





A stylized leat design, cut from heavy compo board! 
to which small shelves are attached, displays a sele 
tion of rings in gift boxes. 

A block of wood at the base of the cutout and a wir 
from the ceiling attached to the top of the eutout hol 
it in place. The wood block does not serve as an ease¢ 
(which would probably be visible from the sides of th 
window), but holds the unit steady while the wire su 
ports it. The shelves should be the same size as tl 
boxes which they support so that they will not be cor 
spicuous. 

The background effect above the steps is a photo 
mural enlargement of a cloudy “sky-scape.” You 
local photographer should be able to secure such 
picture which can be enlarged and mounted to fit you 
window background. Such a photo-mural would als 
serve as a pleasing background for case displays in 
side the store. It is effective without having so muc 
attention value in itself that it distracts the eve fro 
the merchandise. 

In showing your silverware, glass and china, why no 
suggest planned buying of the three as a unit. Th 
may not be possible now with stocks low on all thre: 
but by selling this idea, sales of open stock patter 
in the future can be guaranteed. Selection of pattern 
and a start on purchases can be made now. The pur 
chase of war bonds can be planned to cover the balan 
of these purchases after the war. Feature ensemb) 
of patterns in vour window and on table settings in th 
store. The third sketch illustrates such a display. Dis 
play cards can tell the story of the patterns and the 
harmonious selection. Steps again allow the showin 
of merchandise in orderly, easily visible arrangement 


Flatware pieces are attached to background plaques 


CATCH 'EM YOUNG 


From page 76) 


“During the day I refrain from giving selling ad 
vice.” he says, “because while ‘trying to make my poin 
to the girl a customer may walk in and spoil the effe: 

“But each evening I counsel them on a point of thei 
technique,” viz: to refer an unsold customer to M 
Krauss. “Because it would be difficult for the girls t 
try to grasp everything in a hurry, I cover one ite! 
nu day. 

“To aid the girls in becoming acquainted faster wit 
the stock,” says Mr. Krauss. “I spent the better pat 
of six months rearranging it in separate drawers as i 
a department store, segregating the merchandise > 
departments so when waiting on trade the rales 
do not get in each other's way. 

“When a girl learns one department thoroughly,’ i 
continued, “she is alternated with a girl in another d 
partment. Gradually each girl learns the stock-in-trad 
of each department... an art student makes the store 
display signs. 

“Of course all this means a lot of extra work for ne 





he went on, “but it’s worth it! Right now a capab 
man demands #60 to $75 weekly—if you cound find on 
For the same salary, five girls can be hired. They sta 
at $12 a week; within a vear earn $20 weekly. Cor 
tinued improvement raises their pay (they don’t hav 
te ask for the raise) to the maximum of $35 weekly 
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IN BINDING 





the thorough, experienced girl who definitely is inter 


ested in the business.” 
In the Am 


bridge store, for example, two of them handle the cos 


Several such girls are now on the staff. 


tume jewelry department, one of them is in charge of 
giftwares and china, another is responsible for luggage, 
two have become competent watch and general 


With a 


experienced workers, such as a diamond specialist and a 


and 


jewelry saleswomen. nucleus of a few more 
watch repair man, who have been with the store for 
some years the place is efficiently and profitably run. 


(Incidentally, Mr. Krauss is fortifying himself in the 


watch repair department right now, by training a girl 
in that work, and says she is learning rapidly. ) 
“Effective training of girls requires more than just 


a month or two,” he summed up, “but it has certainly 


solved my manpower problem.” 


WITH THIS RING | THEE WED 


(From page 78) 


is what the answers disclosed: 

1) During the first six months of 1943 approximately 
10 per cent more wedding rings were sold than in the 
first half of 1941, which is the year that has been selected 
as the base period for WPB Order L-45. 

2) Sales of men’s wedding rings today are more than 


(And a 


wedding ring requires more than two to three times as 


twice what they were two years ago. man’s 


much metal as a matching lady's ring. Therefore the 


increase in the consumption of gold is even greater than 


the increase in the number of wedding rings sold.) 





PENDANTS 
BROOCHES 
BRACELETS 
EARRINGS 
RINGS 
LINK BUTTONS 


Founded 1902 







42 WEST 48th STREET 





3) If the present rate of sale continues—and there 
is no reason to suppose that it won’t—54 per cent of 
all retail jewelry stores would be cleaned out of wed- 
ding rings by the end of the year if they could not buy 
any more. 

Seven per cent would be sold out within thirty days, 
nine per cent more within two months, and another 18 
per cent in three months. Another 20 per cent would 
have bare trays by the end of 1943. 

Present stocks of 44 per cent of the stores will carry 
them from six months to one year, and two per cent 
have enough to last them beyond a year from now. 

However, as a good many of the jewelers in all these 
groups point out, the popular sizes and styles would 
be gone long before the last few rings are sold. And it 
doesn't do much good to have nothing bigger than a 415 
size ring, if the girl has a size 6 finger. 

Now, of course, jewelers are going to be able to get 
Order L-45 does not completely stop the 
But it 
does cut each manufacturer's consumption down to half 
of what he used in 1941. 


In 1941 there were approximately 


some rings. 


use of gold and palladium for making jewelry. 


1,500,000 


riages in the United States, and presumably the pro 


nar 


duction of wedding rings closely parallel that figure, 
since the potential sale is strictly limited by the number 
of weddings performed. Therefore it is reasonable to 
suppose that about 1,500,000 wedding rings were manu 
factured in that year. 

But in 1942 the number of marriages jumped to 
1,800,000, and is still climbing. 


If even the present 





MANUFACTURERS 


O. J. Somers Co. 


DIAMOND IMPORTERS 
NEW YORK 19, N. Y. 
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em reations 
by 


JEAN RITZ-WOLLER 


Pacific Coast headquarters for genuine 
colored stones—loose and mounted. Fine 
jewelers everywhere find it profitable to 


feature our exclusive designs. 


Available for immediate delivery ... a 
most complete stock of . . . RINGS, PINS, 
BRACELETS AND EARRINGS . . . individ- 
ually designed in 14 Kt. Gold with genuine 
Topaz, Amethyst, Aquamarine, Opal, Em- 


erald, Star Sapphire, Star Ruby, « 


Your inquiries will have 


our courteous attention. 


Ufa ~~ a ones 
JEWELRY 


7 is 


tf 


fear i ty totter 


1“ 


In attractive window display by Wm. Stromberg, leading Hollyw 
featuring Jean Ritz-Woller Exclusive jewelry creation 


JEAN RITZ-WOLLER COMPANY 
220 W. FIFTH ST. 





LOS ANGELES 13, CALIF. 
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rate continues with no further increase, more than’ ply of rings. 


2,000,000 couples will exchange vows in 1943. Also it assumes that no more men’s rings will be 
Put all those factors together and it is immediately made, which may or may not be the case. If any more 
evident that within less than a year there won't be are produced it will cut down the potential supply of 


enough wedding rings to go around unless WPB's gold women’s rings by at least twice as much (because of the 
and palladium order L-45 is greatly liberalized. Here’s greater weight of a man’s ring). If none are made, 


the way it figures out. there will probably be a reaction in no uncertain terms 

New production (at half the 1941 rate) will be 750, from the young people who want them--especiaily the 
000 rings in the next twelve months. Present inven men in uniform, with whom the double ring arrange 
tories (which average about the quantity sold in the ment is especially popular and who are not going to 
past six months) will provide approximately 1,000,000 — take very kindly to being told that they can’t have them. 
more. Total, 1,750,000 rings. Total marriages for next The wedding ring is too deeply and firmly rooted 
12 months-—2,000,000 plus. in religious, social and emotional significance to be 

That’s a quarter million more weddings than wed lightly tossed aside, and the effect on morale of mak 


ding rings. And only the fact that there are now in ing them unobtainable might easily be very serious. 
existence an estimated 1,000,000 rings with which to Wedding rings are clearly entitled to rating as an 
eke out new production keeps the deficit down to even — essential. If anyone doesn't think so, let him try to tell 


that huge figure. When these are gone, as they will be a prospective bride that she doesn’t need a wedding 

in a few months, there will be only one ring for every —ring——and see what happens. 

three couples getting married unless, of course, WPB Their manufacture requires no critical materials ex 

wants to invite bootleg operators to make up the dif cept a microscopic amount of copper-—two tons would 

ference, which we hardly think is the case. (750.000 — alloy all the gold needed for a year’s supply. It would 

new rings made—2,000,000 weddings. ) take no machinery that could be used in war work, and 
Actually, even that picture is much too optimistic, under the directives of the War Manpower Commission, 

because it assumes that each ring will take care of one it could not divert labor from war production. 

wedding. The fact is that because of the enormous On every ground, therefore, jewelers have every right 

growth in the use of the double ring ceremony, a large to insist that wedding rings be included in the list of 


part of the inventory now on hand consists of men’s civilian items whose manufacture the Offiee of Civilian 


rings that have been made up to take care of this de Requirements proposes to resume. A vigorous presen 
mand. Therefore, the number of marriages that can be — tation of the facts should be made at once in the inter 
provided for is just that much less than the total sup- ests of the general welfare. 
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THE JEWELERS’ 


Deliver us from evil : 


BUY WAR BONDS 


THIS SPACE IS A CONTRIBUTION TO AMERICA'S ALL-OUT WAR EFFORT BY 


KUSHNER & PINES, INC. 


Makers of Distinctive Mountings — Refiners of Precious Metals 


21 West 46th Street New York City 
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U. S. JADE FOR CHINESE MARKET 


One of the seemingly fantastic post-war prospects is 


e 
Extra Fine that the United States will export quantities of jade to 


China, whose lapidaries have long specialized in cutting 
Cultured Pearls this gem and whose connoisseurs value fine jade above 
all other jewels. 

Facts about the recent discovery of both green and 
black nephrite jade in the vicinity of Lander, Wyo., 
were among the most interesting details furnished by 
Sidney H. Ball in his annual report for the U. S. Bureau 
of Mines. It is this occurrence to which Mr. Ball refers 
when he says in the Government review that: “It is by 
no means improbable that after the war the American 
jade will be exported to China.” 

Some of the green is said to be of fine quality and 
worth #5 a pound. Indicating the large possibilities for 
developing these sites after the war, Mr. Ball says that 
boulders of jade, one of which is said to weigh almost 
2000 pounds, occur in an area 20 miles long and three 
miles wide, paralleling the Sweetwater River. “Black 
nephrite is reported to occur in place in granite, but the 
lighter green is known only as boulders.” 

Besides calling attention to the discovery of these 
new areas of jade, the review stressed the 1942 pro- 
duction of Montana sapphire to the extent of 50,000 
ounces (1.71 short tons) worth $47,000. Most of these 
sapphires were stockpiled for possible use as instru- 
ment jewels, and only a few of them were cut for gems. 
The principal producer, American Gem Mines at Phil- 
lipsburg, sold its product to the Government, and the 
Perry-Schroeder Mining Co., a gold-dredging company 
operating near Helena, was allowed, after the orders 


2.8. 


&. 
* 


closing the gold mines were issued, to continue dredging 
because of its sapphire by-product. The New Mine 
Sapphire Co., at Utica, and the Simon property near 
Butte were not operated. 

Total U. S. production of various sorts of gems in 
1942 was about 40 per cent below that of 1941 ($150,- 
000 value before cutting, $400,000 after cutting, for 
1942, compared to $240,000 value before cutting and 
$770,000 after cutting, for the previous year). The 
search for minerals of greater strategic importance and 


@ 
° 
4 


%.9 


bd 
oe 


the declining number of mineral collectors may be among 
the reasons for the decline. 

Turquoise, accounting for 21 per cent of the dollar 
value of 1942 production, was the second most valuable 
gem product, with the Smith mine near Beowawe, 
Nevada, yielding 13,033 pounds worth $32,000. Other 
Nevada properties supplied about 350 pounds of tur- 
quoise worth $4,000, and the King mine at Manassa, 
Colo., yielded considerable of the same material. 


In addition, Mr. Ball reported the following other 
gems produced in the United States during the past 
year: 


Agate—Eastern Utah. 


7) ; ae / Alabaster—South Dakota. 
ttecta Cullured EIS} Albite—Maine. 
Are Permanently Guaranteed Amazonstone—Near Bar Harbor, Maine. 
$< $$. Amethyst—Several hundred carats of fine quality pro- 
Lp ‘G c 9 _ duced from two New Hampshire localities—Stark and 
‘ ue ¢ 4; hristie & gy cpr toign dy ; San | Milan. “The Stark locality on Lone Mountain is almost 
ee 65 y., ied fi York i ai exhausted, but smoky quartz crystals occur rather 


abundantly in other pockets on the mountain. By heat 
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One man sights a gun . . . another a machine In addition, WADSWORTH quality and crafts- 
. both work toward VICTORY. Wadsworth manship is maintained in the production of 
workers have their sights trained on the goal Watch Cases for our Armed Forces. 


of increased production for our fighting men. 


Wadawer I 


THE WADSWORTH WATCH CASE CO., INC., DAYTON, KENTUCKY 
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treatment, the gem turns pale yellow. The Milan ame 
thyst from Greens Ledge is not as fine as from Stark. 
but the crystals are larger and less flawed. Gems of 
almost 30 carats have been obtained.” Amethyst was also 


produced in Maine. 

Aquamarine—An anticipated increase, resulting from 
the mining of pegmatite ore bodies for block mica, beryl] 
and tantalite, failed to show up in the regular trade 
channels. Some aquamarine came from Amelia, Va., 
Avon, Idaho, and North Groton, N. H. 

Asteriated quartz—Wyoming. 

Caesium beryl—Maine. 

Jasper—Eastern Utah. 

Jet—The Henry mountains, in southeastern Utah. 

Lepidolite—Maine. 





Because of conditions over 
which we have no control we 
are not able to guarantee deliv- 


ery of all models of ALTON 





watches. However. all ALTON Moss agate—About 4000 pounds, worth $1 a pound. 
. ° - } 1 . » > : >, t > uy | x is "7 , ; sit 

watch orders will receive our best attention. | were reported mined from a ne wis discovered deposi 
| about eight miles southeast of Willowdale, Ore., where 


and we will supply whatever possible. | it occurs as a thick vein in rhyolite. Other sources in 
| cluded the gravels of the Yellowstone river in south 
7 . . f | eastern Montana, besides Siskiyou and San Bernardino 
patient with us during this uncertain period, | enmubien tes Cobifesaia. 

Obsidian——Black, with white inclusions, attractive 


when polished, found in Millard county, Utah, and some 


We urge our customers and friends to be 


until we are again able to fill all orders com- 


pletely and promptly as in years gone by. 
_ has been sold. 


Rock ecrystals—-Arkansas. Here and in California. 
Government-aided mining reportedly increased the pro 
| duction of crystal suitable only for objets d'art. 


W. & G. DIAMOND RINGS AND SETS 





| Rose quartz——Deeply colored and asteriated, near the 
French mine in Gilsum, N. H. Also Maine and South 
Dakota. 


Topaz—Good crystals collected on Topaz mountain 
in California. Yellow, blue and colorless topazes were 
also found on Greens Ledge at Milan, N. H. Maine was 


another producer. 
T ourmaline— Maine. 


STAIRWAYS CAN BE PICTURE GALLERIES 





Matched set in 14K. yellow gold. Matched set in 14K, yellow gold — —— ‘ y * . - «6 . 

Solitaire bes two side diamonds and Solitaire hes two side dlemends ani Harvey's department store, Nashville, in its “Stair 

25 Carat center diamond. Wedding 15 Carat center diamond. Weddin; way of Pictures,” has a method of displaying and sell- 
ring has five fine diamonds. ring has five fine diamonds. i ] 1 

ing all kinds w »yrints that can be adopte nv 

cami arty Pe Oe g all kinds of wall prints that be adopted by an: 


' 
| 
| 
A AA A AA store with steps leading to higher floors or even to a 
D858—Set—Retail $197.50 $218.25  0870—Set—Retail .$131.25 $146.25 | sate S eee , 
| balcony or mezzanine. At Harvey’s flights of stairs are 
| 
| 


Keystone Price 158.00 174.50 Keystone Price 105.00 117.00 
D859—Solitaire— D087 1—Solitaire— eye ° . P “a4: >: 
Retail 153.75 174.50 Retail . .. 87.50 102.50 utilized with the conspicuous sign, “Stairway of Pic 
Keystone Price 123.00 139.50 Keystone Price 70.00 82.00 ” : ; j 
D860—Wedding Ring D872—Wedding Ring tures” at the stairway opening on each floor. 
—Retail .. 45.00 —Retail 45.00 a : . : 
Keystone price 36.00 Keystone Price 20.00 [he pictures are displayed at eye-level at spaced dis 


tances along the wall where they will attract the atten 
tion of the person walking down. Since Harvey’s has 
| three flights of steps to use they are not hung as close 
together as they probably would be by a store with 
less display space. However, crowding too many pic 
tures in the available display space would probably 


Prices and quality of W. & G. Diamond 
Rings and Sets are the same as in 1941— 


no advance in price, no reduction in quality. 





SEND FOR THE W&G DIAMOND CATALOGUE spoil the effect. 

FOR READY REFERENCE | Each picture displayed is, of course, numbered and 
| purchases are made from stock by these numbers. 
Pictures on the wall are not disturbed. At Harvey's 

af > \ : , : 
\' eksler & Goodman. Ine. the picture stock and the sales counter is at the foot 
ie i ae of the stairs on the first floor. Since not a great deal 
I.D. Watch Cases of space is required for the picture stock, Harvey’s has 
oo * ‘ye a display of books at the same counter. Placing of the 
EE, fe Ulinojs selling point at the foot of the stairway is based on 
the natural inference that the average customer will 





ride the elevator on the trip up and walk down the stens 














to shop for the pictures. 
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/B.A.&CO. SPECIALS FOR QUICK SALES 





The average increase 


in the sale of wedding 
rings for the bride- 
groom is 139° in the 
past two years and it 
is estimated that 90% 
of the weddings this 
vear will be double- 
tied, with two wed- 
ding rings. One store 
reports a 916°° gain, 
many from 50% to 
100% inerease in the 
sale of wedding rings 
for the groom. Be pre- 
pared to sell your 


share of this new busi- 
KO/L3—Ladies’ plai 
nes yellow gold wedding 
oe Keystone $7.60 


10 So. WABASH AVE. 





WE RESERVE THE RIGHT TO LIMIT QUANTITIES ON ABOVE RINGS 


IF IT IS AN AVAILABLE JEWELRY STORE ITEM BENJ. ALLEN & CO. CAN SUPPLY IT 


BENJ. ALLEN & CO., INC. 


Our buyers are ever alert to new items for your 
jewelry store and are constantly adding such 
items to our stock—merchandise you can move 


quickly and profitably. 


One of the latest. popular and fast  <elling 


jewelry store items is 


PICTURE FRAMES 


These are leatherette on wooden frames with 
design stamped in gold leaf. Brown for the 


Army and Blue for the Navy. No insignia. 


KO/A Brown 5”x 7” Keystone $4.00 
KO/C Brown 8” x 10’ Keystone $4.50 
KO/D Blue a” x 7” Keystone $4.00 
KO/E Blue 8” x 10” Keystone $4.50 


Less 10% for assortments of one dozen or more. 


Order now while the stock is complete 








n 14K KO/M4—Men’s {4K yellow KO/M5—Ladies’ 14K yellow KO/L8—Ladies’ engraved {4K 
ring—- gold wedding ring—Keystone gold wedding ring to mateh— yellow gold wedding rinqg— 
$10.50 Keystone $5.30 Keystone $3.75 


SILVERSMITHS BLDG. 
CHICAGO 3. ILL. 
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After the war, this trademark 
will still stand for fine quality, 
expert workmanship and fair 
dealings. It will always pay 
you to trade with Church. 


Member American Gem Society CHURCH & COMPANY Manufacturing Jewelers 


336 MULBERRY STREET, NEWARK 2, N. J. West Coast « G. H. OTTO, 209 POST STREET, SAN FRANCISCO, CALIF. 


ju DON’T BUY 









FQR.VICTORY 
% 

















LONDON NEW YORK 


S. J. SHRUBSOLE 
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Antique English Silver 
DIAMOND PAPERS OR JEWELERS SUPPLIES | ooo. Wy cma st. new vorK saechiieee | ie 
Member of the Art and Antique Dealers’ League of America | 


5 J Y 
ec; =m | / wer. Os T 





T 
WAR BONDS & STAMPS | ! 
| \ 
If you must buy European or Domestic Papers, \ 
Wallets, Cotton, Tweezers, Diamond Cutters’ p 
Cement, etc., buy them from us and we'll buy ¢ 
more Bonds and Stamps. 

| n 

Write for Catalog, Samples, Prices Dele cane 086 Shulleld alate weter 
jugs made circa 1790. Height 14". it 





INC. Specialising in 
9 W. 45th St.. NEW YORK Antique silver and old Sheffield tea and coffee services ( 
= 


One of the Largest Wholesale Collections in America 
LARGEST DIAMOND SUPPLIES OFFICE IN THE WORLD 











198 THE JEWELERS’ CIRCULAR-KEYSTONE F 

















PUZZLED BY TRADE-MARKS? 


Then You Should Have a Copy of This Authoritative Book 
Trade-Marks of the Jewelry and Kindred Trades 
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AXSTERLING 


FIFTH EDITION 








<< 
m4 |) POSTAGE PREPAID 


Thousands of Trade-Marks and Trade 
Names in This New 1943—Fifth Edition. 





Over 300 Pages of Vital Information — oe 4 





Get your copy NOW! 
The only book published containing ae a ee 


Trade-Marks and Trade Names used 
ee ee enn er The Jewelers’ Circular-Keystone 
100 East 42nd Street, New York 17 


by Manufacturers, Importers and 
Wholesalers of Jewelry, Rings, 
Please send me 


Watches, Clocks, Silverware, Sup- . 
copies of "Trade-Marks of the Jewelry and 


plies, Materials and Tools, Leather Kindred Trades", new 1943 edition, for which check is en- 


Goods, Pens, Pencils, China and closed. 
Glassware, Gifts, ete. Also lists 

T EE Oe ee ery ee 
names of Watches used by 148 com- 
panies; lists Sterling and Plated Flat- niet 

. DET. c.csnessewos sus erweeeseeniereassnenen 

ware Pattern Names; and data on 
Commercial Standards and Federal OE ns nen Re 


and State Stamping Laws. 
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Delayed Homemaking 


Means Post-War Sales 


Interviews with over 500 wartime brides 
indicate a vast peacetime demand for 
silverware. china. erystal and jewelry 


when War Bonds are turned into eash 


wars 
generally give women that determined look that leads 
them to the altar. What is news, however, is that today’s 


T'S no news that marriages are skyrocketing 


brides are definitely not all young and impulsive, marry 
ing their soldier in haste and then furnishing one room 
with a handful of dime store tableware or living at 
home with the family while their bridegroom goes off 
to war. 

Actually the wartime bride, who may be 16 or 60, 
provides the largest present. and future market in years 
for top-quality merchandise, including fine silverware. 
crystal, china, and giftwares. This fact is shown by 


Mrs. 
Potts. merchandising director for The Bride’s Maga- 


a nation-wide survey conducted by Alexandra 
zine, glossy-covered fashion and wedding etiquette oracle 
for the country’s brides. 

Mrs. Potts covered 12,000 miles on her survey tour, 
visited 28 key cities, and talked to 517 typical wartime 
She found that: 

1. Marriages are on the increase for women between 
settle 


mediately; establish and furnish a home. 


brides. 


the ages of 35 and 50—these women down im- 


2. More girls from 16 to 19 are getting married 
they buy more home accessories than furniture, and plan 
a gracious home for after the war. 

3. Many of today’s brides are in .uniform—schooled 
in efficiency, they demand the tried-and-true for their 
postwar living. 

t. There is still a steady stream of the typical bride 
of normal times—this customer places quality first on 
her list of musts when she buys. 
interviewed were in 


One hundred of the 517 brides 


the mature age Most of them had been school 


group. 


teachers. file clerks, ete. Holding completely feminine 


110 




















80 per cent of teen-age brides marry service men 


jobs in small towns, when the war came they moved to 
the nation’s large industrial centers---worked with (and 
on) men for the first time. Sixty per cent of the bride- 
grooms in this group were in war work. Forty per cent 
of this group plan to set up housekeeping in the com 
munity where they now work and remain there after 
the war. Couples in this group will buy later from the 
jeweler who cultivates them now. Although they may 
not be able to purchase complete silver settings now 
because of shortages, many of them are putting a por 
tion of their high wartime wages in war bonds—plan 
to get that sterling set—-or the rest of it-—after the war. 

Approximately 80 per cent of the teen-age brides 
were wives of men in the armed forces. Constantly 
on the move, they must be able to pack their homes in 
a suitcase. These brides are doing very little buying 
of household equipment now, the survey showed, most 
of their purchases being deferred till the time when 
they set up their homes after the war. But 
They would rather 


in what 
they do buy, they want quality. 
have better and less, particulary when it/comes to silver 
ware, china, and other stable items they will carry on 
into their peacetime homes. In the meantime they try 
to dress up a tiny flat or a rented room with the best 
they can afford. Gay ash trays, cigarette boxes, pottery 
knick-knacks, colorful floral prints—all help create a 
homey atmosphere at little cost. Jewelers who keep 
these brides in mind when stocking giftwares and side 
lines can boom sales in this type of merchandise now 
and create a trade for better goods after the war. 
Fifty-two of the brides interviewed were in uniform. 
Approximately 1/3 of the women in service auxiliaries, 
These girls admit 


122) 


figures show, are getting married. 


(Please turn to page 
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0.9t-Ware Planning —Wow! 


There’s a golden opportunity ahead for reaping a harvest in Sterling Silver sales! Be sure you 


know where the seeds have been sown. Keep up your records on consumer purchases of Flatware. 


With the return to normal times you will then be able to unlock the tremerdous pent-up business. 
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Your sales of Lunt Sterne are 
most important because Lunt patterns 
retain their charm and beauty, and 
today’s owners will be your most 
enthusiastic purchasers after Victory. 
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Here illustrated is the 
Flatware Record Book developed 
by the Sterling Silversmiths Guild 
of America, 551 Fifth Ave. 
New Dork City 
An excellent system! 
Cost to you complete with 
Ring Binder and 
190 record cards, only $5.00 


Write the Guild direct 
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Black Star 


Phoning the Central Office Protective Association, 
the credit manager of a member store obtains im- 
mediate information about a credit applicant. 


D.C. Jewelers 
Pool Credit Data 


Central file gives prompt answer 
over °phone about credit status 


of 700.000 Washington accounts 


“-_ we have a listing for Thomas K. Smith, of 
2473 Ave. K. White Jewelry Co. last March 
repossessed a $150 diamond ring, on which Smith had 
paid $35.” 

Smith had been talking with the credit manager of 
the Black Jewelry Co. 
on a $39.75 watche The credit manager excused him- 
self, called the Office Protective 
discovered immediately that Smith was a bad credit risk, 
and thereby saved the Black Jewelry Co. from a hard- 


Wanted to pay one-third down 


Central Association, 


to-collect account. 

Unable to get the kind of information they wanted, 
or to get it as fast as they needed to, a number of in- 
stalment jewelers in Washington, D. C., pooled their 
credit information to form a mutually helpful and non- 
profit-making clearing house. That was in 1932. 


112 


Today, radio, clothing, shoe and furniture stores have 
been admitted to membership, whiich now consists of 
40 stores. The Association occupies an entire floor in 
the Commercial National Bank Building, where a staff 
of 10 to 25 clerks, depending on the season of the year, 
works upon a file of 900,000 cards, which, allowing for 
cross-references, provide credit information on close to 
700,000 persons. 

“Each member store has a direct line to the Associa 
tion office,” explained B. N. Burnstine, of Burnstine’s, 
Inc., vice-president of the credit organization. “Thus 
each store can get quick service, without using outside 
phones. We can clear needed information in only a few 
minutes while the customer waits, whereas it would take 
24 hours to obtain a report from the usual credit bureau. 

“We report derogatory accounts of all kinds, includ 
ing suspense, profit and loss, repossessions, merchandise 
found in pawn, bad acounts and cut offs. The bureau is 
notified of all add-ons and all reopened old accounts. 
The stores have found they are able to cut down losses 
tremendously through the operation of this bureau, and 
they have been able to locate skips and to avoid over 
selling. 

“We are, however, not a credit reporting bureau in 
the usual sense. This is because we do not prepare or 
send out printed or mimeographed lists of credit ratings. 
Instead, our central office is set up so when an applica 
tion for a charge account is called in from any of thie 
stores we can tell just where that person has an account, 
kind of 


good or bad, whether or not they have any legal actions 


what member store and the account, whether 
against them. 

“It is not necessary for any member store to maintain 
a credit data file at all. All the information is kept in 
ottce 
mation is cleared direct for the stores through the inter 
communicating system. The 
constituted that it will give the installment stores the 
desired information with the speed with which they 


the central for the smaller stores and the infor 


eredit association is so 


want it.”’ 

Under the rules, a member discharges his obligations 
only when he faithfully fulfills his agreement of full 
reciprocal credit information as. expeditiously and cor 
rectly as possible. 

The average cost of the inquiry through the central 
office runs about 12'4c. as compared with a credit report 
through an agency of anywhere from 50c. to 65c. and 
up. The payment of dues is a pro rata contribution 
toward the incidental expenses of the operation of the 
bureau. 

The originators of the bureau constitute the board of 
directors. The daily work of the bureau is controlled by 
a management committee of three directors, appointed 
annually. 

Officers include C. 


stores; B. N. Burnstine, vice-president; Sylvan Powder- 


D. Kaufmann, president of Kay 


maker, secretary of Kay’s 7th St. store, and Sydney 
Selinger, of Selinger’s, treasurer. 

“Working together in the Central Office Protective 
Association has promoted unusual cooperation between 
member stores, and there has grown up a spirit of co 
operation which never existed before, even among the 
different jewelers. Before it was started they were all 
competitive enemies, now they are competitive friends.” 
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Deve COIN ALL HUT fer you Chis Fall 


Our Fail campaign gives the jeweler a 100 % and home-folks with money in the bank, 
building up... features the share-the-silver the minute the war’s over. 

theme to get girls committed to a pattern... Take a look at this full-page from the 
paves the way for the rush of buying that Ladies’ Home Journal, miniatured here. 


will start among thousands of war-brides, It’s timely —and timeless! 
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THEY’RE NEW 














@ Army service pin, made 
of yellow-finished sterling 
silver, retails at $6. Other 
pins by the same maker, 
Brown, Gold Co., Inc., 110 
S. 8th St., Philadelphia, 
come with the insignia of 
the other service branches. 





@ "Queen Bees," a striking duet brooch, may be 
separated to form two clip pins. Executed in color- 
ful gold enamel on sterling with rhinestone trim, 
this Coro-Craft brooch retails at about $16.95; 
matching earrings $7.50. This clever ensemble is 
exclusive with Coro, Inc., 47 W. 34th St., New York. 





@ One of six floral 
brooches, sculptured in 
fine detail and in full 
natural color, from chip- 
and break - resistant 
plastic material. The 
flowers have pearl sta- 
mens. $2. R. M. Jordan 
& Co., 303 5th Ave., N.Y. 





@ “Calla” pin combines crystal clear 
lucite with gold plated sterling and finely 
cut imported stones in a choice of six 
colors. One of many exclusive creations 


by Zegorav, 104 5th Ave., New York. 








@ Set with seven rose cut 
diamonds in a heavy fish- 
tail mounting of yellow and 
white gold, rhodium plated, 





this wedding ring retails at @ Somers-Ernst Co., Inc.. 42 W. @ This lively and graceful cock- 
$29.90. Others have three 48th St., New York, presents this tail ring mounting is crafted of 
and five stones. Made by flowing bow-knot brooch in two- pink gold set with three diamonds x 
Joseph H. Jacobson & Sons, tone 14 karat gold, set with a and I! natural rubies, by Metro } 
62 W. 47th St., New York. natural amethyst, to retail at $80. Jewelry Corp., 21 W. 46th St., N.Y. 
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Sia practice what they preach 


















































+k mM jewelers we know have been telling their customers 
to put aside the money with which they had hoped to 

purchase their silver . . . to put it away in the safest “bank” there 

is...in War Bonds. Then, they explained, when silver is once 


more available wise customers will have the money to buy it. 


Many jewelers suddenly realized that they could do the same 
thing . . . and assure themselves of a stock of silver after the 
* war is won. In this way they keep their “inventory” constant 
in value; as the stock of sterling diminishes the War Bonds 
increase. When peace comes, these jewelers will be equipped 
to restock and be still in the flatware business . . . and in the 


meantime they have helped win the war. 


m ‘Lowle 


» © 282 2. 2° @ 


* _* * 


FOR SEPTEMBER, 1943 115 











INVESTS PROFITS IN PRESTIGE 


(From page 75) 


were offered a 10-day appraisal period and a money- 
back guarantee. With each sale, Washington Jewelers 


gave a “diamond certificate’—a document giving in 
plain language the weight of the diamond, its color, cut 
and degree of perfection. 

Mr. Siegel launched his “confidence” advertising the 
“we have noticed 


A higher 


first of the year. “Already,” he says, 
a different class of custamers in the stores. 
type of people come in today and buy unhesitatingly, 
without any misgiving about buying from a credit house. 

“Scores of our old customers have remarked about 
our advertising campaign and have exclaimed, ‘Why, 
we didn’t realize you sold fine diamonds and precious 
jewelry! We never realized you were diamond special- 
ists !”’ 

One thing that customers notice immediately is the 
new technique of salesmanship among the store clerks. 
There is no more high-pressure selling. Customers are 
encouraged to feel that they may come in and _ look 
around without being under any obligation to buy. They 
are treated as welcome guests, whether they make a 
purchase or not, and clerks are instructed to thank 
store visitors for their interest as cordially as they 
would thank them for a sale. 

“We have definite proof that people have come back 
of that,” 
that his 


paign is beginning to pay dividends. 


into our store just because Mr. Siegel relates. 


He cites this as evidence “confidence” cam- 


He doesn’t expect quick and spectacular results. He 





set out upon his “re-building” project wit’ his eyes 


wide open, fully realizing that it would tak: 
time and money to get a dollar-value return Qyut even 


“able 


in this short space of time, he has seen his business 
swing from an 85 per cent credit basis to 50 per cent 
cash. 

Confidence, Mr. Siegel defines as “that intangible 
something that brings people back again and again to 
the same jeweler. It is a value that competition can 
neither undersell nor destroy.” That is why, in these 
days of shortages and hectic sales, he believes that wise 
jewelers should invest their money in institutional ad- 
vertising. The money that used to be spent on promo- 
tion, special values and sales can now be turned to in- 
stitutional advertising, as he sees it, in order to build 
today for tomorrow's business. 

Mr. Siegel is frank to confess that he was tempted 
at first to resort to the usual tide-over methods of hold- 
ing his business together for the duration. He turned 
over in his mind the possibility of putting in various 
kinds of departments to replace other items no longer 
obtainable. 

But he realized that it would take him a long time to 
build up his reputation as a merchant in these other 
lines and figured that by the time he succeeded, the war 
might be over and in the meantime he might have lost 
some of his acceptance as a jeweler. 

Not that he is opposed to taking on temporary items 
to substitute for goods that 
But he believes they should be 


have gone to war, he 
hastened to explain. 
kept in the background and not permitted to over- 


(When a (Woman Sees 


a piece of Dirilyte flatware or hollow-ware for the 
first time, she invariably exclaims at its beauty. 
Dazzling, graceful, golden-hued, Dirilyte “takes 
her breath away.” Recovering it, she asks prac- 
tical questions, and learns: that Dirilyte is a 
remarkable alloy, very hard, scratch-resistant, 
solid, with nothing to wear off. She learns that 
stylists are enthusiastic about it. She realizes that 
Dirilyte will harmonize with the china, crystal 
and linens she already owns—this is important to 
her. Lastly, she hears that Dirilyte costs no more 
than good plate. As a result many women are 
planning to buy Dirilyte as soon as it is again 
available, after the war. If you are interested in 
selling post-war Dirilyte, write today for full 


information concerning it. 


olden-hued ? rily te 


AMERICAN ART ALLOYS, INC., KOKOMO, IND. 


rN 





sen. ee oe ee ee ae. | 


— > 


|= 


“SUNNY HOUR”. Brilliant, golden-hued Dirilyte flatware, centerpiece, salts and 


peppers, with natural colored linens, and rose-strewn biscuit-hued Franciscan pottery 
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“Museum Beauty,” so exquisitely re-created in Wat- 
son Sterling silverware, holds its popularity unendingly. 
It survives the ugliness of war. And, although war 
places limitations on the supply of silver, and limited 


man-power delays deliveries, we are handling requests 
for our product under an equitable allotment plan, as 
fully as possible. Our high standards of craftsmanship 


will be maintained and all patterns will be available. 


Watson Sterling is 
through the 4 milli 


Whi he, 


MODERN SILVER 





ice, 
ore, NV The 





---available and profitable? 


We are regularly pointing out these facts in a series 
of advertisements in Life, so that you may profit now 
and in the future. They are aimed to bring people who 
want the finest in silverware to your store. By starting 
them with even a few place settings now, you secure 
their continued patronage. Write today for window 
displays and other aids. The Watson Company, 893 
Watson Park, Attleboro, Mass. 
















m K Lia . 2 
weekly circulation of . Silversmith, ,)°>’ htough the skill] 
s Masterpiece . Quisj _SKUL and art:. 
ce ot; ¢ Sit Tlistry 4 
Keep 8 copy handy to Pattern, it °€ Still lives jn ieee silver cord moeif” of Watson \ fp 
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WITH THE BEAUTY OF OLD MASTERPIECES 
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shadow the regular merchandise of the store. 

The Washington Jewelers’ right-about-face is not a 
Mr. Siegel 
says, “We are determined to seize this opportunity to 


temporary expedient for the duration only. 


remain on this basis and keep on building up a_ better 
type of business.”’ 

Now is the time, in this jeweler’s estimation, for the 
credit jeweler to change his complexion—to get away 
from the stigma that often is associated with the credit 
house. “For we all know,” he states bluntly, the public 
still believes that the credit house charges more.” 

Mr. Siegel traces his business back through three 
generations. His Boston store is 58 years old and has 
branches now in Waltham, Fitchburg and Brockton. It 
is one of the pioneer credit houses of New England, 
and at one time carried on a mail order business that 
extended to practically every country in the world, 

Mr. Siegel looks forward to the day when Wash- 
ington Jewelers will go forward under still another gen 
eration, when his son takes over the management. When 
that day comes, he intends to turn over to his boy a real 


jewelry store in the good old-fashioned tradition. 


WINS BY PUTTING QUALITY FIRST 


(From page 73) 


sirability of the specimen piece. 
“A jeweler can easily underestimate the potentialities 
Park 


might seem like the kind of place that would go more 


of his market,” says Mr. Parr. ‘“Hungtinton 


to chromewear than to sterling. Yet these same people 
in our town do not hesitate to buy really good antique 
silver, as we do have their confidence.”’ 

However, antique silver is not the whole story of 
Other 


lines, too, have been added from time to time, but al 


Parr’s readjustment to war-time conditions. 
ways lines pertinent to a business in high-grade jewelry. 
and always after careful study of all the factors in- 
volved. In no case has the newly added line become 
a dominant factor, nor has it ever been used as a foot 
ball. 

Also, whatever the line may have been, Parr’s has 
consistently concentrated on the quality goods in that 
tield. 


are a good example. 


Handbags, which were introduced some time ago, 
Apparently 41.95 is the most 
favored price level in other Huntington Park stores, 
but Parr’s does a nice business in bags which retail at 
from #25 to ¥65. 
definitely jewelry store merchandise. 


Bags in this category are very 
They are bought 
principally for very special gifts, and tie in closely with 
the jewelers business as headquarters for fine gifts. 

Another innovation is a perfume and cosmetic bar 
which was introduced some time ago. This merehan 
dise, too, is usually considered in the gift giving cate 
gory, and therefore fits right in with the atmosphere of 
a well balanced retail jewelry stock. 

One interesting sidelight on Parr’s standing as a high- 
grade jewelry store since the introduction of — the 
antique silver, is the action in the diamond department. 
Sales there have been even more satisfactory than be 
fore the silver was introduced. The point is this 








JEWELERS 


PALLADIUM 


THE AMERICAN PLATINUM WORKS 


Precious Metals Since 1875 


N.J.R.R. AVE. AT OLIVER ST., NEWARK, N. J. 
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_ Some day, we hope soon, the mighty forces turning out the 
implements of War will be released for the production of Peace 
articles—infinitely better, cheaper, more beautiful, more serviceable 
articles—the implements of Peace! 


Here at Benedict, the gigantic tasks imposed by a total war have 
inspired new techniques and new processes. This, together with the 
hundreds of suggestions from our customers, the new tools we have 
devised and the designs we have created, lead us to predict that the 
line of Benedict Household Hollow Ware which will be available to 
you soon after the war will be so far ahead of present models as the 


modern streamline planes are of the prairie schooner! 
d 
C72€ 1c Mig. Co. 


EAST SYRACUSE, N. Y. 


Ju the Meantime...kKEEP ON BUYING WAR BONDS! 
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NASTRIX FAVORYTE CHARMS 


Over 105 different charms in sterling or gold on sterling at 


$2.95. Illustrated catalog on request. 


NASTRIX WATCHES 


A wide variety of distinctive styles. 


NASTRIX FINE LEATHER 


Genuine imported pigskin and alligator wallets from $7.95. 


All Prices Keystone 
Illustrated Catalog Now Available 


Nassau Distributing Co., Inc. 


64-66 Nassau St., New York City 
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that keeping up as a real jewelry store lends acceptance 
to what the public believes to be a satisfactory place in 
which to buy when they're looking for something really 
fine. 

In spite of the difficulty of getting all the desirable 
merchandise wanted, the people of Huntington Park 
still look upon Parr’s as a good jewelry store in every 
sense of the word—merchandise, appearance and _ at- 
mosphere. It is also due in no small part to general 
store policy which includes no high pressure promo- 
tions; no splurge advertisments of lines which are 
short, then penalizing salesmen if they sell the adver- 
tised goods; having the entire salesforce on a straight 
salary basis, so that all selling is entirely from the view- 
point of ultimate customer satisfaction, and frequent 
inner-store meetings to keep the staff informed on new 
merchandise and to determine by friendly discussion 
the best way of serving the clientele of the house. 


CHINA BATS FOR RADIOS 


(From page 71) 


assortment of 100-piece units. In the latter we show 


15 patterns; in the 34-piece numbers, a selection of 
25. Sales of 100-piece dinnerware will run about 15 
per cent at $39.75; 35 per cent in the $59.75 group; 
15 per cent at #65; 25 per cent at $79.50, around 10 
per cent in the top quality at $110. 
sales—not dollar volume. 


Figures are unit 


“Throughout the chinaware department we make it 
a point to tie in with nationally advertised lines, so that 
our own store promotions have the re-inforcement of the 
public acceptance which the manufacturer has created 
for his brand. The results speak for themselves. For 
example, as a result of one rotogravure page that we 
ran recently featuring a nationally advertised line we 
actually sold 800 of our $29.75 sets, with orders com 
ing from as far away as Pennsylvania and Colorado. 

“Four distinct incentives send customers into our 
dinnerware section: those who are redecorating because 


they have a little new money; people who are seeking 


| gifts, and are now shut off from much of the silver that 


was formerly available, from radios, electric appliances, 
and other former favorites; the new rich wage-earner 
class whose money comes in fast, and who has to satisfy 
its life-long desire to have a set of china, not just 
some dishes; and those transplanted war workers, living 
in un-ideal temporary surroundings, who want just some 
clever little set to tide them over until they go home, or 
send back for their home outfits. 

“One of our several windows is always devoted to a 
showing of china with interest and attention value main 
tained by continual changes. In all other windows, a 
plaque telling of our basement china department, and 
inviting the public to visit it is always included. 

“The buyer is head salesperson of the department 
and uses two girl assistants plus a maid and a porter. 
Because all sales are in complete sets, there is no fol 
low-up for the purpose of selling additional pieces as 
in silver or crystal selling, and consequently no necessity 
Cost 
of operating the department is correspondingly low. 


to keep records of who bought what for whom. 


“It’s just a fortunate choice of wanted merchandise 


which more than earns its way.” 
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IN WAR OR IN PEACE — 


GREEN SELECTRO-PLATERS DO THE JOB 


Before the war, the firm of Byard F. Brogan, 
Philadelphia, was engaged solely in the manu- 
facture of fine jewelry. Now a substantial part 


of its facilities is devoted to ...... (s-h-h-h) 


In making these war products, as in making its 


jewelry, the house of Brogan uses several of these 


Green Selectro-Platers 


War needs come first, of course, and all the 
Selectro-Platers we can make are needed now 
for the production of war materials. If you 


are doing such work, of a high priority 








rating, you can obtain a Selectro-Plater now. 


And, although for the present our entire 
capacity is being devoted wholly to war-time 
needs, when the war is over we shall again, 


as in the past, be able to provide you with the 


One of . wide range of rectifier — finest in plating equipment for producing 
ment in sizes and types to fit every plating 
need. This is a 6 Volt, 75 Ampere Unit. your peace-time goods. 


W. GREEN ELECTRIC CO... INC. 


ESTABLISHED 1892 


Builders of SELECTRO-PLATERS and all types of rectifier equipments. 
Green Exchange Bldg., 130 Cedar St, New York 
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\MONEY 


Whether you have one 
item offered by one of 
your customers or an 
accumulation of 
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DELAYED HOMES—POSTWAR SALES 
(From page 110) 

tedly long for femininity, and will probably turn t 
lavish and ornate styles when they buy jewelry for 
their future homes. But they'll demand sturdiness, to 

they've, seen that make-shifts aren’t economical | or 
eticient and will demand the guarantee behind a brand 
name. 

Still on the scene is the usual bride of peacetime, who 
marries a man with a job in the business world, or try 
ing to carry on a business of his own. This couple is 
usually economy-conscious, taxes and rising prices 
make them careful shoppers when they buy for their 
homes. ‘The women are doing their own housekeeping. 
and one of the things they will notice is whether an 
article is difficult to keep clean and polished, they will 
probably avoid the more ornate dustcatchers. The sur 
vey shows that this type of bride also looks for quality 
when she shops. 

In the 52 leading stores checked by Mrs. Potts, 40 
per cent of the silverware customers, whether brides 
buying for themselves or gift purchasers, always de- 


| manded trade-marked merchandise. Before war short- 


| OLD RINGS, CHAINS, WATCH 
CASES, SPECTACLES, PINS, 
BRACELETS, etc. 


send it direct to 


DEE & CO. 


The Jewelry Trade's Refiner 


Fifty odd years of experience is 
reflected in our service which 
| insures you of accurate valua- 
# «6—tions and prompt, dependable 
| returns — — checks that satisfy. 


| IT PAYS TO SHIP DIRECT TO 


THOMAS J. 


| DEE&CO | 


Precious Metal Specialists 


55 E. Washington St. 
Chicago 2, Illinois 










ages this figure was only 10 per cent. The reason for 
the jump? Many customers are war workers whose pay 
checks are four or five times as high as formerly. Able 
to spend freely for the first time in their lives, they 
ask for the standard of quality with which they ar: 
most familiar. On the other hand, customers who must 
think of their purses now, more than ever, want quality 
in return for what they spend. 


URGES PUBLIC TO SAFEGUARD WATCHES 


Filled with common sense, a straightforward little 
sermon on “Time” was given readers of the Sunday 
morning Gadsen, Ala., Times recently by C. F. Hoff- 
man & Sons, Inc., jewelers of that city. 

“Time is an essential element today,” this 8-inch, 
three-column advertisement began. “Your wrist watch. 
your pocket watch, your alarm clock share importance 
with the more publicized ‘essentials’ that we are con- 
stantly pleaded with to conserve. 

“It is not our intention to cause undue alarm, but 
conditions in this field are growing acute. 

“Our stocks of repair materials and parts are as great 
and as extensive as foresight and careful management 
could make them. However, there are certain items, 
including some of those in daily demand, which we do 
not have and are unable to obtain. 

“If your timepiece should be broken or damaged it is 
possible that you would be without it for the duration. 
Don’t let this happen through your carelessness. 

“Treat your timepiece as any fine’ instrument 
should be. 

“Always lay it in a safe place. 

“Remember your watch before you bathe or swim. 

“Do not play golf or tennis while wearing your wrist 


| watch. 


“We are proud of our past record of service, proud 
too of the huge volume we are able to render today .. . 
but remember, please, our ability to serve and your 


| satisfaction with being kept on time do depend in a 


great degree on the care and thoroughness with which 
vou use vour watch or clock.” 
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WILL DROP "SELLING TYPE" ADVERTISEMENTS 


Shortly after the War Production Board put retailers 
on their honor to halt bargain sale and other sorts of 
promotional advertising, in an attempt to give all the 
public a fair, even chance to buy available stocks, Savitt 
Jewelers of Hartford, Conn., replied with a big-space, 
good-humored advertisement addressed to Donald Nel 
son, WPB chief. 

The art work was a drawing of a young father chas- 
tising Junior with a hairbrush, and the headline was 
“This Hurts Us More Than It Does You!” The sub- 
head went on: “O. K.—-Donald Nelson.” 

Then followed this pledge of wholehearted coopera 
tion with WPB’s plan for spreading merchandise: 

“You've asked retailers not to run ‘sales’—special 
events—and ‘buy now’ ads. We're with you 100 per 








0. 
K—Dinaty 


You's 
‘Pecta: 





hoy , 


cent! And let us tell you--Mr. and Mrs. Consumer 
This hurts us more than it does you! Are we squawking? 
Not by a long shot ! 

“We know 


winning the war is more important than Savitt—their 


you know—and Uncle Sam knows—that 


customers—and profits. Our business policy is un 
changed. We'll continue to bend over backwards to 
satisfy a customer. Because—when this war is over 
we want your good will, which in 23 vears has made this 
store a Hartford institution. 

we ask you to think twice about 


“Today—however 


spending any money—that doesn't go into war bonds. 
We've said a thousand times before—-and we'll say it 
again—Keep Buying War Bonds—a better investment 


than blue-white diamonds.” 
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OUR CEILING PRICES 
were established 


MARCH, 1942 


We charge no 
higher price for 
anything we sell! 







If you pay a higher price now than you did as of the 
above date you are just as subject to a heavy penalty as 
the man who sells you above ceiling prices. Ceiling 
prices have been established by the government as a war 
precautionary measure to help us WIN and by violating 
them, either by buying or selling above “ceilings” you 
are breaking a U. S. law, moral Federal and punishable. 


KNOW YOUR 
CEILING PRICES!! 


It has been brought to our attention certain companies are charg- 
ing more than they should; SELLING AT BLACK MARKET 
PRICES! DON’T BUY BLACK MARKET MERCHANDISE. 
Help your government to break it—there is no reason for you 
to pay more, or for a concern to “hold-out” for a higher price 
if they have the merchandise. If it is offered to you—DEMAND 
THE CEILING PRICE !! 





ONE EXAMPLE: 


These are our Ceiling Prices on Swiss Staffs which have been in 
Effect since March 18, 1942. 


It has been brought to our attention that some concerns are asking 
higher prices——-PAY NO MORE! 


Per Dozen $2.50 
Per 2 Dozen 1.50 


Per '« Dozen $.75 
Per One Only 35 











Follow Regulations 
and help win 
the war!! 


We pance ll = 


RSHALL C0. 


C&EMA 


A GREATER VALUE == A_ GREATER SERVICE 





BOX 7737, CHICAGO 
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MAIL ORDERS 


Will Get His Share of the... 


AVAILABLE 
MERCHANDISE 


TRADE MARK 


USE “THE 1913 BECKEN BOOK” to 
“Buy from BECKEN—and Get the Best” 


A.G. BEGKEN Go. 
29 E. MADISON ST., CHICAGO 
DENVER DETROIT 


AMERICA’S LEADING WHOLESALER 
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IDEAS... 





pete IT about time for you to rejuvenate your 
whole buy-bonds—and stamps approach? If you 
can get permission for a sidewalk set-up from your 
civic authorities, here's an idea developed with success 
by McCreery’s, New York. 
at the curb to support a map emphasizing the world’s 
battle fronts. Paint above it in large letters “Help 
our boys out there NOW.” The side posts boast cross- 
roads signs pointing in the direction of various victory 


Rig up a system of poles 


goals and giving the mileage from your city to them. 
For instance, Tokio—miles; Berlin—miles, etc. Stamp 
in huge white letters all over the sidewalk leading from 
the display to your store door, “BUY BONDS.” 

* * * 


Ocroser 1 is moving day in many communities. So 
before it rolls around why not launch a ‘‘Make-It-Do” 
service campaign emphasizing repairs, remodeling, and 
reclaiming of valuables which people are most apt to 
check over at moving time. 

* * x 

Here’s A NEW IDEA to turn a dead spot in your store 
into your liveliest department: a “Serve Yourself Record 
Shop.” A New York department store has organized 
one so that only a single salesperson is necessary. Build 
small, private listening booths—then arrange recordings 
in racks according to type of music, with a simple, ex- 
planatory sign on each rack. Customers catch on easily 
and seem to like moseying about on their own. 

* * * 

Ir you’re not already running an adult party-plan- 
ning service, this Hallowe’en would be a good time to 
begin. With the gasoline and transportation problem 
what it is, people are turning to their homes for en- 
fun 


tertainment—the alert jeweler can sell home 


marking and scoring devices, pencils, party 


favors and decorations all add to the fun in entertain- 


games, 


ing small or large groups. It’s patriotic to play, re- 
laxation and fun maintain morale and rest tired minds 
and bodies—and it’s good business for the jeweler to 
show people how. 

* * * 

How asovur illustrating your stationery and engray- 
ing services with jewelry? Arrange a window or counter 
display with proper stationery and a characteristic jewel 
piece for every event in a person's life. Start off with an 
engagement announcement and display with it a diamond 
ring; then show wedding invitations and announcements 
with a man’s and a woman's wedding ring, next show 
an invitation to a house-warming with, say, tableware 
or knicknacks—then the arrival of the first child 
be shown by an announcement and a comb and brush 
There are many more 


can 


set or a baby 
possibilities for an attention-getting display. 
* * * 


spoon, or mug. 


ProBaBLy your most faithful stand-by in the way of 
stockprops is the hand. Here’s how R. H. Macy used it 
for a display with a new twist. Make a simple frame 
case about six inches deep and let the hand come through 
a square hole at an angle. Place an attractive spray of 
flowers in the case, off center. If you can turn the hand 


| around, set jewelry in the palm for a change. 
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OUTSTANDING 
SERVICE RINGS 


NAYY 








AIR CORPS MARINES 


We are the creators of exclusive and distinctive 
designs in quality rings in a wide variety of styles. 


ENGAGEMENT RINGS 
WEDDING RINGS 





KEYSTONE JEWELRY & MFG. CO. 
64-66 NASSAU ST., NEW YORK CITY 




















FOR HONEST RETURNS 
IN 


SWEEPS 
FILINGS 
SCRAP 


GOLD PLATINUM 


JOSEPH B. COOPER & SON 





Refiners & PRECIOUS 
Smelters METALS 
OFFICE: 
FACTORY: 


26 JOHN STREET, 


BROOKLYN, N. Y. NEW YORK CITY 











GOOD NEWS 10 OUR CUSTOMERS 
FOR IMMEDIATE DELIVERY 


Order Now—No Rationing—We can supply 
up to a dozen of a number to a customer— 
while our stock lasts. 











| 
A. SCHILD BULOVA 
7 md | 
10/5 Cal. oe | 10 A. N.—A. E. 
10 2 al. 340 8 A. N 
834 Cal. 970 Pak 
634 Cal. 589 | 7A. P.—A. H. 
6% Cal. 962 | 6 A. F.—A. E. 
6 A. M.—A. Z. 
BENRUS eet 
10/2 A—dJ 4 A. H.—A. F. 
10/5 AO—AN 3 A. F.—A. ‘NN. 
73%4—!I 
7% x 11—AC 
6% x 8—AB—AI 
6% x 8—AF 
5V> AE 
514 W 
BENRUS A. SCHILD 
10’ A—J 10’ Cal. 984 
oe 10/2 Cal. 340 
ee 
734 x 11—AC 83%, Cal. 970 
634— x 8—AB—AI 7% Cal. 964 
5'4%4a—Q 634 Cal. 589 
6% Cal. 962 
BULOVA 6% Cal. 1023 
10 A. N. AE. 5’ Cal. 1012 
7 AP—AH 5% Cal. 655 
7 AM—7 AF sat ia aie 
6 AF—6 AE a 
6 AM—6 AZ 
5 AB 
BENRUS A. SCHILD 
10> A—J 10'/o Cal. 984 
Oy 10'/> Cal. 340 
ay 
634 x 8—-AB—AI 834 Cal. 970 
634 x 8—AF 7% Cal. 964 
5/2 AE 634 Cal. 962 
5% @ 634 Cal. 589 
634 Cal. 1023 
BULOVA 51/5 Cal. 1012 
10 A. N.—AE 5'4 Cal. 655 
: ae 5'%4 Cal. 976 
6 AF—AE 
6 AM—AZ 
5 AB 





WE ALSO HAVE A FULL AND COMPLETE LINE OF THE 
FOLLOWING—FOR IMMEDIATE DELIVERY 





GENUINE G-S ROUND AND FANCY UNBREAKABLE CRYSTALS. | 
OPEN FACE ROUND GLASSES. | 
AMERICAN MADE FULTON FANCY WRIST WATCH GLASSES 
WATCH STRAPS OF VARIOUS QUALITIES. | 
| 


ALSO BALANCE JEWELS FOR ALL AMERICAN WATCHES 
ELGIN—WALTHAM—HAMILTON—ILLINOIS, etc. 


ALSO BALANCE STAFFS FOR ALL AMERICAN WATCHES | 
ELGIN—WALTHAM—HAMILTON—ILLINOIS, etc. 








Also a complete line of American and Swiss 
materials for all makes. 


ORDER NOW! 
CENTRAL WATCH MATERIALS & SUPPLY CO. INC. 


134 South Eighth Street se Philadelphia 7, Penna. 
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Joys to be recalled at will- 


Degrest David, 


| dwell longingly over each 
Wiel ge Me lilo Mm olilacki- Mm ek Ml mma-Tele| 
one of your letters the first 
time. When I have finished, 


there is no feeling of regret 





that its sweet joys have al- 
ready been tasted. !| feel, 
rather, a sense of warmth and 
anticipation. For tomorrow or 
the next day or next week | 
can take it from the box, 
where | keep all your letters, 
and once again hear your 
voice and see you smile. Yes, 
dear David,one of your letters 
is a joy to be recalled at will. 


Letter File Box 


For ‘Our Boys’”’ Letters! 


per dozen net 


Pl Be fast * tai 2 Bor 1, Unit order two dozen 
ease T ‘< 27: x Coe a ; { , : 

Indicate Label Saat Casi are Liye meters steed each. 
ws uy BOY" is a ie Ge OR ee Sturdy cloth-covered 
3 box — Bookbinder’s 


ea Sana, ae KE ee i AVAILABLE Buckram — $7.20 per 
kind to a carton. R * Newspaper Mats dozen 


* Colorful Displays 


O millions of women a letter, from their loved ones in the armed 

forces, is a smile . . . a familiar voice . . . the touch of a hand. These 
letters are living, precious things to be kept and cherished . . . to be 
read and re-read. 


To better enable these millions of American women to keep and 
preserve their precious letters and to file them systematically for easy 
re-reading we take pride in presenting a new STACO original . . . 
THE LETTER FILE BOX. Sturdily constructed and attractively covered 
with heavyweight, embossed covering. Complete with Record Folder, 
Photo Folder and Monthly-Yearly Index. Will hold more than 100 
letters. Available now for immediate delivery. Use handy order coupon. 


STATIONERS SPECIALTY ony Oe 
19 WEST 21st STREET Qpac() NEW YORK 10, N. Y. 
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NEW GIFTS 














"Bo Peep," a three-piece pottery child's set, has a gay 
decoration in blue, pink, yellow and green on an off- 
white background and retails at $5 per set. From the 
collection of Lunning, Inc., 667 5th Ave., New York. 








Sewing kit in saddle or blue genuine leather, complete as 
illustrated, with Army or Navy buttons, features a heavy 
saddle stitch. Retail price is $1.95 each with the minimum 
order | dozen. Immediate delivery from American Binder 


Co., 230 5th Ave., N. Y., and Merchandise Mart, Chicago. 


Imported English decals en- 
hance these colorful iea 
tiles which are backed with 
felt. 6” square and indi- 
vidually boxed at $6 a 
dozen wholesale, they are 
available in six styles. Mini- 
mum order 2 dozen. Rubel & 
Fenton, 225 5th Ave., N. Y. 





Three-piece hand-cut and polished crystal cock- 

tail shaker wholesales at $2.75. Matching glass- 

es $6.50 a dozen. Martin Freeman Co., 225 
5th Ave., N. Y. 


ldand tooled cigarette boxes are American designed but 
manufactured in Mexico. Top grain cowhide is used ex- 
clusively in brown, green, red or natural colors to retail 
at $10 each. From a Mexican collection including silver, 


glass, etc., shown by Raynor Mfg. Div., 225 5th Ave., N. Y. 





Rand-McNally Air-Age 
globe is handsomely 
mounted on a crystal 
base. Featherweight— 
there's no interference 
from old-fashioned 
mountings. Retail price 
$6.95. From Fanny 
Morse, 225 5th Ave., N.Y. 
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THE LUNNING COLLECTION 


adds a new design to its distinctive 


American China 








"Field Lily” 





Write for price list and exclusive 


distribution terms 


ti UnnINg Jue. 


667 Fifth Avenue - New York 














MOORCROFT WARE 
from England 


This finest of all English pottery is hand-molded, hand-painted, and 
fired 7 and 8 times for rare color values. Each piece is a perfect 
justification for the honored phrase— 


POTTER TO HER MAJESTY 


Pieces shown range from $1.25 to $7.50 each. Write for $50 complete 
assortment including candy and cigarette boxes, ashtrays, cigarette 
urns, nut or candy bowls. Immediate delivery from stock. 


TEDMAN IMPORTING COMPANY 


225 FIFTH AVENUE Room 829 NEW YORK I, N. Y. 
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Ready for the game 
GIFT BOX 
with complete accessories 
Table Cover 
4 Decks of Cards 
4 Score Pads 
2 Pencils 


Total cost $2.50 each 


6 boxes minimum 





The perfect send-away gift 











GENUINE LEATHER 
BRIDGE CASE, 
BOOK DESIGN 

$3.50 each 
4 pieces minimum 


Saddle Finished Leather 





Box in book form. 

23 Karat gold tooled. 

Drawer contains two 

decks of gilt edged 

playing coras, a score 

pad 1 p 1. In 
4 y boxed 


225 FIFTH AVENUE 
AT TWENTY-SIXTH STREET 
NEW YORK CITY. 








Spode CHELSEA GARDEN 


(BONE CHINA) 


Spode advertising and Spode literature 
help you to sell Spode dinnerware. 


Sole Agents and Wholesale Distributors 


COPELAND & THOMPSON, INC., 206 Fifth Ave., New York 
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New Gifts 











Typical pieces from a large assortment of fine hand-cut 
and engraved glass in ruby or crystal. A representative $25 
group is offered by A. Stanley Brussel, 225 5th Ave., N.Y. 





"Flower Girl” is one of 
the distinctive ceramic 
creations from a new 
line of unusual china 
figurines with raised 
bone china florals. Re- 
tail range is from $3 
to $30. A $50 assort- 
ment is offered by 
Princeton China Corp., 
261 5th Ave., New York. 





Limited quantities of superb Orrefors crystal as well as 
fine domestic pewter are still available. Net prices of 
illustrated pieces are: sherbets $14 a dozen, large crysta! 
ashtray $15, cigarette holder $3, hand-hammered pewter 
tray $25. A. J. Van Dugteren & Sons, 5 E. 57th St., N. Y. 





4 


i 





eres e 


Brilliantly executed Sheffield-type piece in hand-wrought 
sterling silver comprises two vegetable dishes together 
with hot water compartment at a wholesale price of $255. 
From a choice selection of heavy Mexican hollowware 
by Fred Leighton’s Mexican Imports, 24 University Pl., N. Y. 


For the filing and 
preservation of pre- 
cious letters from 
overseas, this new 
letter file box comes 
complete with 
monthly-yearly index, 
photo folder and 
record-folder. At- 
tractively covered 
and sturdily con- 
structed boxes cost 








Sales leader among a large collection of lucite $3.40 o des. net or 
novelties is this streamlined jewel box with baguette éovered tan backhand: 
trim. Carlton Creations, II11! Trenton St., Los An- ers buckram at $7.20 

geles a doz. Minimum or- 


der 2 dozen to a car- 
ton. Stationers Spe- 
cialty Corp., 19 W. 
2\st St.. New York. 
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JEWELERS : 


Sell Schools, Clubs, Hospitals, Lodges, etc 


Samples loaned. | Write for illustrated folder. 
Thousands of designs. Ask for special folder on 
Service Star Pins, Rings, etc. Also Rings for 
Army, Navy, Air Corps, Marine, Coast Guard, 
etc. Mfrs. for over 30 years 


METAL ARTS CO., Inc. 


740 Portland Ave., Rochester, N. Y. 











How to 
make customers beat 
a path to your store 


@ Plan to remodel with a new Pittco 
* Store Front either now, if you can 
comply with federal regulations, or 
later, when building restrictions are 
lifted. Write us for free book and 
complete information. Pittsburgh 


Plate Glass Co., 2291-3 Grant Bldg., 


Pittsburgh, Pennsylvania. 





PITTSBURGH PLATE GLASS COMPANY 


"PITTSBURGH sland for Lualily Glass and (Vain 




















CHRONOGRAPHS 
AND TIMERS REPAIRED 


To Help the War Effort 








We have on hand a complete line of materials for | 


our repairs and are also equipped to make any part 
for any Chronograph or Timer. 

Our shop is equipped with the latest types of ma- 
chines, including a Western Electric Timing and 
Recording Machine. 


Regret at the present time we are unable to accept 
any regular watch repairs. 


MARUDO WATCH CO. 


48 WEST 48th ST. NEW YORK CITY 





PRECIOUS STONES 


A practical evening course for professional members 
of the trade. Professor George |. Finlay, !nstructor. 
History, origin, identification, tests for detecting syn- 
thetic stones and flaws, and methods of procuring and 
distributing diamonds and all precious and semi 


precious stones. Beginning September 30. 
For Bulletin JC-1, address 
Division of General Education 


NEW YORK UNIVERSITY 


100 WASHINGTON SQ. E., ROOM 211, NEW YORK 3, N. Y. 
TELEPHONE: SPring 7-2000, EXT. 291 














JEWELRY REPAIRER’S HANDBOOK 


By J. G. KEPLINGER 


An invaluable book intended principally for that 
vast group of workers who have learned their 
trade in stores, but who desire to know something 
of the best and latest methods used in the large 
jewelry repair shops. Well written and easily 
read, this book covers virtually every phase of 
jewelry repairing. 


PRICE $1.25 POSTPAID 


THE JEWELERS’ CIRCULAR-KEYSTONE 


239 W. 39th St. 56th & Chestnut Sts. 
New York, N. Y. Philadelphia, Pa. 
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Just a very 

few examples 
of stores 

and stocks 
bought by 
Gordon Brothers 


Udall & Ballou 
New York 


e 
Kirchberg’s 
Chicago 

. 

Sam K. Eaton 
New Bern, N. C. 
* 

Best Jewelry Co. 


Rumford, Me. 
’ 


J. B. Frontis 
Clinton, S. C. 
. 

J. Brock 
Elberton, Ga. 
. 
Newsalt’s 
Dayton, Ohio 
. 

Chas. Thomas 
Nanticoke, Pa. 
e 


Harris & Schafer 


Washington, D. C. 


Durgin’s 
Worcester, Mass. 








pedlon eae 


Oldest 


and largest 
CASH BUYERS 


of 


Always a reliable offer, 
| usually the highest one 


JEWELRY STOCKS 








some of these stocks have been tiny, some tremendous - - 
some have been almost unknown, some have been famous - - 


some have been near, and some far - - 


Wherever you are, or how big or small you are - - 


whether you have decided to sell your business - - 


or would like our estimate to help make your decision - - 


WRITE, WIRE, OR PHONE GORDON BROTHERS 
18 Province Street, Boston, Mass. CAPitol 1728 








FOR SEPTEMBER, 1943 




















Vol. CXiIll 


SEPTEMBER, 1943 





ANRJA’s War Conference” 
Draws Heavy Attendance 


Speakers Explore Problems to Follow the Peace; 
Merchandise Show Lacks Watches and Silverware, 
But Costume Jewelry and Gift Houses Do Big Volume 


Billed as its “Second Annual War-time Conference,” 


the American Na- 


tional Retail Jewelers Association’s four-day gathering in New York last 
month was anything but a conventional convention in the peacetime pattern. 

For one thing, the sessions at the Waldorf-Astoria hotel were heavily 
burdened with panel discussions of post-war planning, with speaker after 
speaker reviewing various aspects of current merchandise scarcity and taking 
turns at Delphic prophesies of a post-war full of good things for a billion 


dollar-a-year jewelry industry. 

Again—and this was unconventional 

the talk sessions were well attended. 

Again, the social aspects were all but 
erased; they were confined to a toned- 
down, lower-cost style show presented 
one afternoon by the Jewelry Industry 
Publicity Board and to the informal din- 
ner which wound up the gathering, in 
place of the usual full-dress banquet. 

Again, the exhibits, though well ahead 
of last year in number, were unbalanced 
in character—no watches or silverware 
to order; costume jewelry and _ gift- 
wares in substantial numbers and book- 
ing heavy business. 

Attendance soared 20 per cent ahead 
of last year, with a registration of 5106 
for the first three days. Of this num- 
ber, 2902 were retailers and the rest 


manufacturers, wholesalers, exhibitors 
and the press. 
Charles J. Michaels, of Hartford, 


Conn., whose goal is 10,000 members for 
ANRJA, was reelected president when 
the whole slate of national officers was 
retained for 1943-44. Others kept in 
office by unanimous vote at the final 
business session Aug. 26 are: 


C. I. Josephson, Jr., Moline, Ill; 
Alvin Magnon, Tampa, Fla.; Frank 
Pfeiffer, Parsons, Kan.; Robert J. 


Slagle, Houston, Texas; A. N. Slavick, 
Ios Angeles, and Arthur J. Sundlun, 
Washington, D. C., vice-presidents; A. 
W. Anderson, Neenah, Wis., treasurer; 
Charles T. Evans, New York, secretary, 
and Boyd Evans, New York, assistant 
secretary. 


ANRJA vs. Gold Order 


Leading off the opening’ session with 
a review of the retail jewelers’ posi- 
tion in a country at war, President 
Charles J. Michaels hinted at a strong, 
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concentrated ANRJA campaign for re- 
lief’ from needless government restric- 
tions. 

Jewelers are not kicking, he said, over 
taxes, loss of base metals, or other gov- 
ernment moves which ANRJA feels is 
of vital necessity in winning the war. 
They want to do their share, and more. 

But, he said, “there are many acute 
and particular problems facing us. Some 
of them are decidedly serious, requiring 
prompt, concerted action, with as nearly 
as possible complete unanimity of 
thought on our part.” 

Although jewelers ate at present en- 
joying tremendous volume, Mr. Michaels 
said, shortages in metals mean_ that 
they cannot replace merchandise and 75 
per cent of them are, in effect, selling 
themselves out of business. 

Listing “a few of the worries that must 
be ironed out,” Mr. Michaels rapped 
government’s knuckles for limiting gold 
jewelry production. Government’s rea- 
son that it would require too much cop- 
per in alloying is not, he said, “a valid 
excuse.” He also expressed concern over 
“the ridiculous position in which we have 
been placed through certain OPA regula- 
tions,” but approved the recent freeing 
of diamonds from ceiling prices. 

There is a need for future planning 
and action, he said, and ANRJA will 
Strive to meet the needs for “such fu- 
ture planning as will preserve and up- 
hold the traditionally high position of 
our industry.” 

Rex Stout, chairman of the Writers 
War Board, spoke in behalf of the Third 
War Loan Drive. 

Dealing with “Post-War Planning” 
were Willard Chevalier, publisher of 
Business Week Magazine, and Armin 
Friedman, of the American Weekly. 





The burden of building a post-war 
world which will have freedom for the| 
business man is squarely up to the busi- 
ness man himself, Mr. Chevalier asserted. 

Business men must be on hand on the 
day of victory with a plan which will! 
employ 55 million people and have a pro- 
duction of $140,000,000,000 a year if they 
want to keep the initiative in business 
and avoid a “master plan from above 

. that makes all industries fit in,” he 
declared. 

“The American people are in a mood 
regarding full employment, and if we 
don’t build a post-war world which will} 
give it to them, they will seize this mas- 
ter plan that works from the top down,” 
he said. “That’s what we're fighting 
against,” he continued. “If we follow 
that plan we lose the peace.” 

Mr. Friedman also emphasized the 
growth in employment and its effects on 
markets. Two years after the war there 
will be $13,000,000,000 annually burning 
holes in workers’ pockets, he declared, 
and jewelers must switch their advertis 
ing appeals to catch this new market. 

I abor is now saving 66 per cent of its 
pay rise, he said. “Think of that for 
awhile,” he emphasized. “Who is going 
to have the money when this war is 
over?” Jewelers must now appeal to 
the innate human desire to possess goods 
which will make a man feel important. 
he declared. The appeal of price has no 
effect on mass markets. 








Sentiment, No. 1 Reason 





Broad principals of retailing under 
the stresses of wartime were discussed 
Tuesday morning, Aug. 24, by a quartet 
of nationally known figures under the 
chairmanship of Arthur N. Slavick, of 
Los Angeles, ANRJA’s Pacific region 
vice-president. 

Neither employment of craftsmen 
whose skills cannot fit into war produc 
tion nor the payment of huge excise 
taxes is the big reason for the jewelry 
industry’s wartime existence, said Louis 


Rothschild, Washington representative 
of the association. No. 1 argument 


against curtailment, he said, is its “ne- 
cessity for maintaining morale and the 
pursuit of happiness,” especially since 
Johnny Doughboy “is a better soldier if 
his loved one back home has a tangible 
remembrance of him.” 

Things are looking up, at Washington, 
for the retailer, according to Dr. David 
R. Craig, president of the American 


. ~ . e 
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Retail Federation. For one thing, the 
Army has stopped its panic-buying and 
its pipe lines are as filled with supplies 
as they need to be. The old fears of a 
“bedrock civilian economy” have faded. 
Arthur Whiteside, former Dun & Brad- 
street executive, is at the helm of the 
Office of Civilian Supply; Robert John- 
son heads the Smaller War Plants Cor- 
poration to channel adequate supplies 
of civilian essentials. Everything not 
actually needed for the war effort wil! 
be made available to civilians. 

Workable price control-—as_ vital to 
merchants as the availability of goods 
is also turning for the better, the speaker 
said. As evidence, he pointed to th 
naming of such practical business men as 
Bowles, Brownlee and Connally to key 
positions in OPA. “And business men,” 
said he, “are just as determined as coi 
lege professors that inflation is not to 
he.” 

Dr. Craig praised five states for en 
acting trade diversion laws and the FT 
for controlling the operations of indus 
trial catalog houses. 


Your Post-War Planning 

Post-war planning is a must for every 
merchant, said Jackson ‘Taylor, vice- 
president in charge of marketing with 
McCann-Erickson, Inc., prominent ad- 
vertising agency. He counseled: “Work 
out your own solution to any post-war 
condition. Will war workers stay in 
your city? Will those who moved away 
return? When? Will incomes shrink to 
pre-war levels? Be ready to move when 
the time comes, whatever happens. 
Have alternate plans for any situation.” 

Likening post-war planning to the men- 
tal agility of a top-notch baseball team. 
Mr. Taylor advised: “Be ready for any 
play, with a new plan after every pitch. 
If you move with the play and know 
ahead of time what you are going to do 
when the ball breaks in your direction, 
you will be doing your share of post-war 
planning.” 


Inventory Control—Now 

How WPB’s inventory control order 
1.-219 works under its amendments of 
July 10 was explained by its chief ad- 


ministrator, Dr. Eaton V. W. Read. 
“While the order originally provided 
that merchants must have both $50,000 


inventory at cost and $200,000 net sales 
of consumers’ goods to be controlled by 
the order, the recent amendments pro- 
vide that either figure brings the retailer 
or wholesaler into the category of con- 
trolled merchant,” said Dr. Read. 

“The order’s provisions regarding re 
porting and restricting receipts if a 
merchant's actual inventory exceeds his 
inventory limit applies to merchants just 
brought under the order beginning with 
the fourth quarter of their inventory 
year. This quarter may begin Sept. 1, 
Oct. 1 or Nov. 1, depending upon which 
date coincides with the beginning of a 
quarter of the merchant’s fiscal year for 
income tax purposes. The major reasons 
behind this change were to equalize the 
competitive position of large and me- 
dium-sized merchants and, second, to 
avoid the possibility of over-accumula- 
tion of inventory by an important seg- 
ment of the retail and wholesale trade.” 

Another significant change lies in the 
method of computing projected sales, 
said Dr. Read. The new method cuts 
in half sales increases and decreases of 
more than 10 per cent in arriving at the 
“sales projection ratio.” In connection 
with this change, Dr. Read said “those 
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of us charged with developing the inven 
tory limitation program and Order L-219 
of course realized that a merchant with 
substantial sales increases does not need 
to have fully proportionate increases in 
normal inventory and conversely, that a 
merchant with declining sales cannot cut 
his inventory in full proportion to sub- 
stantial sales decreases. We did not 
want to complicate the computations un- 
der the original order, but now that most 
controlled merchants are familiar with 
its mechanics we believe it necessary to 
take into consideration this merchandis 
ing principle.” 

Copies of the amended order together 
with explanatory pamphlets may be ob- 


tained from the Wholesale and Retail! 
Trade Division, WPB, 350 Fifth Ave., 
New York. 


Stores of the Future 


Store management and merchandising 
problems were dealt with in the ‘Tues- 
day afternoon business clinic in the 
“model store.” Presiding was ANRJA 
Vice-President A. N. Slavieck, with 
President Michaels taking over the in 
formal question period which followed. 

Fluorescent lighting will be one of 
the top factors in building up store in 
teriors and displays after the war, pre- 
dicted George Taylor, division engineer 
of the General Electric Co., and first 
speaker on the afternoon program. Not 
only will fluorescent lighting be used 
for decorative effect, he said, but re 
cessed ceiling lights can be utilized to 
disguise ugly structural lines in in 
teriors, and to emphasize individual dis 
plays, showcases, and departments. 


Jewelers can expect up-to-date stores 
of the future to incorporate colored 
lighting effects on both interiors and 
facades, he declared. 

Research during wartime is making 
possible new and unusual materials 
which will be available for store con 


struction and decoration after victory 
reported Charles S. Telechin, architect. 
who spoke on “Store Modernization.’ 
Not only will these new materials be at 
tractive, he prophesied, but they will 
be more durable and need less ear: 
and repair. 

W. Waters Schwab, president of J 
R. Wood & Sons, New York, spoke on 
the crime prevention work being carried 
on by the Jewelers’ Security Alliance 
JSA’s records show, he declared, tha 
sneak thefts and window smashings ari 
on the increase—and a national crinx 
wave is predicted by crime authorities 
all over the country. 

Mr. Schwab also advised the jewelers 
on methods by which to safeguard 
against through technicalities — in 


. 


loss 


mailing, shipping. and accepting goods 
for safekeeping. 

Among safety moves Mr. Schwab 
listed (1) membership in the Jewelers 
Security Alliance, which not only acts 
to prevent crime but tracks down both 
and criminals when a crime is 
committed; (2) declaring a_ sufficiently 
high value when sending merchandise 
by mail and express; (3) refusing to 
turn over goods left in safekeeping ex 
cept to the party who left them; (4) 
specific exception to possible loss of 
merchandise left in safekeeping in de 
claring value of inventory in insurance 
proposals. 

Although goods may be replaced in 
money value through insurance, Mr. 
Schwab emphasized, jewelers must be 
on guard against losing merchandise 
which is irreplaceable because of war 
time shortages. 

Albert Weisberg, Metro Associated Ser- 
vice, discussed sales promotion through 
advertising, and asserted that retailers 
might take a tip from credit jewelers’ 
technique. No store, however, should 
ever change to a type of advertising that 
will tear down its reputation as a tra 
ditional retail jewelry firm, he said. 

George Avery substituted for E. H. 
Souder in a talk on “Store Accounting 
Systems.’ 

Following the talks members asked 
questions from the floor on credit and 
installment accounts, methods of keep- 
ing track of inventory and repairs, good- 
will building, and other retailing prob 
lems. 


goods 


Post-War Prospects Good 
Wednesday morning, Aug. 24, 
given over to a two-and-a-half hour dis- 
cussion of supply problems now facing 
the jewelry industry, with answers com- 
ing ‘from eight authoritative spokesmen 
for as many branches of the trade. Frank 
Pfeiffer of Parsons, Kans., ANRJA 
northwestern vice-president, presided. 
Keynoting the session, the address of 
G. H. Niemeyer of Handy & Harman, 
chairman of the Jewelers Vigilance Com 
mittee, contained these high-spots: 
“Our industry should be able to hold 
its own early in the post-war period, 
and should show some advantage over 
its chief competitors for the consumer 
dollar, because it will take many of the 
latter a considerable time to get adjusted 
to peacetime production. - 
“Competition between commodities 
after the war will be greater than ever 
before. It is going to take merchandis- 
ing methods which meet the new condi 
tions to succeed. High mark-ups and 
high profit margins have already di 
verted millions of dollars of jewelry 


was 








Brides. Bugles . . 


In a side feature, staged for 
about 200 jewelers and members 
of the fashion press at the near- 
by Ambassador hotel, De Beers 
Consolidated Diamond Mines, 
Ltd., presented a “Diamond, 
Bride and Bugle Call” style 
show. This lavish presentation. 
arranged by N. W. Ayer & Son. 
was in two parts—(1) brides. 
bridegrooms and bridal jewelry 
of America’s six past wars and 


- and Diamonds! 


(2) six bridal couples of World 
War II, with each bride in the 
latter group magnificently jewel- 
ed with creations of Frank S. 
Hartley and Olga Tritt. 

“In all wars,” the commenta- 
tor pointed out, “the link be- 
tween the furlough wedding and 
the future home is a_ round. 
finger-size link holding a_ lus- 
trous stone.” 
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business into new avenues of distribu- 
tion, such as department stores, upstairs 
distributors and door-to-door — solicita 
tion. It is very likely that this tendency 


will be accelerated after the war, be- 
cause the large increase in buying power 
will come from lower income groups 


than those we have had to depend on 
in the past. 

“According to my records of. silver 
production, at least as many ounces of 
sterling silver are being produced now 
as were produced in any year prior to 
1941. Of course, the increase has been 
in jewelry production and hollowware 
has suffered materially. Judging from 
present indications, it is very unlikely 
that there will be any change, because 
of the copper and manpower shortage, 
in the silver regulations for the present.” 

After mentioning OPA’s exemption of 
all diamonds and diamond-set jewelry 
from price control [emeralds, rubies, 
sapphires and pearls and jewelry set 
with those stones had been exempt right 
along] Mr. Niemeyer said: “In the 
case of semi-precious stones, the cost 
is beyond the control of American im- 
porters, just as it was in the case of 
diamonds, and we will now have to appeal 
for consideration in respect to these 
products also.” 

With demand for gold merchandise 
twice what it was in 1941, and WPB 
regulation L-45 reducing the output to 
50 per cent of the amount used in 1941, 
Mr. Niemeyer noted that the Precious 
Metals Jewelry Advisory Committee has 
asked for a conference with the Govern- 
ment bureau to boost the allowed rate 
of production. 


Retailers Can Take It 


Despite scare rumors to the contrary, 
retailers stand an excellent chance for 
survival through the war period, pre- 
dicted Harley H. Noyes of Oneida Ltd. 
Basing his statements on a recent sur- 
vey, Mr. Noyes revealed that the average 
retail jeweler is in an optimistic frame 
of mind and is managing to stay in 
business somehow “despite plight and 
troubles.” 

Of 138'retailerS questioned, he said, the 
average time they have been in business 
was 30 years, and 63 per cent have chil- 
dren to whom they expect to pass on 
their business. One hundred per cent 
made money in 1942, and feel that 
chances are good for future sales. Two- 
thirds of the jewelers questioned expect 
to make no additions to their stocks to 
fill in shortages. “My feeling is that the 
third who will add merchandise will be 
more nearly right,” Mr. Noyes said. 

If jewelers have survived the preced- 
ing centuries of war, he emphasized, their 
chances in this war are good. “Govern- 
ment control isn’t new in this business,” 
he added. 

“You're not selling yourselves out of 
business,’ Mr. Noyes declared, “simply 
on the principle that no man sells him- 
self out of business until he sells himself 
out of ideas.” 


More Watches if Italy Falls 

Swiss watches have a definite place 
on the American market, in peacetime 
aS well-as in war, declared Roland Gesell, 
president of the American Watch As 
semblers Association. 

If Italy falls to the Allies, Mr. Gsell 
said, it is probable that Switzerland will 
be able to send an increased flow of 
watches to this country to meet the war 
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scarcity. However, if the Axis sets’ up 
a line of defense across Northern Italy, 
there is a chance that the supply will 
be cut off until Swiss exporters can think 
of another way of sending them out. 

“Switzerland has been most resource- 
ful and somehow, I not only hope, but 
I believe a way will be found,” he said. 

Of the American watch industry’s 
post-war prospects, W. Ross Atkinson, 
vice-president and director of sales of 
the Hamilton Watch Co., said: 

“The U. S. watch industry is in the 
most unique position of any industry in 
the United States in this regard. Their 
manufacturing facilities have been com- 
mandeered for war production and they 
are making substantial contributions to 
the war effort. They are barred from 
their regular market while their most 
formidable competitors, the importers of 
foreign watches, have been given the un- 
precented opportunity to exploit the 
watch market.” 


Advises Stressing "Standards" 


Domestic watch producers, he said, 
have no quarrel with responsible im- 
porters, but he advised jewelers to asso- 
ciate their names in advertising with 
standard “off the market” brands of 
watches, to put some business on ice 
for the post-war period. 

Thousands of Service Men 
own watches for the first time will be 
the American watch industry’s most 
logical prospects for modern, high qual- 
ity, dress watches, Mr. Atkinson pre- 
dicted. 

The New England manufacturing 
jewelry industry is devoted more than 


who now 








Ask Relief on Gold Order 


Retail jewelers of the nation 
registered in no uncertain terms 
their complete disapproval of 
WPB’s Order L-45 through the 
medium of a meeting of the 
executive committee of ANRJA 
on Monday morning, Aug. 26, at 
which were present representa- 
tives of the Precious Metal 
Jewelry Manufacturers’ Advisory 
Committee. Pointing out that 
while jewelry manufacturers 
might be able to eke out an ex- 
istence for the duration with the 
allotted 50 per cent production 
added to whatever war work 
those manufacturers might be 
able to secure, retailers are un- 
able to do anything but sell 
jewelry, and that with the reduc- 
tion or complete stoppage of so 
many other lines, the retailer is 
utterly dependent upon gold 
jewelry for his livelihood, the ex- 
ecutive committee unanimously 
voted to urge upon the manu- 
facturers’ committee the necess- 
ity of working for repeal or sub- 
stantial modification of the gold- 
palladium order. 

United and cooperative action 
is prefered, the retailers said, but 
unless such steps as they have 
recommended are taken it will 
be necessary for them as a mat- 
ter of self-preservation to act in- 
dependently, going to Congress 
with their plea if no other re- 
course is left them. 














60 per cent to war production with a 
50 per cent reduction in the over-all 
number of workers. Sandwiched in be 
tween war operations, the jewelry which 
is being put out is designed to give the 
greatest number of selling units to the 
industry’s distributors. 

His advice to retailers: “All of you 
know what you may reasonably expect 
in deliveries of merchandise still being 
produced and imported. Most of you 
have also investigated the possibilities 
of lines which you have not customarily 
handled. 

“Broadly speaking, you should plan 
now to acquire sufficient merchandise to 
give you at least the minimum volume 
necessary for subsistence—and as much 
more as possible.” 

In most instances, he said, manufac- 


turers’ new equipment and know-how 
will result in some “very appealing” 
jewelry merchandise shortly after the 


war, 


Industry Needs Organized Action 

The Jewelers Vigilance Committee, 
said Harold M. Alberts, president of 
the National Wholesale Jewelers Asso- 
ciation, is the “nucleus” of a_ badly 
needed group to represent the entire 
jewelry industry, including manufac 
turers, wholesalers, and retailers, in or- 
ganized post-war planning. 

Although the Committee has a_ fine 
record of past action, Mr. Alberts said, 
it is not now broad enough in scope to 
function as a representative body for 
the jewelry industry as a whole. 

“At present,” he said, “its board of 
directors includes representatives of at 
least 16 associations. I would like to see 
this set-up revamped to secure a fuller 
representation and a broader scope of 
action, thereby assuring a wholehearted 
cooperative unity. I would request every 
association to have its executive com- 
mittee select a representative to the 
Vigilance Committee. 

“I would not wish to see any group 
surrender its right of free expression, 
but I do believe that the resulting unifi- 
cation of majority opinion will inspire 
the respect and confidence of govern- 
ment officials without depriving a minor 
ity of its right of dissent,” he asserted. 


Predicts Firm Diamond Prices 


The increasing demand for industrial 
diamonds, assures a firm price structure 
for the entire diamond market, in the 
opinion of Henry I. Jacobson of Jacob- 
son Bros., New York, who said: 

“If you believe as I do that industry, 
having found that the diamond will per- 
form better and cheaper’'in the long 
run than any other substanee, and that 
industry will never use anything but dia- 
monds for certain functions, then you 
must accept the conclusion that Lie 
base price of rough diamonds is on a 
firmer ground than ever before in the 
history of our business. And if you ac 
cept that conelusion, it naturally fol 
lows that the Diamond Corp. and the 
Diamond Trading Co. (its selling agent) 
can well afford to hold their ‘small sup- 
ply of cuttables at firm price levels dur- 
ing quiet. times because their financial 
structure has. been so’ immeasurably 
strengthened by their vastly increased 
sales of industrials.” 

Standard British chinaware producers 
and American ‘china “and ° glassware 
houses can’t promise delivery, for the 
most part, for six months to a year or 
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inore and are refusing to open new ac 
counts, said Wilson A. Streeter, presi 
dent of Bailey, Banks & Biddle, Phila 
delphia. 


Prospects Good for More Gold 

The outlook for loosening of restric- 
tions in WPB order L-45, with in- 
creased allowances of gold for use in 
the jewelry industry is hopeful, accord- 
ing to Royal J. Gregg, president of 
Ostby, & Barton Co. and head of the 
Jewelers Board of Trade. 

“If the industry is contributing all 
it can to the war effort, taking the 
equipment and manpower into consider 
ation, then I do not believe the Govern- 
ment will refuse a limited amount of 
the material necessary for the making 
of jewelry,” he asserted. 

“I do believe,” Mr. Gregg said, “there 
is good ground for eoncluding that there 
will be no-further measures designed to 
make available additional war workers 
from an industry such as ours.” De- 
spite the fact that the manpower short- 
age has been given as the chief reason 
for curtailing gold jewelry production, 
workers who are not subject to draft 
cannot usually stand the rigors of war 
work and are liable to drift into some 
other peacetime activity, he declared. 

Mr. Gregg also reviewed the need for 
copper used by jewelers in the alloy- 
ing of gold in war production. 


Russian Speaks for Watch Drive 

A Russian submarine hero, Lt. Com- 
mander Vassili Pravdiuk, representing 
the Soviet naval attache to the U. S., 
was a surprise speaker at the model 
store clinic Wednesday afternoon. He 
warmly endorsed the campaign of the 
American Jewelers Committee to Collect 
Watches for the Russian Army, now 
getting under way with the goal of send 
ing at least 100,000 watches to our allies 
this year. 

“Before the war, Russia had only one 
factory producing watches,” the Rus- 
sian said. ‘And now it is producing no 
less important war production. We can 
not get watches through lend-lease, since 
the Red Army needs tanks, planes, ves- 
sels and other war equipment that get 
priority. 

“The watches you send will be 
cepted by the Red Army commanders, 
fighters, doctors and nurses not only as 
most necessary armament but as a sign 
of fighting friendship between the Rus- 
sian and American peoples.” 


ac- 


Costume Jewelry Shown 

Costume jewelry, semi-precious stones, 
artificial pearls, sapphires, and some dia- 
monds were featured at a fashion show 
and style clinic. Notably scarce were 
watches and gold jewelry. Large rings, 
simple but striking individual pieces, 
and matching sets appeared as the lat- 
est in jewelry fashion. June Hamilton 
Rhodes, publicity counsellor for the 
Jewelry Industry Publicity Board, 
warned jewelers that they had _ better 
become style-conscious if “ they to 
keep both present and post-war trade 
from turning to the department store 
for jewelry that is new and unusual. 


are 


Dinner Only Social Note 

Only social function on the program 
was the informal conference dinner 
which was held in place of the annual 
ANRJA_ banquet Thursday evening. 
Members participated with enthusiasm 
in an “Industry Bomber Drive” War 
Bond sale after dinner, rolling up seven 
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HIGHLIGHTS OF ANRJA RESOLUTIONS 


Condemns WPB Order L-45, (the severe limitation on gold and palladium) as con- 
tributing little or not at all to the saving of manpower or needed material and as 
threatening the very existence of the jewelry industry. Urges the easing of its re- 


strictions. 
. 
Urges a prograr nabilitate, wounde 
* jewelry manufacturing, engroving and watchma 
retail jewelry store serv 
* 


Wants Federal Excise Tax upon the sale of jewelry at public auctions, which without 
the tax are unfairly competitive to retail jewelers. 


— 
Urges the Federal Trade Commission nc 
alleged catalog jewelr nd gittwa ndust 
business. 
— 


* 


* 


Asks state legislatures to pass practical legislation, regulating the sale of second- 
hand watches to protect both public and legitimate merchant. 
— = -s 


Thanks OPA for exempting diamonds fr 
stones, imported goods and  non-essentia 
to contre the black market in watches 


steps 
* 


. 


contre but 


ikewise erempted. Pra ses CPA 


* 


Promises an active part in post-war planning, with support for the Committee for 
Economic Development, the U. S. Chamber of Commerce and all business and Govern- 
ment groups who are tangibly planning for peacetime prosperity. 

- +: 2 


Proposes that ANRJA put into ettect an 


vision for speakers and programs for the gui 


ed 
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scussion program, w 
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and a half million dollars worth of bond 
Preceding the dinner was a 


purchases. 
the East Foyer. 


reception in 
Post-War Plans Group 
To Be Named by Niemeyer 


\ Jewelry Industry Planning 
mittee, to advise and steer the 
post-war course, will be organized as a 


Com 
trade's 


major new activity of the Jewelers 
Vigilance Committee, it was decided 


Aug. 25 at a meeting of the latter group 
at the Waldorf-Astoria in New York. 
Benjamin Rudolph, president of the Na- 
tional Association of Credit Jewelers, 
presented the motion, empowering G. H. 
Niemeyer, Vigilance chairman, to name 
the planners. 

This was one of the JVC's best-at 
tended meetings in its long history, with 
24 out of 30 members on hand. They 
included Alpheus L. Brown and Lee 
Reichman, who 30 years ago attended 
the ‘organization of the committee. 

Twenty-nine new cases requiring JVC 
policing were reported since the previ- 


ous meeting; one resulted in a $500 fine. 


Activity was shown in keeping the 
apprised of Government 


industry 
orders and regulations, through a series 
of 15 bulletins. Whenever they are of 
direct interest to retailers, such bulle 
tins go to every retail jeweler rated 
“72” or better in the Jewelers Board 
of Trade Reference Book—11,000. 

Roland Gsell, president of the Ameri 
can Watch Assemblers Association, re 
ported on OPA activities in the Swiss 
watch field. Mr. Niemeyer highlighted 
what the committee had done in per 
suading OPA to abolish diamond ceil- 
ings. Harold M. Alberts’ talk before 
ANRJA (reported elsewhere jin. this 
issue) was favorably from 
many angles. 


discussed 


Publicity Board Plans for 
Post-War Campaign 

Taking advantage of the fact that all 
important jewelry interests were pres- 


ent at the Waldorf during the period 
of the convention, the Jewelry Industry 
Publicity Board held its annual meeting 
at luncheon Tuesday, Aug. 24. Approxi- 
mately 40 leaders of the industry were 
in attendance including almost all mem- 
bers of the executive committee. 
Principal topic discussed was the pro- 
gram which has been proposed to build 
a fund for jewelry publicity in the post 
war period when it will again be neces 
sary for jewelers to meet the competi- 
tion of other consumer products. such 
as automobiles, radios, and so on, which 
market 


have been withdrawn from the 
for the duration. 

Plans were laid for an_ intensified 
drive throughout all branches of the in 
dustry to raise a fund of at least 
$100,000 for this purpose. 

Meanwhile, the Publicity Board is 


carrying on its normal functions on an 
economical vet effective basis, and while 
additional contributions are needed for 
the special post-war drive the Board is 


in sound condition for current opera 
tions. 
John Hall, Hamilton Wateh Co., 


Board chairman, presided at the meet 
ing. Reports were presented by William 
DD. MeNeil, executive secretary, and 
June Hamilton Rhodes, publicity coun 


sellor. 


Roedel Heads N.Y. RJA; 
Named at State Meeting 


At a meeting of the New York State 


23, 


Retail Jewelers’ Association Aug. 
the following officers were elected for 
the ensuing year: 

President, Frederick W. = Roedel, 


Utica; secretary, Lathrop  Sunderlin, 
Rochester; treasurer, Russell Brigham, 
Oneonta; vice-presidents, Henry Astor, 
New York; Charles Coster, Rochester; 
M. J. Engelbert, Rome; Thomas Kava 
naugh, Newburgh; E. MacDonald, Perry: 
Earl Roth, Syracuse; Kenneth Van Cott, 


Binghamton. 
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OPA Exempts All Diamonds and Diamond Jewelry 


New Price Ceiling Rule 
Ends Chaotic Condition; 
Follows JC-K Suggestion 


All diamonds, except industrial 
grades, no matter how small their 
size or value, and all jewelry in 
which one or more diamonds are set, 
are specifically exempted from the 
price ceiling regulation by an amend- 
ment issued by OPA Aug. 19, and 
effective Aug. 25, changing the defi- 
nition of “precious stones.” 
“Precious stones” were among the 
items exempted in the original Gen- 
eral Maximum Price Regulation, but 
the term “precious stones’’ was then 
defined as meaning for the purpose 
of the dia 


monds weighing more than one carat, 


regulation only those 
although all sapphires, rubies. em- 
eralds and natural pearls, no mat 
ter what their size, were deemed to 
be “precious.” 

Now that 
has been removed. 


glaring inconsistency 
Here is the offi- 
cial language of the new definition 
No. 23 to 

mentary Regulation No. 1): 


(Amendment Supple- 


Paragraph (f) of section 2.12 of Re- 
vised Supplementary Regulation No. 1 
is amended to read as follows: 


(f) Precious stones and mountings 
into which precious stones are set. The 
term “precious stones” means any ruby, 
sapphire, emerald, natural pearl or any 
diamond (other than an industrial dia- 
mond) or any semi-precious stone after 
sale by the cutter, when the cutter has 
received more than $100 for the sale of 
the stone. Synthetic stones and cul- 
tured pearls shall not be deemed “‘pre- 
cious stones.” 


This amendment shall become cffec- 
tive on the 25th day of August, 1943. 


Now It Can Be Told 


Thus is brought to a successful conclu- 
sion the effort that was initiated by Tue 
Jrwevers’ CircuLar-Keystone nearly a 
year ago. Because it was quickly appar- 
ent that the application of price ceilings 
to diamonds was not only inconsistent, 
but unworkable, unenforceable, and a 
breeder of chaos, this publication ar- 
ranged last fall for a meeting between 
a group of responsible diamond dealers 
and the then jewelry administrator for 
OPA, Floyd Leonard, for the purpose 
of a frank discussion of the situation 
and an attempt to find a mutually ac- 
ceptable solution. 

That meeting was held in New York 
Dec. 2, and resulted in a decision by 
OPA to make a thorough study of the 
matter. At Mr. Leonard’s suggestion, 
each of the firms represented at the meet- 
ing gave in confidence to THe JEWELERS’ 
Cirrcutar-Keystone, which acted as the 
statistical clearing house, detailed anal- 
yses of their sales for the preceding six 
months, which were then consolidated 
into totals to avoid disclosure of individ- 
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HARLEM RIOTERS DAMAGE AND LOOT JEWELRY STORES 





P M Photo 


The big show windows of Herbert's, 125th St. and 7th Ave., were glassless for 30 days after 


the violence. 


Damage to windows and neon signs neared $5000. Sign in window says 


"Everything OK. Business going on as usual." 


ual data and delivered with an accom- 
panying brief to OPA. 
Further studies, discussions and cor- 


respondence ensued for a period of sev- 
eral months, but although some encour- 
agement was held out, Government 
bureaus move slowly, and delay followed 
delay in arriving at a decision. 

The question was still undecided when, 
about the middle of June, Mr. Leonard 
was transferred from OPA to WPB, and 
it appeared that much of the work would 
have to be done over again. 

Fortunately, at just that time the 
editor of THe Jewerers’ Crrcurar-Key- 
STONE was able to obtain an extensive 
personal interview with D. H. Wallace, 
who had just succeeded Dr. Galbraith 
as the second in command of the entire 
OPA set-up. Mr. Wallace, being new to 
the job, and wanting to get a picture of 
the problems that had to be dealt with, 
asked your editor if the jewelry indus- 
try had any special difficulties not en- 
countered in other fields in meeting the 
price control regulation. 

The impracticability of attempting to 
enforce price ceilings on such a product 
as diamonds were explained to him with 
the reasons why they should be exempted, 
and the essential points were repeated 
in a confirming letter to him on June 
17th to which he replied on July 1 that 
the matter would be taken under “active 
review” and that he had “sent your let- 
ter to Mr. Alfred Auerbach, Price Ex- 
ecutive, as I believe it contains informa- 
tion he should have.” 

In that letter, it was pointed out, 
among other things, that a price ceiling 
upon diamonds, and any attempt to clas- 
sify them by weight alone are utterly 
unworkable because, “not one, but four 
basic factors determine the value of a 
diamond—color, freedom from imperfec- 
tions. and cut, as well as. weight. 

“Since there may be almost an infinite 
number of variations in each of these 
four elements, and since every one of 
the four enters into the value of every 

(Please turn to Page 153) 
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Most Stores Must Absorb Loss, 
Because Ordinary Policies 
Exclude Damage from Rioting 


After New York’s Harlem 12-hour 
rampage the night of Aug. 1, scarcely a 
jewelry store in a number of blocks west 
of Fifth Ave. between 110th and 155th 
Sts., was without bashed-in show win 
dows, looted displays or other damage 
aggregating a loss of $50,000 or more. 

Riot insurance had been hard to get 
in Harlem; some jewelers whose stores 
were damaged had never even heard of 
this type of coverage. Ordinary jewelers’ 
block and fire policies exclude riot and 
civil commotion losses, so most of the 
losses in merchandise and fixtures were 
out of the merchants’ pockets.  Plate- 
glass policies, however, insure against all 
types of breakage, and within two weeks 


most of the smashed windows were re 
glazed. 
Concentrated on 125th St., Harlem's 


“Main Street,” jewelers reported the fol- 
lowing losses: Herbert’s, $4600 (four 
21 ft. x 8 ft. glass windows smashed; 
window displays broken and _ looted) ; 
Brout Credit Jewelers, $1500 (three cases 
of watches missing); Sterling Jewelry 
Co., $9000 (merchandise from windows 
and inside store); Busch’s Kredit Jew 
elers, $1000 (merchandise taken, fixtures 
damaged); and Alhambra Jewelers, 
$5000 (fixtures destroyed, watches, rings 
and other jewelry taken). 

On 8th Ave., Silberstein Bros., Inc., 
lost general merchandise and _ fixtures 
worth $3000, and M. Abramson, Inc., 
found fixtures smashed and all salable 
articles gone except the contents of the 
safe for a loss of $3500. The Rose-Velt 
Jewelry Shop on 7th Ave. put its loss 
at between $5000 and $7000, with win 
dows and cases cleaned out. 

Even the Peace Jewelers Cooperative 
Jewelry Store, a Negro-operated affiliate 
of the Father Divine movement, got a 
smashed window. 

Police said that no jewelry merchan 
dise had been recovered from the rioters. 
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OPA Moves to Carb Black Market in Watches 


One Firm Fined $25,000; 
Others Can't Sell Watches 
Till They Prepare Records 


The Office of Price Administra- 
tion’s long-promised campaign to en- 
force price ceilings on watches broke 
last with a 
series of Federal Court injunctions 
against 27 New York importers, one 
of whom paid $25,000 in full settle- 
ment of a treble damage action for 
sales of watches and watch move- 
ments over ceiling prices, and com- 
plaints against four other importers. 


spectacularly month 


Besides paying the $25,000 fine, Wal- 
ter Kocher, 9 Rockefeller Plaza, con- 
sented to an injunction restraining him 
from selling price-controlled watches 
until he complies with OPA regulations 
and forbidding him from selling watches 
above ceiling prices. The order also con- 
tained the following court-approved list 
of his maximum prices, based upon what 
he charged in March 1942, violation of 
which the OPA said would be contempt 
of court and subject to heavy penalties: 


Eska & 
Waterproof watches sovet Royce. 
101% L., *17 jewel .-$17.95 $16.50 
Co) Bae ere 17.00 15.50 
10% 4, 7 jewel 14.25 12.75 
$1 extra for sweep second. 
$1 extra for Incabloc. 
Men’s dress watch, Royce, 10% L 
and 11% L., yellow steel back, 7 
rare eee eka tale 9.95 
Royce ladies’ watch, 8% L., flat 
thin model, bracelet, vellow steel 
Ne ge OO eae eee 13.45 
Royce ladies’ watch, 6x8” I yellow 
steel back with bracelet, 7 jewel.. 11.95 
Royce ladies’ watch 6x8” | yellow 
steel back with bracelet, i7 jewel 14.45 
\utomatics 
All steel, 17 jewel, Eska & 
Ure re meer . 24.50 
14 kt., steel back, 17 jewel 
NE Oe erate wil gurantee: 9/4 ore bck 54.50 
Waterproot 
14 kt., steel back, 17 jewel 
MN” 4 > dene eae holes cocee 49.50 
Cylinders, ladies’, 93 Bai ieee & aia , 75 
Movements— 
Eska & Bovet, 6x8”, 17 jwl. 10.50 
Eska & Bovet, 5 17 jwl. 12.50 
Eska & Bovet, 8%” 17 jwl. 10.00 
Royce...... . 8%” 7 iwi. 6.75 
Royce....... 11%” 7 jwil. 5.75 
Chrome metal desk clock, roskopf 30h 
19”, 2 jewel, unadj. movt. alarm, 
i 7.50 
This was the first time, said Edward 


L. Coffey, chief attorney of the New 
York district OPA, that a dealer had 
consented to including a list of his maxi 
mum prices in an injunction order. 


CONSENT TO JUDGMENTS 


Seven other watch importers consented 
to final judgments restraining them from 
selling watches until they prepare rec 
ords satisfactory to OPA. They are 
Jacob Goldberg, doing business as the 
Ormont Watch Co., 85 Nassau St.; Nel- 
kin-Feldmesser, Inc., 50 W. 47th St.; 
Joseph Feinstein, doing business as the 
Akron Watch Co., 131 Canal St.; George 
Kelbert, doing business as the Kelbert 
Watch Co., 508 Fifth Ave.; Edward 
Trauner, doing business as the Clebar 
Watch Co., 551 Fifth Ave.; William A. 
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Muney, Inc., 52 W. 47th St., and Milton 
Moss, partner in Paul Amsterdam & 
Co., 60 W. 48th St. 

David Sussman, Charles Medney and 
Irving ,Medney, doing business as Per- 
raux Watch Co. and Sussman & Medney, 
65 Nassau St., agreed to a modified de- 
cree to be submitted to the court. 


Earl A. Wilson, doing business as 
the Retail Jewelers Buying Service, 
the Jewelers Buying Service and Wil- 
son Sales System, 607 Fifth Ave., in an 
affidavit answering the OPA complaint, 
denied that he had violated the pricing 
regulations but declined to answer alle- 
gations of the OPA complaint on the 
grounds that doing so might tend to in- 
criminate him or subject him to penalty 
or forfeiture; however, he consented to 
an injunction restraining him from sell- 
ing any watches covered by OPA regu- 
lations until he prepares records. 

Seventeen other defendants’ were 
granted adjournments to various dates, 
under oral restraint from Federal Judge 
Edward A. Conger. In the meantime 
they are prevented from selling watches 
until they fully comply with the require- 
ments set forth in sections 11 and 12 of 
the General Maximum Price Regulation 
and the record-keeping and reporting 
and waiting requirements set forth in 
Maximum Price Regulation 188. In pric- 
ing under the latter regulation, they 
must file a report with Washington and 
wait 15 days before making a sale, and 
then may sell only if the proposed price 
is acceptable to OPA. 


Apparently, OPA _ will next seek 
permanent injunctions against all 17, 
stopping them from selling watches 


covered by the regulations until they 
prepare lists of ceiling prices and keep 
them available for inspection by any 
parties and make proper application for 


ceiling prices for watches priceable 
under 188. 
ADJOURNED TO SEPT. 7 

Adjourned to Sept. 7 were actions 


against the following: Colomby Watch 
Co., 87 Nassau St.; Chase Watch Corp., 
68 Nassau St.; Powell Brand and Andor 
Buchwald, doing business as P. Brand- 
A. Buchwald, 26 W. 47th St.; Pierce 
Watch Co., Inc., 22 W. 48th St.: Louis 
Watch Co., Inc., 580 Fifth Ave.; Marcus 
Edelstein, doing business as Delmark 
Watch Co., 15 Maiden Lane; Herman 
Pastor, 26 W. 46th St.; David Riba, do- 
ing business as the De Riba Watch Co., 
52 W. 47th St.; Louis Marshall, doing 
business as the Accro Bond Watch Co., 
20 W. 47th St.; Morris Epstein, Max 
Epstein, William Epstein and Sam Ep- 


stein, doing business as the Monarch 
Watch Co., 580 Fifth Ave.; Harold 
Solow, doing business as the Solow 


Watch Co., 9 Maiden Lane; Saul Parker, 
Louis Parker, and A. I. Parker, doing 
business as the Cornell Watch Co. and 
the Parker Watch Co., 1 W. 47th St.; 
Ralph Wein, doing business as the Sim 
plex Watch Co., 312 E. 23rd St., and Sam- 
uel Barruch and Sophie Barruch, doing 
business as S. Barruch & Co., 15 Maiden 
I ane. 

Adjourned to various other dates, un- 
der the same terms, were actions against 
the following: Max Geldzahler and 
Joseph Fuchs, 2 W. 46th St., Aug. 24; 





La Salle Watch & Diamond Co., Inc., 
93 Nassau St., Aug. 31, and Samuel 
Weissman, Sylvia Shapiro and Florence 
Weissman, doing business as Weissman 
Watch Co., Welsbro Watch Co. and 
Weisco Watch Co., 20 W. 47th St., 
Sept. 14. 

An action against Benjamin & Edward 
J. Gross Co., Inc., 64 W. 48th St., was 
adjourned to Sept. 1, on their attorney’s 
promise that the company would not sell 
watches in the interim. 

Three other cases, in which OPA had 
filed complaint, were not heard on Aug. 
20. Named here were Henry Rebhun 
and Sol Duhl, doing business as Rebhun 
& Duhl, 68 Bowery; Norman Flaxman 
and Irving Marcus, doing business as 
the Norman Watch Co., 82 Bowery, and 


Benny Bonzoon, room 1023, Edison 
Hotel, 228 W. 47th St. 
JUDGE COMPLIMENTS OPA 

Following the motion for adjourn 


ments, on Aug. 20, Judge Conger paid 
tribute to the counsels for both the de- 
fense and the OPA. He complimented 
Arthur G. Warner, head of the New 
York district industrial materials en- 
forcement unit, who appeared as attor- 
ney for OPA, for his “firm but sympa- 
thetic” attitude and his understanding 
of business problems. Earlier, Judge 
Conger called the OPA “one branch of 
the Government that is trying to keep 
things on an even keel” and declared 
that the price regulations must be obeyed 
“whether we like them or not.” 

The timing of these permanent and 
temporary injunctions until compliance 
can be shown with OPA requirements 
was intended to control the distribution 
of a large recent shipment of Swiss 
watches which OPA officials put at nearly 
2,000,000 units, worth $45,000,000. 

Other importers and _ distributors 
and retailers as well—will be investigated 
for possible infractions of OPA regu- 
lations, said Edward L. Coffey, chief 
district OPA attorney, who told JC-K: 

“Our investigation has disclosed that 
a substantial portion of the watch in- 
dustry is in compliance. Unfortunately, 
however, our investigation has also dis- 
closed that violations are widespread in 
this field. It is essential that sales be 
kept within the legal ceilings. 

“It is equally important, in order to 
maintain prices and to remove doubts 
and uncertainties that the record-keeping 
and price-fixing provisions of the Gen- 
eral Maximum Price Regulation and 
Maximum Price Regulation 188 be ob 
served. 


SAY CARELESSNESS A DANGER 


“Those firms which for over a year 
have operated with careless disregard 
of and indifference to the provisions of 
the price regulations are almost as 
great an inflationarv danger to our price 
program as those firms which have de 
liberately and intentionally overcharged 
their customers. 

“Our investigation is continuing and 
is being extended to other importers, dis- 
tributors and retailers. Each case will 
receive careful consideration and we 
shall take such action as the circum 
stances warrant.” 
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ANRJA Says Government Orders Harm 


° 


Michaels Says Black Market 
Grows While Honest Trade 
Suffers from Shortages 


ANRJA on Aug. 9 declared war 
on WPB restrictions on the use of 
gold in the jewelry industry and 
OPA price ceilings on “uncontrol 
lable items” of jewelry in a bulletin 
which went out to all 
Jewelers were asked ‘to 


members. 
prepare to 
join in a strong campaign to rid 
themselves of rules and regulations 
which, ANRJA declared, are harm- 


ing the honest retailer and giving 
the advantage to black marketers. 

With silver stocks low, American 
watches no longer available, and all base 
metal goods out for the duration, the 
livelihood of at least 15,000 retail jewel 
ers now depends solely on diamonds, im 
ported watches, and gold goods, the 
bulletin, signed by ANRJA_ President 
Charles J. Michaels, declared. 

“Sales of diamonds, and of the avail 
able supply of imported watches, will 
not sustain us—the volume is too small,” 
Mr. Michaels said. “Gold must be added 
to our stocks if we are to continue, and 


no sound reason exists for withhold 
ing it.” 
Not Needed in War 

“We have been told that the Small 


quantity of alloy needed to make gold 
for mercantile use is of no importance,” 
Mr. Michaels asserted. Not only. are 
U.S. gold stocks larger beyond all ques 
tion of a possible scarcity, he stated, but 
the yellow metal is in no way needed for 
war use, 

As for Government’s theory that low 
ering of gold jewelry production would 
release workers to war industry, the 
fact is that manufacturers are laving off 
because tal 


men they have no metal for 
them to work on.: Some of the laid-off 
jewelry workers are now operating a 


flourishing black market, peddling low 
karat, poor quality, home-made jewelry 
to unscrupulous dealers at sky-high 
prices, he said. This means that the 
honest retailer, who often can’t get gold 
jewelry to sell and must stick to a ceil 
ing price when he does, is often operat 
ing at a loss. 

Gold jewelry contributed a substan 
tial percentage of the jewelers’ excise 
tax in 1942, he pointed out, and under 
present restrictions Government will 
probably receive only one-third of the 
‘42 figure, which was approximately 
$80,000,000. ; 

Jewelers are faced with two alterna 
tives under present OPA price regula 


tion, Mr. Michaels stated. Compliancy 
means bankruptey and closing down 


business, and the only other road is vio 

lation for self-preservation. 
“Manufacturers, importers, wholesal 

ers and retailers are doing their best to 


comply,” he said, “but even the most 
ethical are being forced to disregard 


ceilings, and the ever-present small per 
centage of bootleggers are following the 
(Please turn to Page 168) 
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U. S. FIGHTERS SEE GOLDSMITHS HALL IN LONDON 


For the first time in all its long history, Goldsmiths Hall on July 14 was crowded with 
American fighting men of all the services. They had the run of the entire building and par- 
ticularly appreciated the chance to scramble over the roof to see the bombing damage done 
around that part of London. The whole of the land surrounding the hall is sacred to the memory 
of goldsmiths of bygone days. Officials of the company, including Prime Warden Sir George 
L. Courthope (second from left), explained exhibits of ancient and modern craftsmanship. 
Also pictured are these distinguished guests, |. to r.: Maj. Gen. Robert W. Crawford, British 
Foreign Secretary Anthony Eden, U.S. Ambassador John G. Winant and Admiral G. B. Wilson. 


Precious Jewelry Advisory Committee 
To Work for Easing of Gold-Palladium Restrictions 


At a meeting of the Precious Metals 
Jewelry Manufacturers Industry Advis- 
ory Committee, at the Waldorf Astoria, 
New York, on Aug. 17, which was also 
attended by some 20 additional repre- 
sentative manufacturers of all classes of 
precious metal jewelry and by the presi- 
dents of ANRJA and the National 
Wholesale Jewelers Association, it was 
made clearly evident that there is an 
overwhelming and well-reasoned demand 
throughout the entire industry for a lib- 
eralization of WPB’s Order L-45, which 
restricts the use of gold and palladium 
in the manufacture of jewelry to 50 per 
cent of the 1941 consumption. 

It is not merely a matter of manu- 
facturers, wholesalers and retailers seek- 
ing merchandise for individual business 
reasons to satisfy current demands. 
Rather, it was brought out unmistakably 
that the order as it now stands is fail- 
ing to achieve its intended purpose and 
is fostering bootlegging, black mar- 
keteering and chaos without compensat- 
ing benefit. 

A poll of the manufacturers present 
showed that in only three plants out of 
the 20-odd represented had the order 
resulted in inducing employees to shift 
to war production work. ‘The experi- 
ence of all the others was that oper 
atives, even though laid off, or working 
short hours, had failed to seek or were 
actually unwilling to accept war em- 
ployment. On the contrary, most of the 
former jewelry plant employees have 
either set up little manufacturing busi- 
nesses of their own or have obtained em 
ployment in jewelry shops of question 
able character which apparently are con 
tinuing to use metal without regard for 
the restriction. 

On the point of converting equipment 


1 





and factory facilities to war produc 
tion, not one manufacturer of those pres- 
ent could state that he had been able 
to shift any of his capacity to war 
work, despite vigorous efforts to do so 
and to obtain war business. 

On the other hand, there was an over- 
whelming preponderance of testimony 
that production, instead of merely being 
curtailed, is slowly being diverted to du- 
bious channels. Several producers told 
of being approached by heretofore un- 
known shops who offered to manufac- 
ture the jeweler’s regular lines for him, 
supplying their own materials for the 
purpose, through means best known to 
themselves. 

From the standpoint of the retailers, 
it was pointed out that for the aver- 
age small store which has been deprived 
of its American-made watches, most of 
its silverware, and much of its other 
merchandise, the question of getting a 
reasonable quantity of gold jewelry de 
termines the life or death of the busi 
ness, and that most merchants, when 
faced with the alternative of going broke 
and closing their doors, or of purchas 
ing jewelry from unknown _ sources, 
would choose the latter course in sheer 
self-preservation. 

After thorough discussion of the sub 
ject from all angles, it was voted that 
the Industry Advisory Committee be in 
structed to work for a modification of 
Order L-45, asking for an allotment of 
at least 75 per cent of 1941 consumption 
as a minimum, instead of the present 50 
per cent, with further action left to the 
discretion of the committee. 

An effort is to be made to obtain a 
formal hearing on the question at which 
the case will be presented with support 
ing evidence and argued, 
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De Beers Reopens Dutoitspan and Klienzee Mines; 
to Resume After the War 


Premier and Jagersfontein 

Setting back those Doubting 
Thomases that the 
days of the diamond pipe mines were 
over and done with, De Beers Con- 


who gloomed 


solidated Diamond Mines reopened 
the Dutoitspan mine near Kimberley 
on Sept. 1, after a lapse of four 
years and eight months. 

The Klienzee property, 
south of the Orange river in Nama- 
De 


ago, is 


alluvial 


qualand, which Beers bought 


several also 


worked. 

Moreover, at least two other pipe 
mines, besides Dutoitspan, will be 
reequipped after the war for sus- 
tained production. 


In his annual address, laden with 
good news and optimism, Sir Ernesi 
Oppenheimer, chairman of the company, 
told stockholders who met at Kimberley 
on May 28 that: . 

The Diamond Trading Co.’s sales 
during 1942 (£10.500,000, compared to 
£7,000,000 for 1911) were the largest 
since 1929. Of this, industrial diamonds 
accounted for 40 per cent of the value. 

De Beers’ profit for 1942 increased 
to £3,508,000, from £1,250,000 the previ- 
ous year. 

Good as last year was, 1943 will be 
very much better. Sales of diamonds 
completed and arranged for during the 
first six months of 1943 almost equaled 
total sales for 1942. (Hence. total sales 
this year may run up to £20,000.000—by 
far the highest figure in the history of 
the industry.) : 

“The production of diamonds in South 
Africa is, for the time being, confined 
to the state diggings and the Consoli 
dated Diamond Mines of Southwest 
Africa,” Sir Ernest said. “In addition 
to its accumulated stock, the Diamond 
Corporation purchases under contract 


years being 


the productions of all the important 
non-Union producers . . . All these pur- 
chases, together with the stock, are 


made available by the Diamond Corpora- 
tion as required to the trade through 
the Diamond Trading Co.” 
Will Employ Ex-Soldiers 

Reopening two other South African 
mines after the war, Premier and 
Jagersfontein, will provide work for 
about 1300 returned soldiers. Both the 
Premier and the Jagersfontein properties 
have been shut down since 1932 and 
need considerable new equipment, includ- 
ing treatment plants which will take two 
years to build. Six hundred men will be 
employed for construction at these two 
mines, he said, plus 470 more when pro 
duction starts. “In Kimberley, the re 
opening of one mine will provide em 
ployment for another 225 men over and 
above those at present engaged.” 

Thereafter, he pointed out, the sale of 
industrial diamonds produced by De 
Beers mines will provide the company 
with a steady source of revenue and 
reduce the risk of having to suspend 


mining operations in Kimberley in 
times of depression. Premier, he added, 
produced industrial diamonds of the 


highest quality, besides gem grades. 
To correct the erroneous impression 
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regarding the supposedly colossal pro- 
duction of gem diamonds in _ other 
African territories, a large proportion 
of whose diamonds are actually crush- 
ing boart, Sir Ernest advocated the use 
of some other measure of weight for 
the latter type of product. “If some 
unit other than ‘carat’ was applied to 
the standard weight of crushing boart 
sold and used, this quality would be 
stripped of its spurious mantle of 
preciousness and rarity and would take 
its rightful place in the industrial field 
of abrasives.” 

The kilogram, equal to 5000 carats, 
will henceforth be the measure by which 
the diamond trade, at least overseas, 
sells crushing boart. “This procedure,” 
Sir Ernest declared, “will remove the 
prevailing bogey of excessive produc 
tion of gem diamonds.” 


To Aid Belgian Industry 

Belgium’s cutting industry, specializ- 
ing in small sizes and lower qualities, 
was promised every assistance and en- 
couragement by DeBeers after the war. 
The chairman said: “Bearing in mind 
the sufferings of Belgium and the mag- 
nificent help our Congo friends have 
given us to enable us to meet the sup- 


ply of industrial diamonds for the 
Allied cause, no other attitude could 
reasonably be adopted.” 

A cutting industry employing 500 


could be built up in the Union of South 
Africa, he said. At present 400 are em 
ployed. But Sir Ernest cautioned: 

“All sections of the cutting industry, 
employers or workmen, must bear in 
mind that the industry here can only 
be on a permanent basis if they adapt 
themselves after the war to prices and 
costs in competing countries.” 


Legislation Will Be Topic of UHA 
Conference in Denver Sept. 20-22; 
Aim Is Uniform High Standards 


Nation-wide enactment of state legis- 
lation to establish uniform high stand- 
ards for the watchmaking trade will be 
the topic of a national conference of the 
United Horological Association of Amer- 
ica to be held Sept. 20, 21, and 22 at 
Association headquarters at 26-28 16th 
St., Denver. 

The decision to hold a conference this 
year was the result of petitioning of the 
executive board by the various state 
licensing boards. Three months’ prelim- 
inary work on watchmaking legislation 
has gone into the conference program, 
and there will be definite planning for 
some legislation. On the conference 
agenda will he: 

1. Standardization of school and ap- 
prenticeship systems. 

2. Uniform or coonerative examining 
and reciprocity for states. 

3. Renair, standardivation and 
price, standardization to raise 
ethics and just prices. 

4. Definite plans for Association action 
in all endeavors. and for strengthening 
Association units and f»rtherance of 
amaleamated ideas and ideals, 

“Watchmakers. even thonch now well 
paid and over-taxed with work, are 
thinking of the future and are alert to 
the well heine of our profession and 
themselves,” said a recent Association 
bulletin. 
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CENTRIFUGAL 
CASTING 
COMPANY 


CASTING CONSULTANTS 
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PRECISION CASTING 


Stainless & Carbon Steels 
Non-Ferrous Metals 


* 
Jewelry 
Manufacturing 
Plants Adapted 
For War Work 
* 

Lost Wax Process 
Perfected to 
Very Close 
Tolerances 
for Mass Production 
of War Work 
* 
Problems of 
Wax Patterns 
and Precision 
Casting Solved 
Injection Machines 


References from Nationally 
Known Jewelry Firms 


INQUIRIES INVITED 


CENTRIFUGAL 


CASTING SUPPLY 
COMPANY 


Everything for Casting 
147 West 42nd Street 
New York 18, N. Y. 


Instruments 
Machines 


Distributors 
Importers 
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Grobstein & Brasche 


Jobbhers of 
Watch Cases and Dials 


DISTRIBUTORS OF 


Watch Cases 


Complete Sets 


177 Canal Street 
New York City 


“A Case for Every Movement ” 











IT’S INCREASED! 


40% 


That’s the Dividend This Company 
Is Currently Returning on 
Jewelets Fire Insurance Policies! 


Just think! $4.00 out of each $10.00 
you pay for fire insurance is returned 
to you at the expiration date. A 
saving that you cannot afford to 
miss, especially today, when costs of 
doing business are continually rising. 


Remember, 40% current dividend on 
fire policies. 25% dividend on wind- 
storm and extended coverage. 


Plan now to take that next renewal with this, 


THE JEWELERS OWN COMPANY 
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|\FTC Thrashes Out Catalog Code 


| 





the busi- 


ness practices of the jewelry indus- 


The drive to clean up 
trial catalog houses, which got un- 
der way with the meeting called by 
the Federal Trade Commission in 
Cleveland, O., on March 31 (pages 
94 and 95 of JC-K for April), took 
another step nearer accomplishment 


at a meeting in Washington on 
August 18. 
The Federal ‘Trade Commission had 


considered all of the proposals advanced 
at the Cleveland meeting and drafted a 
suggested code of practices which was 
distributed to the catalog houses and 
other interested parties, including regu- 
lar retail and wholesale outlets, for com- 
ment and suggestions. The Washington 
meeting was for the purpose of further 
discussion of these proposals. 


The code which the FTC had pre 
pared contains, in addition to the Com- 
mission’s standard rules against mis- 


branding, rebates, coercion, etc., three 
individual regulations aimed specifically 
at the industrial catalog houses dealing 
in jewelry. 


Rules Out “List Price" 


Rule 3 forbids the use in catalogs or 
sales literature of list prices or any price 
figure which is not the actual bona fide 
selling price. If actual selling prices 
are not shown, the only alternative per- 
mitted is a figure or symbol with the 
words “Catalog Figure” or “Cat. Fig.,” 
accompanied by a prominently displayed 
notice on every page where such sym- 
bols are used, stating that the figures 
are not the retail price or any price, but 
only a symbol from which the price can 
be determined—presumably by some 
table to be published somewhere in the 


book translating the code figures into 
net prices. 
Furthermore these “Cat. Figs.” may 


not simulate prices by the use of either 
dollar and cents markings, or a decimal 
point. At Cleveland the catalog houses 
had tried to eliminate this last provi- 


sion, so that the listings could have 


read “Cat. Fig.” $18.50 or “Cat. Fig.” 
12.00. This of course is the most ob- 


vious subterfuge, and the FTC was not 
taken in by it. The figures mav be writ- 


ten as 18% or 12**, but not 18.50 or 
$12. 
Catalog Houses Accept 

Somewhat surprisingly, the catalog 


houses accepted this regulation without 
opposition except by one concern—H. N. 
Manheim Co., New York—and its con- 
tentions were not supported by _ the 
others. 

Rule 2 is a new pro 
posed at the Cleveland meeting. It 
provides that the weight of silver in ar- 
ticles of silverware must be clearly and 
nondeceptively disclosed in catalog de- 
scriptions, advertisements, sales litera- 
ture, etc., on the ground that failure to 
do so may be misleading to purchasers. 


regulation not 


This provision, however, was opposed 
at the meeting, not only by the catalog 
houses, but also by the American Na- 


tional Retail Jewelers Association on 








the ground that such a regulation would 
tend to set up the weight of silver pieces 
as the sole or chief measure of their 
value and would tend to cause the more 
important factors of design, workman- 
ship and finish to be disregarded. 

Rule 4 of the proposed code provides 
that no catalog seller shall represent 
itself either directly or indirectly as be- 
ing a wholesaler, jobber, distributor, 
manufacturer, importer or other primary 
distributor unless he qualifies as such 
with respect to all items listed in the 
catalog. If he is such a distributor of 
one or more of the lines listed but not 
of others, he may represent himself as 
manufacturer, wholesaler, ete., of those 
specific lines, but must make it clear that 
this claim applies only to those lines. 

This regulation was opposed by 
Archie Schimberg, attorney for the cata- 
log industry group, but from opinions ex- 
pressed at the hearing, it is believed that 
the Commission will adhere to the rule 
as drawn. 

The entire code will now be given fur- 
ther study and consideration by the 
FTC, following which the official regu- 
lations that will govern the conduct of 
the catalog houses in future will be is- 
sued—presumably in a few weeks. 

The hearing was presided over by 
Henry Miller, director of the Commis- 
sion’s Division of Fair Trade Practice 
Conferences, and was attended by ap- 


proximately 20 representatives of the 
catalog houses and regular jewelry 
wholesalers, retailers, and trade indus- 
try groups. 


Trade Groups Represented 


Present for the catalog concerns, 
which since the Cleveland meeting have 
formed an organization known as _ the 
Catalog Merchandisers Association, 
were: Gail Bennett, Bennett  Bros., 
Inc.. New York; Earl B. Bose and 
William W. Oskamp, representing Os- 
kamp Nolting Co., Cincinnati; Herbert 
Buchsbaum, S. Buchsbaum & Co., Chi- 
cago; James R. Clark, Richter & Phil- 
lips Co., Cincinnati; Thomas Epstein, 
representing H. N. Manheim & Co., Inc., 
New York; L. B. Mayers, Chauncey M. 
Mayers, and Abraham L. Sherwin, rep- 
resenting L. & C. Mayers Co., Inc., New 
York; William E. Phillips, William E. 
Phillips Co., Los Angeles: Byron L. 
Shinn, representing Bennett Bros., Inc., 
New York; James J. Waldron, Waldron 


& Co., Ine., Philadelphia; and Archie 
Schimberg, representing the Catalog 
Merchandising Association. 

For the National Wholesale Jewelers 


Association appeared Leon J. Engel, J. 
Engel & Co., Baltimore; J. Fisher, H. O. 
Hurlburt & Sons, Philadelphia; A. 
Blustein, Washington, D. C., and Thomas 
A. Fernley, Jr. Wilson <A. Streeter, 
Philadelphia, was present for ANRJA. 

In addition to these, trade 
groups were represented by the follow- 
ing: Mrs. J. B. Armstrong and Thomas 
Quigley, Philadelphia Trade Relations 
Council; A. G. Garniss, New York Coun- 
cil on Retail Trade Diversion; Mrs. M. 
J. Leslie, American Retail Federation, 
Washington, D. C.; E. S. Malmed, Phila 
delphia RJA, and George W. Rock- 
wood, National Retail Furniture Asso- 
ciation, Chicago. 


various 
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Swiss Watches Arrive, 
Despite War's Chaos 
In Northern Italy 


The Allied onslaught against Italy, 
confusion as Italian cities were evac- 
uated in fear of air attack, and the 
massing of German troops in northern 
Italy showed no signs of interfering 
with the passage of Swiss goods through 
the port of Genoa, at least up to the 
time this issue went to press. 

To the U. S. jewelry trade, this con- 
tinued commerce with Switzerland meant 
that two substantial shipments of 
watches would clear Genoa during Au- 
gust. Importers were informed that a 
consignment crossed the Swiss-Italian 
border on Aug. 11, connecting with a 
Swiss vessel that departed from Genoa 
a week later. Another Swiss vessel was 
due to leave Genoa at month’s end. 


One watch shipment arrived during 
the month, when the Swiss-chartered 
Greek vessel, the Helene Kulukundis, 


docked at a North Atlantic port. 
The Swiss watch industry was 
active during the first quarter of 19453, 
but overtime has been less during the 
last several weeks, says the Swiss In 
formation Service of Geneva. “A cer- 
tain amount of unemployment is becom- 
ing apparent here and there, and it is 
noted that a few firms employing a 
fairly large staff have not sufficient work 
to fill a full 48-hour week,” the bulletin 
said. “The difficulties caused by the 
blockade and counter-blockade are un 
fortunately unremittent. Future pros 
pects are becoming increasingly uncer 
tain, although the orders booked by 
firms allied to the watch industry would 
seem to insure employment for their 
staff for several months to come.” 
Switzerland’s merchant fleet—the only 
link between Switzerland and the allied 
and neutral world—now consists of 11 
ships totaling 60,700 tons, and 
eight chartered Greek vessels of 72,514 
gross tons. This fleet has regular sailings 
to Philadelphia and occasionally Balti- 
more, as well as to the main ports of 
Central and South America, Africa and 
India. Some of the smaller vessels ply 
back and forth between Genoa and Lis- 
bon, whence cargoes are_ transshipped 
by Spanish and Portuguese 
the Western World. 
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Won't Gild Steel "Jewelry" 
Made from Bomber Material, 
Seattle Jewelers Tell Workers 
Jewelry workers in Seattle, Wash., 
are charging that war workers are using 
vital materials in their plants for mak 
ing rings and other trinkets. Jewelry 
workers have voted unanimously to re 
fuse finishing work on such articles. 
This move by the jewelry workers, 
announced by Charles A. Stubenrauch, 
secretary of the International Jewelry 
Workers’ Union, Local No. 30, received 
support from manufacturing jewelers. 
Mr. Stubenrauch said that materials 
most commonly used are stainless steel 
and the transparent material used in 
the nose of Flying Fortresses. War 
workers make rings, pins, ash-trays, 
bracelets, book-ends,  etc., 
take them to jewelers for plating, etc. 
“We have every reason to believe thal 
the materials and time used are not 
properly acquired and much vital war 
material is being diverted in this way,” 
said the union secretary. 


and then 
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JEWELER LAW-MAKER 


Here in an informal chat with Texas Gov. 
Coke Stevenson is Will L. Smith, retail jew- 
eler of Beaumont, Tex., and a member of 
the state legislature. Rep. Smith (left) 
helped set an all-time record this year as a 
member of the Committee of Revenue which 
cut taxes and passed no new tax measures. 
“Every available extra dollar should go to- 
ward the war effort,"’ says Rep. Smith, "Our 
state can operate on an economy basis for 
the duration." 


NACJ Members Will Give 
Columbus Day to Bond Sale 


Following up its recent sponsorship of 
the highly successful National Cigarette 
Day as a result of which its member 
stores were responsible for sending more 
than 4,000,000 free cigarettes to men in 
the armed forces overseas, the National 
Association of Credit Jewelers is now 
undertaking another patriotic wartime 
endeavor which every member is urged 
to support to the utmost. 

The proposal is that every member 
store agree to sell no jewelry merchan- 
dise whatever on Columbus Day, Oct. 12, 
and to devote its entire energies and 
store personnel on that day to the sale 
of War Bonds. 

Members are asked to feature the 
event in their advertising and in their 
window displays—in short, to promote it 
with exactly the same vigor that in 
peacetime they would devote to building 
up a big day’s sale in some special class 
of merchandise. 

The experiment has been tried here 
and there by individual jewelry stores 
who have found it possible to sell a 
handsome total of bonds in this manner, 
and, incidentally, with no loss of business 
to themselves, because visitors who come 
in to buy jewelry invariably commend 
the idea when it is explained to them, 
and return later to make the purchase 
they had planned. 

With full cooperation from the mem- 
bership, many million dollars in War 
Bond sales should be produced by such 
an effort. 


California Retail Firms Merge 


B. D. Howes & Son, 3059 Wilshire 
Blvd., Los Angeles, one of the city’s 
largest retail jewelry firms, has pur 
chased Walton & Co. with stores in Pas 
adena. Durward Howes, president of B. 
D. Howes & Son, will personally man 
age the Walton stores at 624 E. Colo 
rado St. and the Hotel Huntington. 
Charles H. Walton, in the jewelry busi 
ness for over 40 years, will retire from 


business. The entire staff of the Walton 
stores will continue under the Howes 
management. 











One Minute Before 
The Zero Hour— 


ALL EYES ON 
WATCHES— 


Yes, with YOUR 
Help and Ours 


REFINISHED DIALS 


and 


LUCITE CRYSTALS 


WILL KEEP THOSE 
WATCHES "FIT" AS 
THE MEN WHO NOW 
WEAR THEM. 
Suggest this Service 
AS A MATTER OF 
PATRIOTISM AND PROFIT 
FOR YOU AND CUSTOMERS 


Coast to Coast Service 


KIRK-RICH DIAL CORP. 


Heyworth Bidg., CHICAGO 
220 W. 5th St.. LOS ANGELES 


Allen Bldg. Clark Bidg 
DALLAS, TEX. PITTSBURGH 
Seaboard Bidg 150 Post St. 
SEATTLE, WASH SAN FRANCISCO 

















Earrings in various patterns in 14 Kt 
Green and Red Gold 


St. Christopher Key—14 Kt in 


three 


sizes: also Bill Clips, Charms and 


Links to match 


Love Knot Ring—14 Kt Red and Green 
Gold Combination in four sizes Ear- 
rings, Cuff Links and Studs to match 


Our comprehensive line of 
Gold, Platinum and Enam- 
aled Novelties. including 
Vanity, Cigarette and (Card 
Cases are _ distinctive ana 
have sales appeal. 


CLIFFORD A. MILLER &CO., Inc. 


Manufacturers 


64 West 48th Street 
New York 
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GENUINE 
WHOLE 
PEARLS 


— All Sizes — 


GENUINE 
RUBIES & 
SAPPHIRES 


Squares, Rounds and 
Fancies 


GENUINE 
GARNETS 


Rounds and Ovals 


AMETHYSTS 
TOPAZ 
AQUAMARINES 


AGATES 


Plain or Drilled 





Mail Orders Promptly 
Filled 





Special Attention to 
CUTTING 
DRILLING 


MAX STERN « co. 


Importers 


17-23 John St. New York 

















They’re In the Army Now 








q Albert S. Smyth, head of Albert S. 
Smyth Co., Inc., Baltimore jewelry 
wholesaler, is popping vest buttons over 
his eldest son, Lester. Formerly a sales- 
man in his father’s firm, he has just been 
promoted to the rank of major in the 
Artillery. 

q Robert J. Girard, formerly Florida 
representative for C. & E. Marshall Co., 
Chicago, manufacturer of watch crystals, 
is now in the Army Air Force. 

q Sgt. Donat Heon, Jr., formerly em- 
ployed by the American Metal Crafts 
Co., maker of ecclesiastical goods, etc., 
is now first engineer and gunner on a 
Flying Fortress. He is stationed at 
Moses Lake, Wash. 

q Clarence L. Baird, son of I. E. Baird 
of Gossett & Baird, Longview, Tex., is 
now a Staff sergeant at Davis Monthan 
Field, Tucson, Ariz. He’s an instrument 
specialist. 

q Manny Weber, formerly employed at 
Brown, Gold Co., 110 S. 8th St., has re- 
ceived his second Army promotion within 
five months and is now a sergeant. He 


is stationed at the Army Air Base, 
Pocatello, Idaho. 
q Bill Kellmer, who worked at _ his 


brother Jack’s, 706 Sansom St., Phila- 
delphia, before entering the Army, vis- 
ited friends while on furlough in late 


| July. 











q J. Harold Kushner, of Kushner & 
Pines, Ine., 21 W. 46th St., New York, 


J. HAROLD 
KUSHNER 


In the Air Corps 
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is in the Army Air Corps. He is now 
stationed somewhere in the Pacific area. 
q Henry Meyer, formerly of the Central 
Watch Materials & Supply Co., Inc., 134 
8th St., Philadelphia, is a lieutenant in 
the Army and is stationed at Ft. Leon- 
ard Wood. Lt. Meyer is passing out the 
cigars, having just become the father of 
a son. 

q Arkansas jewelers are steadily adding 
to the number of Uncle Sam’s nephews 
anxious to get a crack at Der Fuehrer. 
John C. Gibbs, Jr., son of the proprietor 
of the Gibbs jewelry store in Malvern, is 
doing his bit with the Marines and is 
stationed somewhere in the South Pacific 
area. John R. Gossett has left his job 
at the watchmakers bench of his father’s 
jewelry firm in Hot Springs to become a 
ground mechanic in the Army Air Corps. 
His brother, Otto C. Gossett, Jr., holds 
the same Army spot. Austin Hutson, 
salesman of Stewart’s jewelry store in 
Hope, is in the Army, as is Earl Russell, 
former watchmaker with the firm. From 
Benton, Ernest Darnell, son of E. E. 
Darnell jeweler has left to join the Navy 
Air Corps. 





q Richard T. Arnold, of the jewelry de- 
partment at D. C. Percival & Co., Bos- 
ton, was inducted into the Army and re- 
ported at Fort Devens on Aug. 30. Cadet 
Lee Ernest of the Naval Air Corps, now 
stationed at Peru, Ind., was home on 
leave recently and called in to visit his 
former associates at the company. 

q Carl Ward, who has been with Shreve, 
Crump & Low Co., Boston, for the past 
15 years, has been inducted into the 
Army. He was a member of the cham- 
pionship bowling team of the company 
and his strong right arm will be missed 
this winter. 

q The Washington Jewelry Co., Boston, 
now has 12 stars in its service flag. 
Word has been received recently that 
Murray Hamburg, former accountant, is 
now at Camp Forrest, Tenn., where he 
has been placed in the financial division. 
Warren Woodworth, former assistant 
watchmaker, is now in Hale, Colo., while 
Arnold Glass is now sporting two chev- 
rons on his sleeve and is located at a 
flying field somewhere in Arizona. Paul 
Goodwin, who used to be in charge of 
accounts, is now in the Maritime Service 
where he ranks as a lieutenant, junior 
grade. 

q Two Philadelphia jewelers are serving 
in England with the armed forces. They 
are Walter Fair, of Aisenstein & Gor- 
don, 712 Sansom St., and Warren Lykens, 
of Joseph B. Bechtel & Co., 729 Sansom 
St. 

q Ernest B. Tillinghast, Navy signalman 
on a United States merchant ship and a 
former employee of Thomas Long Co., 
Boston, was cited by President Roose- 
velt for bravery when his ship was tor- 
pedoed and has now tfeceived his decora- 
tion. The formal award took place in 
New York, after which young Tillinghast 
went to Boston for a brief leave during 
which he visited his friends at Long’s. He 
has made 17 Atlantic crossings, but his 
friends report him to be modest and un- 
assuming about the part which he is 
playing in the war. 

q David Hoffman, a shipper at M. S. 
Page Co., Boston, was inducted into the 
Army last month. 


Johnson Quits Army to Speed Up 
Finding Civilian Work for 
Smaller Unconverted Factories 


To make a stronger fight for the pro- 
duction of more items for civilians, Rob- 
ert W. Johnson, head of the Smaller 
War Plants Corporation, last month 
handed back to the Army his commis- 
sion as a brigadier general. General 
Johnson was borrowed from the War 
Department to lead the Government- 
sponsored corporation with the under- 
standing he could retain his rank as 
long as wished to. 

Practically all small plants capable of 
converting to war work have done so, 
Mr. Johnson believes. So SWPC is con- 
centrating on finding essential civilian 
items for them to produce. 

“1 think the New York situation has 
improved,” he said, “but we still have 
a great number of our most difficult 
problems to solve there.” 
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q Abraham Goldman, retail jeweler at 
17 N. Main St., Port Chester, recently 
sponsored a party for men campers at 
a vacation camp for the blind. 

q Members and employees of the 
Shapiro Jewelers & Importers, Inc., of 
Albany, gave their blood to the Red 
Cross blood bank in a recent drive. 

q Walter F. Beer, formerly a partner in 
Szabo & Beer, manufacturer of jewel- 
ers’ findings at 17 E. 16th St., is now 
operating the firm under his own name. 
q Bailey’s, Inc., retail jewelry firm at 9 
K. 36th St., has been bought by Gordon 
Bros., Boston. The firm was owned and 
operated by the late Howard S. Ken- 
nedy, who died May 29. 

q Schoen’s, retail jewelery and watch 
making firm, has opened a new shop at 
18 Washington Ave., Bergenfield, N. J. 
Schoen’s was formerly located in Pal- 
isades Park, at 328 Broad Ave. 

q The Whalen Jewelry Co., credit 
jewelry firm of Hartford, Conn., was 
one of a group of retail stores who 
made or exceeded a $200 quota in the 
“Shangri-La” war stamps and_ bonds 
drive. 

q Stone & Co., diamond rings, 11 W. 42nd 
St., has moved to larger offices on the 
14th floor of the same building. New 
fixtures have been installed and the com- 
pany is now in a better position to 
handle its increasing trade. 

q Joseph L. Schwartz, retail jeweler 
whose store is a 2 S. Broadway, 
Yonkers, is celebrating his golden anni- 
versary year. A native of Austria-Hun- 
gary, he came to this country and went 
into business in Yonkers in 1893. 

q The old cry of “Get a horse!” has 
ceased to be a gag these days, and 
astute Ben De Frece shows that he, for 
one, finds “dobbin” an excellent means 
of combating the gas shortage. Here he 


Wholesalers’ Trade Up 51 Per Cent 
In June This Year From ‘42 Figure 


Wholesale jewelers did 51 per cent 
more business in June of this year than 
they did during June, 1942, the Census 
Bureau reports. Wholesale sales in- 
creased 4 per cent in June over May, 
the previous month. 

Accounts receivable for June, 1943, 
were down 13 per cent from the June, 
1942, figure; up 2 per cent over May of 
this year. Collections of accounts were 
up 26 per cent, but down 1 per cent 
from the previous month. 

June inventories, judged on the basis 
of cost were down 16 per cent—an addi- 
tional drop of 2 per cent below the May 
figure. Wholesale stock-sales ratio at 
the end of this June was 143 as com 
pared with 284 for June last year and 
155 for this May. 


Rowe Reappointed to Ind. Board 


Alfred S. Rowe, of Indianapolis, has 
been reappointed as president of the 
Indiana State Board of Examiners in 
Watch Repairing by Gov. Henry F. 
Schricker. His reappointment is for a 
four-year term. 
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is, with his new vehicle, vacationing last 
month at De Frece Acres, his estate at 
Peekskill. Mr. De Frece, whose watch 








importing firm is at 48 W. 48th St., 
combined Victory Gardening with his 
usual fishing, sailing and swimming this 
summer. 

q Irving B. Marks, treasurer of Deutsch 
& Marks, Inc., wholesale and _ retail 
jewelers at 15 Maiden Lane, spent his 
two weeks’ vacation last month hard at 
work, and for a good cause. Mr. Marks 
volunteered as a much-needed farm 
worker; vacationed by pitching hay, 
weeding vegetables and toting milk. It’s 
tough stuff, Mr. Marks says, but he feels 
“tops” and was glad to help out. 

q The New York Jewelers Benevolent 
Association is aiming at another war 
contribution—this time a fully equipped 
hospital plane for our armed _ forces. 
Last month the group gave an ambu- 
lance. 
through war bonds, according to Ben 
Rosenthal, committee chairman. Mr. 
Rosenthal and Vice-Chairmen Adolph 
Pusrin and Louis Cutler will canvass 
members for the $150,000 worth of bonds 
needed for the plane. 

q Miss Claudia Fishel, retail jeweler at 
535 Madison Ave., is a girl who can take 
care of herself. One day last month a 
young man came in to Miss Fishel’s shop 
and asked to see some sapphires. While 
she turned to get some from the safe, 
he slyly pocketed a diamond ring from 


the show case. “Get out of here! 
shouted Miss Fishel, saying the first 
thing that came into her head. He did, 


and so did Miss Fishel, in hot pursuit. 
Finally catching up with the thief, who 
was around 6 ft. tall, and took long 
strides, Miss Fishel grabbed him by 
the coattails and grappled for the ring. 
She got it, too, despite his threats to 
shoot. No, Miss Fishel wasn’t able to 
turn him over to the police—he broke 
away from her and ran out of sight. 


Twist of the Wrist Used by Robbers 


Delicate technique was demonstrated 
by robbers who entered the jewelry store 
of Roger W. Briney, Kokomo, Ind., re 
cently, and walked off with more than 
$3000 worth of mounted diamonds. 

Inserting a sharp, pointed instrument 
in the keyhole of the door lock, the 
thieves removed the tumblers and easily 
pushed back the bolt. They then cleaned 
out the window, taking 50 men’s and 
women’s diamond rings and diamond-set 
wedding rings, and locked the door be 
hind them using the same method. The 
lock was tight enough to pass_ the 
scrutiny of the night watchman on his 
rounds. The robbery was not discovered 
until the store opened for business the 


next morning. e 








FRIEDMAN GEM CO., INC. 


5,000,000 
ROYAL MARCASSITES 


e 


Delivered in Seoled Packoges 


ZIRCONS writ 


CULTURED PEARL NECKLACES 
CHINESE JADE 


71-73 Nassau St., New York City 














ENCRUSTERS 


STONE RINGS ENGRAVED 
@ CRESTS @ DRILLERS 
@ COATS-OF-ARMS @GEM CUTTERS 
@ SCHOOL AND FRATERNAL EMBLEMS 
Estimates furnished without obligation 
BRAUNFELD & MEHLMAN 
108 Fulton St. New York, N. Y. 














OMEGA 


The watch of world precision record 


NORMAN M. MORRIS 


WATCH CORP. 


608 Fifth Ate... . New York 





Purchase of the plane will be | 


“ORIENTA” 
CULTURED PEARLS 
of QUALITY 
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65 NASS& TREET 
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ETERNA WATCH COMPANY 


OF AMERICA, INC. 


MAKERS OF FINE WATCHES 
SINCE 1856 


580 FIFTH AVENUE, NEW YORK 
Telephone BRyant 9-8660-8689 











Tae Or Irs 


Whitelaw Brothers 


DIAMONDS 5) 





48 West 48th St., New York, N. Y. 








BEAD SPECIALIST 


All Kinds of Genuine Stone Bead Necklaces 
Earrings — Semi Precious Stones 


Selections on request to responsible Jewelers. 
Necklaces lengthened and restrung 


DOUBRAVA CO. 


12 John St., New York City 








SIMONS BROS. CO. 
THIMBLES 


PHILADELPHIA 





269 So. 9th ST. 
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Ww 
J ew elry 
by Pereira 


Pat. No 
135268 





This unique idea in Earrings can be also worn as a ring. 
Made with various precious stones or in Plain Gold. 


Special Order Work Upon Request 


B. PEREIRA INC. 
22 West 48th St. New York, N. Y. 

















MANUFACTURER OF 


JEWELS 


Swiss and American in all sizes 
and diameters. 
Sold in gross lots to jobbers 


only—write for prices and fur- 
ther information. 


CROWN IMPORTING CO. 


116 Nassau St. New York 7, N. Y. 
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PROFITABLE ITEMS! 


More Jewelry Stores Close | 


As Merchandise, Employees 
Are Increasingly Scarce 


Last month saw signs saying “out of 
business” or “closed this day each week” 
hanging on more and more _ jewelry 
stores as retailers all over the country 
fought, and sometimes bowed out to, 
merchandise and employee shortages. 

Closing down for the duration is 
Thomas E. Bufton, in business in Union 
Grove, Wis., for 55 years. Although he 
will remain open until his present stock 
is exhausted, Mr. Buffton is adding no 


new merchandise and is refusing repair | 


jobs. He will reopen when his son, 
Malcolm Bufton, comes home from the 
war, 

The Hartwell Jewelry Co., Oklahoma 
City, will close its doors after 43 years 
of business. “Present merchandising 
conditions in the jewelry industry are 
such that it is not possible to continue 
with the same high standard of mer 
chandise and service that has character- 
ized the firm’s policy during the opera 
tion of the business through the years,” 
said an ad run in local papers and 
signed by Hartwell’s president, J. F. 
Sevforth. 

On the brighter side of things is the 
success reported by Ralph Roessler, one 
of four Marion, Ind., jewelers who 
closed for two weeks during the summer 
to give their employees a simultaneous 
vacation. Chalked up on the credit side 
ot the book Mr. Roessler has 1) both 
employees and public pleased by the 
angle of a complete rest for all em 
ployees with no added burden for some 
while other vacationed; 2) a long-sought 
chance to get in some necessary redeco 
rating; 3) Mr. Roessler made an other 
wise impossible trip to New York and 
Chicago, enabling him to land some 
hard-to-get merchandise; 4) no result 
ing loss of business—during the part of 
July the store remained open sales vol 
ume exceeded all of July, 1942. 

“Worked all right,” said Edgar S. 
Garman, of H. Garman & Son, jeweler 
of Coatesville, Pa., of the firm’s new 
policy of giving all vacations at one 
time. Garman’s closed during the entire 
week of July 26. 

In Chattanooga and Nashville, ‘Tenn.. 
all jewelry stores close for the day al 
12.30 in the afternoon. Memphis stores, 
plus stores in several other Tennessee 
towns, take Thursday afternoons off. 
Typical of the labor situation is the 
Nashville man who sells architectural 
and window trimming supplies mornings 
and clerks in a leading jewelry store 
afternoons. 

Open only four and a half days each 
week—perhaps for the duration of the 
war—is Geiger & Ament, Louisville, Ky. 


Union-Sponsored Labor Shortage 
Brings Fantastic Labor Costs 
To South African Diamond Cutters 


The Master Diamond Cutters Asso- 
ciation has no fears for the future of 
diamond cutting in South Africa—if 
there is a halt to the upward spiraling 
of the 800 qualified cutters’ wages, one 
of whom has an income exceeding that 
of a cabinet minister. 

Two wage increases of 25 per cent 
each have been won since January by 
the Diamond Cutters Union of Johan- 
nesburg, bringing the wages of 10 cut- 
ters to more than $250 a week and of 
the others to $70 to $200 a week. 

Kigures supplied by the union trea- 
surer show 25 diamond cutting factories 
in Johannesburg. Before the war there 
were 16. ‘There are also four in Cape 
‘Town, two in Kimberley and one in 
Pretoria. Applications for 10 licenses to 
open new cutting factories are pending 

and new factories, it is claimed, can 
not open without taking workmen away 
from existing factories through the lure 
of higher wages. 

Besides the journeymen cutters, there 
are some 90 apprentices in the South 
African industry, limited by law until 
recently to the ratio of one apprentice 
to four journeymen. Under a_ new 
agreement, the quota has been raised to 
one apprentice to every journeyman. 
The South African apprenticeship ex 
tends for a period of five years, but 
makes it possible for a learner to earn 
#60 a week after two years’ training. 

George N. ‘Talcott, a pioneer of pio- 
neers among the jewelers of Olympia, 
Wash., and one of the oldest retail 


* jewelry merchants of the Pacific North 


west area, was recently chosen as _his- 
torian of the Pioneer Association of 
Washington at its 6Ilst annual reunion 
this June. 





Genuine 


PERUVIAN SILVERWARE 


Guaranteed 900 fine 


Handmade Bracelets, Brooches. 
Charms, Rings, Filigree, ete. 
Orders attended at low cost by 
Air Express. Sample assort- 
ment including freight, etc., 
$30.00. 


ENRIQUE KAUFMANN ROOS 


P. O. B. 886 Lima, Peru, S.A. 








RCH CROWN TAGS 


CELLULOID—METAL—PARCHMENT 


Send for Catalog Mlustrating 
Ga.. Our New Improced Line 


Newark. N. J. 


Geiger & Ament closes all day Satur- 
day, stays closed until 12.30 in the after 
noon Monday and doesn’t open until 10 
in the morning other days. 


For Distributors, Jobbers and Volume Users 


Rhinestone, Sterling Silver, Plastic, Ceramic 
and Leather Costume Jewelry. Fast Sellers in 
wide variety. Sample lines available. 


IRVING SACKS, 864 Broadway, New York City 


Jewelry stores in Brunswick, 
which have been closing a half day 
Wednesday, are now making Wednesday 
a full holiday. Savannah jewelers are 
also closing all day Wednesday. 


18 Crawford St. 




















WATCHES 
Swiss Lapel 
Water Shock Proof 
Sweep Seconds 


RicH MowuntTINGs PEARLS 
Nearest to Genuine 
Oriental 


Pearl Replicas 


BETTY 


of 
DISTINCTIVE DESIGN ee 
Write for Prices 
JOSEPH A. RICH 
Manufacturing Jeweler 
62 W. 47th St., New York, N.Y. 


Frank B. Miller, retail jeweler of 
Pomona, Calif., has sold his store at 215 
K. 2nd St., to Al Bryant and Philip B. 
Hunter. Mr Bryant is the former 
owner of a Beverly Hills store. 

‘ 
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STRAHL 


385 Fifth Ave. @ NEW YORK @ Mu. 5-5519 
SHOWROOM HOURS: 1:30 to 5:30 P. M. 









































Jewelry Workers Must Register with U. S. for War Work 
Or Face Draft; Repairers Still on Deferred List 


Men of military age working in all 
branches of the jewelry and silverware 
industries were again listed as non-de- 
ferable under the Selective Service Sys- 
tem, by the War Manpower Commission’s 
announcement of Aug. 14. They were 
advised to register with the United 
States Employment Service for transfer 
to other employment, with the local draft 
boards giving them 30 days after Em 
ployment Service registration to enter 
into activities not included in the non- 
deferrable list. 

Watch and clock repairing still con 
tinues on the “essential” list, however, 
even though the repairers are employed 
in the jewelry industry. ‘This means 
that local draft boards may consider the 
deferment of individuals qualified to 
render allround repair services . . . as 
required for the minimum essential needs 
of the community.” WMC’s Occupational 
Bulletin No. 42 allows occupational de 
ferment to workers who devote their 
full time to servicing or repairing all 
types of watches, clocks and time-record 
ing instruments” but not to “individuals 
who perform only certain limited phases 
of watchmaking or who make and repair 
articles of jewelry.” 

In fact, chances were that fewer watch 
makers would face induction. For WMC 
told draft boards to give greater con 
sideration than ever before to national 
and local shortages of skilled labor in 
essential work. 

But for draft-age men in non-defer 
able activities it was more than ever a 
choice between transferring from such 
jobs or being placed first on the list for 
induction by local boards. Said WMC: 
“This will insure that the first fathers to 
be drafted will be those who are con 
tributing the least to the war effort.” 

So far as it affects the jewelry trades, 
the Aug. 14 list is a near-duplication of 
the War Manpower Commission's earlier 
list effective April 1. Named as non 
deferrable are all occupations in the fol- 
lowing manufacturing activities: Costume 
jewelry; greeting, souvenir, visiting and 
picture post cards; jewelers’ fixings and 
materials; jewelry; jewelry cases; lapi- 
dary work (non-industrial); novelties 
manufactured from materials of any 


JEWELERS 
BLOCK 


and all other lines of 


Insurance 


in all parts of the world 


PENDLETON & BERGER 
15 WILLIAM ST. NEW YORK 
Tel. HAnover 2-1771 CABLE “PENBERG” N. Y 
ESTABLISHED SINCE 1907 





x DISTINCTIVE x 
MEXICAN JEWELRY 


See our extensive collection of silver Mexican 
handcraft including rings, bracelets, pins 
and earrings. 


F. EICHEN 


1133 Broadway New York City 
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kind, such as fancy boxes, and contain 
ers, souvenirs, figures, models, carvings, 
ornamental shoe buckles, albums, costume 
novelties, etc.; silverware and _ plated 
ware (non-industrial), and smoking ac- 
cessories, such as cigarette and cigar 
holders, boxes, cases, lighters; smoking 
stands and tobacco jars. 

Also non-deferrable are all occupa- 
tions in the wholesale and retail sale of 
jewelry, novelties and antiques. 


Jewelry Gifts Sent Overseas 
To Servicemen Are Tax Free 


You can forget the jewelry tax when 
you sell jewelry, watches, and other nor- 
mally taxable articles for shipment over- 
seas to Service men, WACs, WAVES, 
etc. 

To claim exemption from the Federal 
Excise Tax, the article must be sent out- 
side the United States, Alaska or Hawaii. 
An A.P.O. address is sufficient evidence 
in this case. 

If the jeweler mails the shipment, his 
books will be evidence that the goods 
were shipped overseas, and in order to 
prove export it will be much simpler 
for the store to do the shipping. If the 
customer does the shipping, the Internal 
Revenue Bureau may question the tax 
exemption unless the jeweler can prove 
that the article was delivered to a per- 
son in a foreign country. The only 
possible way here would be for the re- 
cipient to write a letter indicating that 
he has received the goods. Internal 
Revenue has set up no system to aid in 
proving deliveries and does not con- 
template doing so. 

Section 320121 of the Revenue Bu- 
reau’s regulations provides: , 

“To exempt from tax a sale for ex- 
port it is necessary that two conditions 
be met; namely, (1) that the article be 
identified as having been sold by the re- 
tailer for export and (2) that it be ex- 
ported in due course. In order to estab- 
lish exemption from tax in the case of 
the sale of a taxable article for export 
it is necessary that the retailer maintain 
adequate records and have in his posses- 
sion documentary evidence showing that 
the article was so sold.” 


July Jewelry Sales Up 36 Per Cent; 
Some Durable Lines Down in Volume 


Jewelry store sales for July, 1948, 
jumped 36 per cent over sales for the 
same month last year. Jewelry sales for 
July dropped 9 per cent from the June 
figure, however. 

According to a statement released by 
the Census Bureau, other jumps over 
the July, 1942, sales figures in the dur- 
able goods lines were furniture stores, up 
I8 per cent, and hardware stores, up 4 
per cent. 

Motor vehicle dealers sold approxi 
mately the same volume during July this 
vear as in the same month of 1942. Sales 
of lumber and building materials deal- 
ers were off 2 per cent. 


Say: “How about 
Bond on your bill?” 


tacking a 








MARCASSITES 


GENUINE SWISS—ALL SIZES 


GENUINE OPALS 


GENUINE AMETHYST 
GENUINE TOPAZ 


MAX SCHUSTER 


10 WEST 47th ST. 
NEW YORK 

















“FineEnglish” 
SILVER 


POLISH 
Cuts Polishing Time 


Tested and approved by leading silver 
houses—Amazing working qualities— 
Finest—Most Efficient Polish developed 
by latest scientific research—Sold in 
bulk for trade—retail sales. 
8 oz. bottle 50¢ Keystone list. 
Write for free sample. 


WONDER CHEMICAL CO. 


545 THIRD AVE. BROOKLYN, N. Y. 








J. A. SAMUEL & CO. 


220 BROADWAY NEW YORK 
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ATTENTION! 


DISTRIBUTORS, JOBBERS & VOLUME USERS 
BELIEVE IT OR NOT! WE HAVE iIT!! 
FOR IMMEDIATE DELIVERY 
Rhinestone, Sterling Silver, Plastic, Ceramic 
and Leather Costume Jewelry. Fast Sellers in 

wide variety. Sample lines available. 


IRVING SACKS, 864 Broadway, New York City 








REPAIRING of JEWELRY 
IN ALL ITS BRANCHES 


Also 


SPECIAL ORDER WORK 
ESTABLISHED 1910 


M. J. STERN 


61 Beekman St. New York City 
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ZENITH WATCH CLEANING SOLUTIONS 
None Better at any Price 


Gal. $2.00 Order from your Jobber 


Ot. -75 Sample & Booklet on Request 
ZENITH CLEANING FLUID CO. 


52 Beekman Street ° New York City 
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INSIGNIA RINGS 


GOLD AND SILVER 


Complete stock of rings 
for all branches of the 


Service on hand for 


IMMEDIATE DELIVERY 





BALTIMORE, MD. 
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OUR CUSTOMERS 
WONT GET THE 


“ Reush- Off” 


WHEN THEY COME 
TO THE UZ. 
SHOWROOMS FOR 
THEIR CHRISTMAS 

MERCHANDISE! 
i 


JEWELRY COMPANY 
WHOLESALERS BALTIMORE, MD. 


Importers of EASTON WATCHES 
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q Oscar E. Spott, retail jeweler of 
Richmond, Va., has moved from 114 N. 
2nd St. to 115 N. 4th St. 

q Frank Pearson, head of the James R. 
Armiger Co. of 310 N. Charles St., is 
recovering from an illness which kept 
him away from business for some time. 
q Lester S. Smyth, son of Albert S. 
Smyth, and formerly engaged with him 
in the wholesale business before entering 
the Army, has been promoted to a 
ma jor. 

q A. O. Jenkins of the Duval Jewelry 
Co. of Jacksonville, Fla., has been 
elected a member of the board of direc- 
tors of the Jacksonville Retail Credit 
Men’s Association. 

q Henry Greenebaum, of the retail firm 
of M. Greenebaum & Sons, with stores 
at 104 N. Howard St. and 2200 E. Mon- 
ument St., vacationed in Nashville, 
Tenn., with his wife last month. 

q Jack Roberts, of Roberts Credit 
Jewelers, Inc., which operates two stores 
in Baltimore, has purchased a pony cart 
for his daughter, Paula—which pleases 
daughter and may prove handy in com- 
bating the gasoline shortage. 

q Members of the Atlanta, Ga., Jewel 
ers Guild who closed Saturday after- 
noons at 1 during July and August are 
Holzman’s, Schneider & Son, Claude S. 
Bennett, Inc., Myron E. Freeman & 
Bros. Co. and Maier & Berkele. 

q.S. Judson Mealy, president of the 
Tri-State Jewelers Association, includ- 
ing Maryland, Delaware and the Dis- 
trict of Columbia, who had been ill in a 
local hospital for some time, is now 
back at his business at 316 N. Charles | 
St., every day. 

q Jay G. Engel, president of J. Engel & 
Co., wholesaler at Baltimore St. and 
Hopkins Pl., recently returned from a 
trip to Providence and Attleboro and 
other manufacturing centers. He _ re- 
ports that goods are becoming scarcer 
and scarcer, and predicts that by the 
end of the year many manufacturers 
may be completely sold out. 
q Although last month saw 
jewelers vacationing and sales forces 
thin, buying volume was impressively 
high. Wholesalers, who felt that in view 
of conditions there might be a decided 
drop in business, expressed surprise at 
the substantial gains. Albert S. Smyth, 
of the Albert S. Smyth Co., 5 Hopkins 
Pl., estimated a 30 per cent rise in sales 
last month. 


Baltimore 


June 1943 Employment, Payrolls, 
Higher Than in 1942 

June, 1943, employment for the jewelry 
trade is at 112.6 on the index issued by 
the Department of Labor Statistics, as 
compared with 117.1 index for the same 
month in 1942. Payroll index for the 
trade in June of this year was 170.9—a 
jump from 151.1, the figure of June, 
1942. 

The June, 1943 employment index for 
the clock and watch industry was 124.5, 
as compared with 132 for last year; pay- 
rolls were up from 224.3 to 236.7. For 
the silverware industry the June, 1943, 
employment index was 98.1, as compared 
with a 1942 figure of 94.1. Silverware | 
payrolls for June this year were 171.4; | 
the 1942 figure was 131.8. 


| Northam pton, Mass. 


| q Fire 
| through the Jewel Box, Beckley, W. Va., 





This handsome couple is Lt. and Ensign 
Marvin Schwartz who were married July 29 
at Saint Paul's Episcopal church, Lynchburg, 
Va. Ensign Schwartz, the former Anne Marie 
Bowen, is the daughter of Charles W. Bowen, 
Jr., president of the Virginia RJA. The 
wedding took place only a few days after 
Ensign Schwartz received her commission in 
the Waves from the Mirshipmen's School at 
Lt. Schwart: is sta- 
tioned at Camp Pickett. His wife is as- 
signed to the Norfolk Naval Base. 





of undetermined origin swept 


retail jewelry establishment, and one 
| other business building, causing a loss 
estimated at more than $100,000. Fire- 


men fought the blaze for more than 8 
hours before they finally brought it under 
control. The fire was prevented from 
spreading to adjacent structures but 
the Jewel Box and other buildings were 
badly damaged. 

q The annual employees’ party of the 
Ferrell Jewelry Co., Jacksonville, Fla., 
was held during July at the Neptune 
beach home of Mr. and Mrs. W. G. 
Ferrell. The store closed at 1 o'clock in 
the afternoon to give the guests a 


| chance to take a dip in the ocean, after 


which they were served fried chicken 
from the Ferrell chicken ranch and 
fresh vegetables from the victory gar- 
den. Also at the party were wives, hus 
bands and friends of Ferrell employees. 


21 WEST 
BALTIMORE ST. 
BALTIMORE, MD. 


“AN INSTITUTION 
of DEPENDABILITY ’”’ 


ESTABLISHED 1885 


ALBERT S. SMYTH CO. 
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q Morris Brownstein, in business at 801 
Sansom St., has joined the Coast Guard 
Volunteer Port Security Force. 

q Jacob Bamberger, of Brown, Gold Co., 
who has spent 53 of his 67 years in the 
jewelry business, marked his 53rd anni 
versary this past June. Another Phila 
delphia veteran is Robert J. MeConway, 
709 Chestnut St., in the trade for 42 
years. 

q Among Philadelphia jewelers who va 
cationed last month were S. Cohen, of 
Empire Smelting Co., 718 Sansom St.. 
and Henry A. Geller, diamond setter of 
725 Sansom St., who spent two weeks in 
the Poconos in early August. Samuel 
Hay, manager of Stern & Co.’s jewelry 
department, vacationed with his family 
at Bristol. Leon Sickles, of M. Sickles 
& Sons, 904 Chestnut St., recently re- 
turned from a vacation trip to New Lon- 
don, Conn. Morton Sickles, of the same 
firm, traveled to Maine. 

q The Horological Guild of Philadelphia 
will resume its regular monthly meet 
ings on Sept. 14, President Herman kK 
Pedrick has announced. A_ recess 
called during the summer months. 
q Recent reports that double-ring wed 
ding ceremonies are gaining new peaks 
of popularity (see JC-K for August) 
are no surprise to Philadelphia jewelers, 
who declare the war has boomed their 
ring sales. “The boom actually started 
before the outbreak of war,” said Josef 
Milner, 728 Sansom St., “but it’s really 
taking hold in earnest now. Our double 
wedding ring sales have increased by 35 
per cent in the last vear.” Similar sen 
timents were voiced by Samuel Lashof, 


was 


Small Business Men Must File Tax 
Before Sept. 15; '/, Payment Due 


Jewelers who do not have their in- 
come and victory taxes levied on their 
income at the source will be among the 
15,000,000 persons, mostly small business 
men, who must file an estimate of their 
income for the calendar year 1943 on or 
before Sept. 15. At that time they must 
also pay one-half of their estimated in 
come and victory tax. 

The combined quarterly payments al 
ready made on last year’s income may be 
deducted from the amount to be paid. 

Single persons earning over $2,700 a 
vear, and married persons earning over 
$3,500 a year, as well as all persons with 
sources of income in addition to their 
salaries or wages, must file tax reports 
and payments even though they are sub- 
ject to the withholding and_ victory 
taxes. These taxpayers may _ subtract 
the estimated 1943 total victory and 
withholding tax, as well as their 1942 
tax, from their tax payments. 


Fixed Ceilings on Clock-Watches 
Expected Under OPA Regulation 


An order establishing maximum whole 
sale and retail prices for imported 
“clock-type” watches was expected from 
the Office of Price Administration about 
Sent. 1. 

To be brought under 
and-cents ceilings were Roskopf, evlin 
der and pin-lever types. (For details of 
the proposed regulation see page 123 of 
JC-K’s August issue.) 


specific dollars 


FOR SEPTEMBER, 1943 








“Since the war our sales 
Many women who 


700 Sansom St. 
have hit new records. 


have been married for years also are 
stopping in to buy wedding rings for 
husbands away in the service,” he said. 


of the Brown, 
St., is almost a 


q Miss Blanche Parks, 
Gold Co., 110 S. 8th 
personified war bond drive. To date she 
has sold $450,000 worth of bonds, and 
is now preparing to launch a new cam- 
paign on Sansom St. jewelers. 


No Treasury Silver for Jewelers; 
WPB Revises M-199, Says No 
Change in Silver Quotas for Arts 


silver—released by the pas- 
Green bill with no strings on 
its use in the manufacture of civilian 
goods—has been set off in a class by 
itself and earmarked “for war use only” 
by WPB’s recent revision of Silver Con- 
servation Order M-199. At the same 
time WPB announced that there would 
be no increase in the quotas of ‘“‘non- 
essential” manufacturers, as hoped by 
some jewelers. 

Silver’s use in the arts will probably 
not be cut by the revision, however. 
Chances are that the flow of Treasury 
silver into war production will give jew- 
elers a better opportunity to fill their 
quota of 50 per cent of their 1941 or *42 
consumption. Getting the first, and 
only, crack at the approximate billion 
ounces of silver released by the Green 
manufactured of engine bear- 


Treasury 
sage of the 


bill are 
ings, military insignia, brazing alloys, 
and solders. 

Latest silver move on the part of 


WPB is requirement of inventory re- 
ports from some 1400 manufacturers to 
determine what stocks have been ren- 
dered idle by the changed restrictions. 
These manufacturers will be asked to 
move frozen stocks of foreign silver into 
permitted uses. 

The revised order (1) continues to re- 
strict jewelry manufacturers to domestic 
silver; (2) gives the official nod of rec- 
ognition to the “fungibility” of silver; 
(3) forbids sale of silver from one manu- 
facturer to another; (4) allows jewelry 


manufacturers to finish up with low- 
priced foreign silver articles on which 
they began processing before July 29; 


(5) forbids manufacturers purchasing 
silver when they have on hand enough 
scrap to last 30 providing the 
scrap exceeds 100 ounces. 

So far, there has been no alleviation 
of the silver shortage despite the release 
of Treasury silver, Attleboro manufac- 
a JC-K representative. 


days 


turers have told 


Probable reason is that semi-fabricators 
are still busy with war orders, they 
said. 


Enrollment in the. jewelry designing 
class at Mechanics’ Institute. 20 West 
44th St., under the tutelage of Mr. Jacob 
is now open. Former students may re 
join the classes for further instruction. 
The course consists of 25 nights, classes 
being held each Friday beginning Oct. 1 
from 7 to 9 in the evening. All instruc- 
tion is free. 








BELMAR CREATIONS 


1015 Chestnut St. 
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JOS. B. BECHTEL & CO., INC. 
729 Sansom Street 
PHILADELPHIA, PA. 


WHOLESALE JEWELERS 


WATCHMAKER’S & JEWELER’S 
SUPPLIES 


We hace served the trade 
since November I. 1894 








ELGIN — WALTHAM — HAMILTON 
BULOVA — GRUEN 
REBUILT WATCHES 


of the better kind, for the better Jewelers, 
of every description in Swiss and American 
for ladies and gents.—Orders filled promptly. 
We alse carry a full line of watch cases of the 
latest styles in every description at the lowest 
market prices. 
Write for Catalog. 
CENTRAL WATCH MATERIALS & 
SUPPLY CO., INC. 
134 S. 8th St. Phila., Pa. 











BYARD F. BROGAN 


Manufacturer of Distinctive Diamond 
Mountings and Wedding Rings 
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Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS, 
? JEWELERS AND ENGRAVERS 


Broad and Somerset Streets 
PHILADELPHIA, PA. 











BOWMAN 


Technical School 
Courses for Success for 
Watchmakers 
Engravers, Jewelers 
Write for free book “Your 
Future and Our Sehoot"’ 
JOHN J. BOWMAN. Director 











Bowman Bidg., Lancaster, Pa. 
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MILITARY EMBLEMS 


in 10K Gold or Sterling 
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List of complete articles furnished 
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Specializing 
in 
Cutting Semi-Precious 


STONES 


in quantity 


PHILIP F. POPOLLA 


Imports—Lapidary 
10 E. 43rd ST. N. Y. CITY 


MUrray Hill 2-8454-8455 











Simmetalic 


Korat old on Sterling 


and STERLING SILVER 


REAL STONE JEWELRY 


Jirect to retocilers 


W. EE. RICHARDS CO. 


ATTLEBORO, MASS 


MASSACHUSETTS 
SCHOOL OF OPTOMETRY 


Four-Year Day Course 








For further information address 
Administrative Office 
1112 BOYLSTON STREET 

Boston, Massachusetts 





NICKEL SILVER 
PHOSPHOR BRONZE 
THE SEYMOUR MFG. CO. 


SEYMOUR, CONN. 
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DIMES 


STERLING 


2K STREET BOSTON. MASS 








New Fourth Edition 
WITH THE WATCHMAKER AT THE BENCH 
by Donald DeCarle 


For the practical watchmaker and student—also those 
engaged in aircraft instrument making «and repairing 


Price: $3.00 
Pestage Prepaid 
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James H. Parks, vice-president and a di- 
rector of Hodgson-Kennard & Co., has con- 
siderable evidence to prove that July 21, 
1943, was a date of more than ordinary sig- 
nificance in his experience. It was his 80th 
birthday—and also an occasion marked by 
the surprise presentation of a handsome sil- 
ver tray upon which were 56 hand-engraved 
signatures and the inscription, "A token of 
esteem and affection to James H. Parks 
from a few of his friends, July 21, 1943." 
The signatures were those of long-time 
friends of Mr. Parks in the trade from New 
York and Boston. He was remembered also 
with many messages of congratulation. 





q Frank L. Tibbetts, jeweler of Somers- 
worth, N. H., has retired and sold his 
business. 

q The Andrews Jewelry Shop of Law- 
rence, Mass., has opened a second store 
in that city. 

q J. Walter Tapley of Presque Isle, Me., 
has just returned from a business trip 
to New York. 

q Carl Lawton of E. H. Saxton Co., 
Boston, has been ill and confined to his 
home, but is now back on the job. 

q Many Boston wholesale jewelers ex 
hibited at the Gift Show at the Parker 
House during the week of Aug. 30. 

q First fall meeting of the Eastern 
New England Guild of the American 
Gem Society will be held on Sept. 9. 

4q Forest Davidson, president of Thomas 
Long Co., Boston, has returned to the 
city after an August vacation in Maine. 
q Benjamin D. Shreve. head of Shreve. 
Crump & Low Co., Boston, spent his va- 
cation at his summer home on Cape Cod 
in August. 

q Mrs. Rachel Clark, saleslady in the 
stationery department, has had a leave 
of absence for the summer and gone to 
Canada. She will return to her job in 
the fall. 

q I. A. Moody of Waterville, Me., for 
many years a watchmaker with D. For- 
tin of that city, has leased the store for 
merly occupied by Mr. Fortin and gone 
into business on his own. 

q Frederic W. Bird of E. B. Horn Co., 
Boston, and his wife, Mrs. Ella Bird of 
John H. Peterson’s in Needham, have 
been enjoying a typical wartime vaca- 
tion—at home, in Needham. 

q Leo Rossman of the Hub Material 
Co., Boston, escaped with only slight in- 
jury when a stone from a high building 
crashed through the roof of his car as he 
was parked at the curbing on a Boston 
street recently. 








q Miss Evelyn Durant of Smith-Patter- 
son Co., Boston, a saleslady in the cos- 
tume jewelry department, who has been 
in the hospital for an appendix opera- 
tion, is progressing nicely and expected 
back at work soon. 

q Miss Helen Siegel, niece of Hyman 
Siegel, president of the Washington 
Jewelry Co., Boston, was married to 
Everett Zola, head salesman of the com- 
pany, on Aug. 15. Miss Siegel was also 
employed at the store, having charge of 
stock records. 

Among August buyers to call at E. H. 
Saxton Co. recently were L. J. Eno of 
Skowhegan, Me.; R. Dubois of Lewis 
ton, Me.; L. Tardiff of Waterville, Me.; 
Mr. Sullivan of Jean P. Howes & Co., 
Keene, N. H., and Mr. Bystrom of the 


J. W. Taft jewelry store, Campello, 
Mass. 

q Arthur Kelley, president of Norling & 
Bloom Co., Boston, recalls how he 


helped to start this New England news 
column when he was 17 years old. 
Among out-of-town buyers visiting Nor 
ling & Bloom Co. recently was E. D. 
Currier of Claremont, N. H., and Jim 
Carey from Dinan’s in Biddeford, Me. 
q Thieves took $1,200 worth of jewelry 
from the L. J. Eno jewelry store, Skow 
hegan, Me. on July 20. Entering 
through a rear cellar window and then 
breaking their way through the panels 
of the cellar door opening into the store, 
the robbers helped themselves to jewelry 
on display in the window. Taken were 
wedding rings, birthstone rings, men’s 
sterling rings, and several small diamond 
rings. 

q The Registered Jewelers class, held at 
the GIA in Boston, July 19-27, was at 
tended by the following students: Gene 
Goldthorpe of Traub Brothers & Co., 
Detroit; Guy Swindell, Washington, 
N. C.; Kenneth Van Cott, Binghamton, 
N. Y.; Frank Brandau, Haserodt 
Jewelry Co., Elyria, Ohio; Mrs. Harry 
M. Goldstein, Goldstein Jewelry Co., 
Peoria, Ill., and Miss Juanita Schaefer 
of Joseph J. Schaefer, Milwaukee, Wis. 
q Leroy C. Clark of Thomas Long Co., 
Boston, president of the Boston Jewel 
ers Bowling League, says that “some of 
us will be bowling this winter,” but pre 
dicts that there will be many gaps in the 
bowling ranks due to the absence of men 
who are now in the service. Mr. Clark 
doubts if it will be possible for each 
store to be represented by a separate 
team this season. He is planning to pool 
available bowling talent and make up 
the teams out of that, regardless of 
store affiliations. 

q Mastercraft, Inc., of Providence, has 
been charged by the WPB with diver 
sion of critical metal to the manufac 
ture of jewelry in violation of WPB 
conservation orders. WPB charged that 
the firm used war-needed copper, lead, 
iron and steel for unauthorized purposes 
and also that it failed to keep accurate 
records, in violation of the basic priori 
ties regulation No. 1. The company is 
said to have agreed that until Oct. 31 
it will not buy, manufacture or sell any 
item containing copper, lead, iron or 
steel, except to fill war orders with pref- 
erence ratings of AA-1 or higher. 
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q Some Providence jewelry stores re 
port that the situation in their watch 
repair departments has gone from bad 
to worse. With lack of parts and 
shortage of repairers taking their toll, 
backlogs of unfinished work have stead 
ily increased with one large store now 
three to four months behind on _ the 
work. Some stores now feel that it will 
be impossible to make much headway 
for the duration. 

q Passage of the Green Silver Bill has 
brought no immediate relief in the sil 
ver supply for most Providence-Attle- 
boro jewelry firms but it is believed 
that war orders which must be met by 
the semi-fabricators is responsible for the 
situation and that it will be remedied 
soon. The semi-fabricators are said to be 
so busy on war work that they are un- 
able to divert their attention to so-called 
non-essential orders. Manufacturers be 
lieve that with the ‘Treasury silver tak 
ing care of war work the current silver 
output soon will be available for their 
demand. Opinion is that the supply of 
silver for civilian work will be sufficient 
to allow manufacturers to fill their 
50 per cent quota. Meanwhile, manufac 
turers are faced with an ever-growing 
manpower problem as the draft and at 
traction of higher paying jobs in war 
work continue to reduce their labor 
forces. Plant managers are almost unan 
imous in the opinion that the manpower 
headache is far more serious than that 
of materials. 

q The Reliable Glass Works, manufac 
turers of imitation pearl novelties, has 
moved to larger quarters at 80 Clifford 
St., Providence. 

q As of Sept. 1 the Providence address 
of R. M. Jordan & Co. will be 17 Cus 
tom House St. 

q Tilden-Thurber Corp., Providence, re 
cently exhibited wash drawings by the 
French sculptor, August Rodin. The ex- 
hibition was in the fourth floor galleries 
of the store. 

q In the fifth expansion move in the 
company’s history, the Van Dell Co., 
makers of gold-filled jewelry, has moved 
to 185 Eddy St., Providence. 

q The De Roma Corp. has been formed 
to handle rosaries and prayer books for 
the jewelry trade. Maurice J. Karpeles 
is the president of the new firm which 
will be located at 73 Dorrance St., 
Providence. 

4 A_ collection of military 
and civilian defense insignia, manufac 
tured in Attleboro, has been on display 
at the Elmwood Public Library in 
Providence 


decorations 


Date of N. J. Horos Convention 
To Be Set at September Meeting 


A definite date will be set and plans 
for an October convention to be held by 
the Horological Society of New Jersey 
will be made at an open meeting of the 
Society on Sept. 9, Harry Van Laar, 
president, has announced. 

Watchmaker licensing will be the con 
vention topic, with representatives of 
watchmaking schools and the craft as 
speakers. The Essex House in Newark 
has been chosen as the site. 

The September meeting is open to any 
watchmaking and 
interested in 


members of the 
jewelry trades who are 
discussing and promoting watchmaking 
legislation for the state, Mr. Van Laar 
said. 
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To The Editor... 


Sorry—Our Mistake 
They Were Swiss Alarm Clocks 


Editor, Jewevers’ Crrcutar-Keysrone: 


We are quite amazed, as well as dis- 
mayed, that The Jewelers’ Cireular-Key- 
stone would run the picture and article 
on page 125 of your August issue. You 
have certainly placed the wholesale dis- 
tributor of War Alarms in an undeserved 
position. ‘The article indicates that one 
retail store in California was able to ob- 
tain 500 War Alarms. This causes other 
retail jewelers to feel that the whole- 
sale distributors have taken advantage 
of them. ... 

ARTHUR F. ALLEN 
Morgan & Allen Co., San Francisco, 
President, California Wholesale Jewelers’ 
Association. 


Editor, Jewevers’ CrrcuLar-KEYSToNeE: 


There have been a lot of unfavorable 
comments cau ed by the error in report- 
ing the sale of 500 War Alarm clocks 
by a jewelry store in Burbank. The 
Jewevers’ Crrcutar-Krystone in the 
August issue played this up on Page 125 
and unfortunately stated they were War, 
Alarms. You no doubt know by this 
time that the War Alarms distributions 
turned out a pitiful failure. We took 
orders for 10,000 of them and our com- 
plete allotment from all factories was 
less than 1000—not enough for one-third 
of a clock to each jeweler! When the 
jewelers read the article they all thought 
we had favored this store and what a 
time we had! 

I happened to be in New York when 
these Swiss clocks arrived, and I had 
2000 of them picked out to ship home 
when the O.P.A. ruled that the retail 
ceiling on them was $3.75 plus taxes and 
transportation which is the price Fin- 
ley’s advertised. They cost the importer 
$3 to land; he sold them for $3.25 and 
the jeweler had to sell them for $3.75. ... 

ARTHUR P. CARE. 
FE. W. Reynolds Co., Los Angeles. 

[JC-K’s face is red for an unfortunate 
error on the part of a reporter. The 
clocks advertised and sold by Finley’s 
Credit Jewelers of Burbank, Cal., were 
imported Swiss; not War Alarms. 
JC-K apologizes both to Finley’s and 
to wholesalers customers may 
have suspected 


whose 
inequalities in the dis 
tribution of War Alarms, adequate sup 
plies of which have not been available. 
We are glad to publish this correction in 
justice to those houses who are doing 
their utmost to take care of their trade 
as fullv and fairly as circumstances per 


mit.— Fd. ] 


Recovering Small Screws 
Editor, Jewrevers’ Crrcurar-Keystone: 


In your August issue on Page 108 
you have a suggestion for retrieving 
small parts that fall through the basket 
of a cleaning machine into the jar, | 
a cleaning machine with tall jars 
and when screws or click or clutch 
springs fall through I use a piece of 
steel wire which I have magnetized and 
keep hung on a nail near the machine 
This, I find, is the quickest way of fish 


have 


ing them out and then demagnetizing 
them. 
WILLIAM GELJACK. 


Springfield, N. J. 


Jewelry Co., credit 
jewelers, 227 W. Main St., Oklahoma 
City, has been bought by Lester Sho- 
shone and James Naiman, who operate 
a number of jewelry stores in Oklahoma 
and Texas. The firm will continue under 
the same name. 


The Rosenfield 


Nat Mehi, who has been in business 
during the past 15 years in California 
and Louisiana, has bought the credit 
jewelry firm of Harry Scher at 208 Main 
St., Little Rock, Ark. 





IMMEDIATE 
DELIVERY 


FOR 
JOBBERS- 
RETAILERS 


WORLD'S BIG- 
GEST SELLING 
ITEM 





SS ee 


GOLD PLATED METAL 
COVERED BIBLES 


POCKET SIZE 
e NEW TESTAMENTS 
e CATHOLIC PRAYER BOOKS 
To Retail at $1.95, $2.95, $3.95 each 
ATTRACTIVE DISCOUNTS 
WRITE — CALL — WIRE 


SHIELDS OF FAITH CO. 


85 VAN BRAAM ST., PITTSBURGH, PA. 














Sold only direct 
to Retailers 





250 Sterling Charms in Illustrated Catalog on request 
WELLS MFG. CO., ATTLEBORO, MASS. 





PATTI BASAL ORT AI NS MEAT ALL 
DESIGAING 


STIL 
x 


NORTH ATTLEBORO ENGRAVING CO. 


ATTLEBORO FALLS, MASS 















22 Patterns Sterling Stiver 

ANCHESTER 
SILVER COMPANY 

Providence Rhode Island 





REED & BARTON 


SILVER POLISH 


A superior polish—made by sil- 
versmiths for jewelers’ use and re- 


sale 
Freight now prepaid in U. 8. in 
specified minimum lots — jeweler 
receiving full 100% grofnt. 


REED & BARTON - Taunton, Mass 























for 
Victory 


Critical metals, steel — brass — nickel 
— lead — cadmium — zinc —etc., have 
gone to war. 


The nation’s labor has followed, de- 
voting their efforts to the production 
of necessary war materials and essen- 
tial civilian goods. 


Let the dollars join in this Home 
Front effort to insure the Victory— 
BUY WAR BONDS. 


F. H. NOBLE & COMPANY 


Manufacturers 
559 W. 59th St., Chicago, Illinois. 








Gold=Silver 
DLATING 


“ASK ABOUT” 


HODANIZE 


TRADE MARK REG. U. S PAT. OFF 


Silverware 


REPAIRED & PLATED LIKE NEW 


Swartz & Co. 


10 S. Wabash Ave. CENtral 6089 























Your JoBBER Has 


NEWALL 
| “Quality Findings” 








The Newall Mfg. Co. - Chicago 





®UR WORK COSTS NO MORE THAN 
ORDINARY WORK 
BSECKER-HECKMAN CO. 


29 E. Madison St. CHICAGO, ILL. 





CONSULT... 
M. Y. FINKELMAN 


for 
Diamonds and Diamond Jewelry 
EST. 1923 


29 E. MADISON ST. CHICAGO 
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loner nen 


q.¢. S. Cravens, of Craven’s Diamond 
Shop Co., Kansas City, Mo., spent sev- 
eral days in Chicago last month, 

q Michael Kloville, Chicago representa 
tive of Bulova Watch Co., recently re- 
turned home with his wife and daughter 


after spending nearly six weeks at 
Colorado Springs. 
q W. A. Esterquest, associated with the 


retail jewelry business in the loop dis- 
trict of Chicago since 1889, recently 
opened his own business in Room 835 
Pittsfield building. 

q After spending three weeks at the 
New York office, Fred Gottlieb, Fred- 
erick M. Gottlieb & Co., returned to 
Chicago last month by way of Montreal 
and Toronto, accompanied by Mrs. 
Gottlieb. 

q Miss Mollie M. Marcus, formerly with 
A. Stanley Brussel, has opened a branch 
office and showroom for the American 
Binder Co., with exclusive mid-west dis- 
tribution. The new offices are located in 
the Merchandise Mart building. 

q Only 26 days after he shot and killed 
Joseph Schulte, aged jeweler, in his 
store at 3155 W. Harrison St., Chicago, 
as reported in the August issue of 
JC-K, Ernest Wishon was convicted of 
murder by a jury and sentenced to die 
on Sept. 24 by Chief Justice John A. 
Sbarbaro in the Criminal Court. 

q Ed Cain, of Ed Cain & Co., wholesale 
jewelers at 31 N. State St., made a rec 
ord or something of that kind on the 
three short holes, 3, 6 and 9 the first 
nine at Idlewild Country Club on Sun 
day, Aug. 8, when he made the first of 
these in one, the second in two and the 
last in three strokes, making three par 
3 holes in 6. 

q The Credit Jewelers Association of 
Chicago designated Aug. 21 as “Ciga 
rette Day” and requested that members 
contribute 10 per cent of all cash sales 
and receipts on that day for the pur- 
chase of cigarettes for overseas service 
men. Many contributed as high as 25 
per cent and as a result several times 
the 50,000 cigarettes donated by the as- 
sociation in June are now on the way 
to the boys in distant lands. 

q Last month the Chicago papers gave 
much publicity to the feat of Ist Lt. 


Theodore’ Bitterman, of Bitterman 
Bros., Ine., credit jewelers of Evans 
ville, Ind., has launched into a new kind 
of advertising. Mr. Bitterman’s ad, which 
recently ran in local papers, said: “$50 
reward for information—suitable two 
bedroom apartment or small house— 
price no object.” That’s right—Evans- 
ville is crammed with war workers and 
living quarters are at a premium. 


Women bat a high average when it 
comes to turning out diamond dies, 
WPB has announced. After hearing re 
ports that women workers were turning 
out inferior dies, WPB made a thorough 
investigation—found that not only were 
women on a par with men but plants 
employing a considerable proportion of 
women have a better average turn-oul 
than plants employing only male 
workers. 








George E. Michalka as bombardier on 
“Short Strides,” a Flying Fortress, 
during a trip over Europe. The Army 
Air Corps reported that in 5 min. single- 
handed, against 25 Messerschmitts, he 
sent four down in flames and arrived 
home with one engine out, the radio 
room in flames and one man of the crew 
wounded. Lt. Michalka is the 26-year- 
old son of George M. Michalka, sales- 
man for the Benj. Allen & Co., Chicago, 
and well known to retail jewelers 
throughout Middle Western States. 

q The annual golf outing of the Chi- 
cago Credit Jewelers Association was 
held at Idlewild Country Club on Aug. 
11 with most favorable weather and 
ground conditions. Secretary Ben Hal- 
pern had neglected no detail in provid- 
ing for the pleasure of the 75 members 
and guests present. After an elaborate 
chicken dinner, President Valentine 
Jones announced the distribution of golf 
prizes, seven to members and three to 
guests. First low net was awarded to 
C. L. Smith and others in order to 
H. Lorsch, Charles Simons, H. J. Smith, 
Ben Halpern, J. Hays and Al Brown. 
Guest prizes went to Ed Cain, Charlie 
Brown and Sam Manners. Twelve prizes 
were awarded to non-golf winners of 
door prizes. 


Mats for 3rd War Loan Drive 
Obtainable Through Committee; 
Each Salesman Has $200 Quota 


The Third War Loan Drive—retail- 
ing’s biggest wartime assignment—starts 
Sept. 9 with the goal of 15 billions dur 
ing the next three weeks. Each retail 
worker is called on by the Retailers 
War Campaign Committee, 3609 W-. 
Arthington St., Chicago, to sell at least 
$200 worth of bonds, directing their ef- 
forts especially to the 25,000,000 people 
in the country who are not exposed to 
some form of regular or systematic pur- 
chase of bonds. These people who can 
best be reached by retailers are profes- 
sional men, farmers, small business men, 
housewives and others not subject toa 
payroll deduction plans. 

Major slogan of the campaign is 
“Back the Attack with War Bonds.” 
“Attack Day” opens the drive Sept. 9 
with the appeal “More Bonds and Sweat 

Less Blood and Tears.” Other days, 
on successive Thursdays, are “American 
Heroes Day,” “Axis Pay-Day” and 
“Sacrifice Day.” 

A campaign book, complete with sug 
gestions and proofs of  various-sized 
mats which can be obtained without 
charge, has been prenared for retailers’ 
use by the Retailers War Campaign 
Committee at the above-mentioned ad- 
dress. Many retailers will devote 10 
per cent of their September advertising 
to promoting the sale of War Bonds. 

To become an issuing agent, a store 
must have an established credit rating 
and show the Federal Reserve Bank 
that it can sell at least 250 series “E” 
bonds. Smaller retailers can arrange 
with their local banks to be sub-agents 
for issuing bonds. 

When a salesclerk fails to ask “How 
many War Stamns with your change?” 
he’s guilty of “absenteeism.” 
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international Silver Co. Wins Army-Navy "E" Pennant 
For Production of More Than 100 War Instruments 


In recognition of its production rec- 
ords for more than 100 types of vital 
war instruments the International Silver 
Co. received on July 27 the Army-Navy 
“E” pennant in a streamlined ceremony 
jin which national, state, and local offi- 
cials, as well as military and naval per 
sonalities, took part. International's fac- 


tories “R” and “H” were the two 
honored. 
Evarts C. Stevens, International Sil- 


ver’s president, accepted the award from 
the hands of Rear Admiral Wat T. 
Cluverius, USN (retired). 

Messages from top state and national 
vovernment figures, including Donald 
Nelson, WPB head, poured into Interna- 
tional Silver’s offices congratulating the 
company and its employees on their part 
in the war effort. 


Rear Admiral Wat T. 
Cluverius, Evarts C. 
Stevens, International 
Silver Co. president, 
Ernest Cheeney, one of 
the company's oldest 
employees, and Lt. Col. 
Howard F. Currie dis- 
play the "E" flag won 
by International—silver- 
ware manufacturer 
turned to war work and 
now the world's largest 
maker of bone-cutting 
forceps. 


Opening the half hour program at the 
Silver City’s Insilco stadium was Roy C. 
Wilcox, executive vice-president, greeted 
the guests and introduced as master of 
ceremonies Connecticut’s U. S. Senator 
Francis T. Maloney. Meriden Mayor 
Francis R. Danaher, who proclaimed a 
special “Silver Award Day” for the 
event, extended the city’s congratulations. 

Mr. Stevens, in accepting the award 
for management and employees, ex 
plained how International had been able 
to switch to 100 per cent war production 
in all factories in approximately two 
years. “Because all of us have had a 
real appreciation of our country’s need,” 
he said, “and because most of us have 
close relatives and friends in the armed 


services of the country, we have not 
lacked for inspiration, and we might 








CHAS. ASCHERMAN 
AND COMPANY 


Wholesale Jewelers 


503-7 Hippodrome Bidg. 
CLEVELAND 14, OHIO 
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feel that our efforts represent perhaps 
the utmost that would be accomplished.” 

At the conclusion of Mr. Stevens’ ad- 
dress the “E” pennant was raised to the 
top of the flagpole by a special color 
guard—William Wolgast and Charles 
Neitzel from factory “H” and Raymond 
Sawyer and Gustave Lipfert from fac 
tory “R.” 

Lt. Col. Howard F. Currie, command 
ing officer of the New York Medical De- 
partment Procurement District, gave “E” 
insignia pins to 12 employee representa- 


tives—each employee in the two fac- 
tories later received an individual pin. 
Lt. Col. Currie has worked with Inter- 


national officials on conversion plans for 
the manufacture of delicate surgical in- 
struments. | 
Accepting the lapel pins for Interna- | 
employees 


tional were Anna Barrett, 






Arthur Gross, Philip L’Heureaux, Carl 
ton Mandeville, Anna Mazzeo, and Albert 


Stevens, all from factory “H.” Repre- 
senting factory “R” Ernest Chee 
ney, John Muzec, Joseph Pinarcik, 
Charles Saleski, Walter Weitzel, and 
Charles Yale. 


were 





Before the ceremony government and | 


U. S. Army and Navy officials, plus 
other guests, were shown through the 
factories. 


International makes shell cases, valve | 
wheels, surgical instruments, and other | 


instruments and weapon parts. Convert 
ing to totally new methods of production 
from the manufacture of silverware, the 
company completed its first war con 
tract four months ahead of schedule and 
has been turning out goods for the Allies 
at top speed ever since. 


OPA Consumers Goods Chief 
Is Retailer with Business Past 

Reagan P. Connally, said by Chester 
Boweles, OPA general manager, to be 
one of the nation’s leading retailers, will 
head direction of the consumers’ goods 
division of the Office of Price 
tration. 

In announcing Mr. Connally’s appoint- 
ment Aug. 18, Mr. Boweles said 
under his direction OPA would “carry 
out the task” of rewriting and simplify- 
ing OPA regulations and orders pertain- 
ing to retail stores. 
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-WANTED- 


A GOING JEWELRY STORE 
IN A LIVE TOWN OR CITY 


| will pay cash for a store that 
is a good buy—and has a repu- 
tation that will merit its con- 
tinuation in business. 


—NO BROKERS, PLEASE— 


Write details to Box A., 3963, 
Care of Jewelers Circular-Keystone 













FEINSTEIN BROS. 


+ Jobbersin + 
Watch Materials and Supplies 
Federal Finished Crystals— 
Optical Goods 


5 South Wabash Ave. - - Chicago 

W ATCHES—New and rebuilt 

WATCH CASES—A case for every 
movement 

STRAPS for any case 

WATCH and RING BOXES 

J-B WATCH ATTACHMENTS 

TOOLS—New and used 


ZENITH Cleaning and _ rinsing 
solution 

NEW ADDITION to our repair 
department 

SEND your movement—we will 


rebuild in the latest style case, 
with modern dial—our guaran- 
tee for 120 days 

HIGHEST PRICE paid for old and 
new movements and tools 











ORDER 
JEWELRY 
BOXES NOW 


WHILE OUR STOCKS (C4 
ARE COMPLETE >) 


nif 
HENRY PAULSON &@ CO. a 
37 50. WABASH AVE CHICAGO "Hig 

















WANT ADS 
It pays to use Jewelers’ Circular- 
Keystone Classified Ads 














fcome WATCH CO. 


5 S.WABASH AVE. CHICAGOILL. 


USED WATCH. 















m 

MATERIALS z 

o 

bes | 

USED MOVEMENTS i=] 

Good Condition x 

Good Diais a 

O-Size Elgin, > 

Waltham =~ 

7J, $2.50—15J, $3.50 THE PRICE OF & 

18 Size Hunting, = 

Elgin, Waltham NEW MATERIALS @& 

7J5,$1.25—15J.$1.75 OQ 
18 Size O.F. Wheels, pinions, 
Elgin, Waltham pallet forks, etc., 
7J3,$1.50—15J, $2.00 for all watches. 
6 Size a Wal- Send sample of 
tham, Hunting what you want! All 
aaa Vea Guaranteed! Remit 

4 Rect. if tistact 

65.$2.00—15).82.50 | omy © satisfactory 
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GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 
SPECIALIZING 
IN 


DIAMONDS 


818 LIBERTY AVE., PITTSBURGH 











MORRIS GOLDSTOCK 
203 CLARK BLDG., PITTSBURGH, PA. 
WATCH CASES, DIALS, WATCH 
MATERIALS, JEWELRY BOXES, SOLDERS, 
FINDINGS, OPTICAL SUPPLIES 








J. B. BERNSTEIN CO. 
Wholesale Jewelers 
DIAMONDS and MOUNTINGS 


502 Clark Bldg. Pittsburgh, Pa. 








LANDAW BROS. 
Watch Materials and 
Jewelers Supplies 
406-407 Clark Building 
PITTSBURGH, PA. 











Retailers May Now Deliver Gifts 


Retailers in the eastern area affected 
by the gasoline shortage may now de 
liver small packages containing gifts, if 
such a package is to be taken to the ad 
dress of the person who is to receive the 
gift, according to a modification of the 
size and weight limitations on deliveries 
announced by the Office of Defense 
Transportation. “The package must be 


sent to the address of a person, other 
than the purchaser, who is to retain 
possession of the property.” 

Mail and telephone orders may also 


be delivered regardless of size, the new 
amendment to General Order ODT 17 
states. The changes were made_ to 
benefit war workers, who are unable to 
shop in person during the day. 
\lso exempted from the size 
weight limitations are deliveries of ex 
changes on merchandise damaged in de 
livery or delivered in error. All other 
packages not specifically exempted must 
weigh over five pounds, or exceed 60 
inches combined length and girth. 


and 


When a salesclerk fails to ask “How 
many War Stamps with your change?” 


he’s guilty of “absenteeism.” 
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Western Pennsylvania RJA, 
With 300 Members, Considers 
Affiliating With ANRJA 


John C. Grau, president of the West- 
ern Pennsylvania Retail Jewelers Asso- 
ciation, has appointed Leonard D. Hel- 
fer, past president of the association, as 
chairman of a convention committee to 
consider an overture that the Western 
Pennsylvania association join the Ameri- 


can National Retail Jewelers’ Associa- 
tion. 
Committee members besides Mr. Hel- 


fer include Herman Crown, retailer, of 
New Kensington, Pa.; Martin M. Kra- 
mer, East Liberty in Pittsburgh; Harry 
Lasday of Braddock, Pa.; John C. Grau 
of Pittsburgh, and Herman Hollander, 
executive secretary of the association. 

The Pittsburgh committee, appointed 
as delegates to ANRJA’s “War Time 
Conference” in New York, planned to 
convene with national officials to consider 
such an arrangement. 

The Western Pennsylvania’ group, 
which has been active in many national 
issues as well as local ones, claims a 
paid-in and active membership of nearly 
300, comprising stores of all types and 
sizes—cash and credit, independent and 
chain. 

Mr. Helfer, in discussing the proposed 
affiliation with a JC-K_ representative, 
endorsed the proposal which has been 
set forth at various times in this maga- 
zine for one unified national association 
of retail jewelers (Sept., 1942, p. 46): 
“There is no need,” he said, “for two 
national associations representing the 
same group of retailers. 

“Western Pennsylvania Association 
contends,” Mr. Helfer continued, “that 
both sides must recognize that the pub- 
lic is class conscious in purchasing jew- 
elry; there are credit buyers and old-line 
buyers. In an enlarged national organi- 
zation, certain groups could reach the 
credit jewelers as a separate division 
who would still be under the banner of 
the national association.” 


Los Angeles Horos Meet 


The Los Angeles Guild of the Horo 
logical Association of California met July 
23 to hear a talk on watchmaking prob- 
lems and to make plans for the coming 
winter season. 

A. G. Lyons, who opened the meeting 
as chairman, gave a report on the pres 
ent black market in cheaper Swiss 
watches. John Nooyen then gave a talk 
on methods of making small tools, put- 
ting new teeth in small wheels, and tack- 
ling jeweling problems. 

The members planned to adjourn for 
the remainder of the summer, and de- 
cided to hold the first fall meeting at 
some time in September. 


A war bond approach that hit home 
and soared bond sales_in his store was 
recently used by Leon Rubin, jeweler 
of East Liverpool, Ohio. Mr. Rubin 
displayed in his window the picture of a 
young soldier killed in Africa, along 
with his Purple Heart citation. As soon 
as the display was installed Mr. Rubin 
began getting more bond buyers. 


PITTSBURGH | 











Jewelry Sales Tax for 1943 
Totals Over $88 Million 


The retailers’ excise tax on jewelry 
brought $88,365,799 into Uncle Sam’s 
coffers in the fiscal year ending June 30, 
1943, Bureau of Internal Revenue fig- 
ures show. ‘The eight months’ total for 
the 1941-1942 fiscal year (the 10 per 
cent tax on retail jewelry sales didn’t go 
into effect Oct. 1, 1941—hence was not 
in operation for that entire year) was 
$41,500,948. 

Retail jewelry sales this year con- 
tributed approximately $30,000,000 more 
to Government income than the figure 
estimated as normal by the House Ways 
and Means committee when it first pro- 
posed the tax. 

Although the jewelry tax intake led 
furs and toilet goods in dollar amount, 
furs showed the biggest comparative rise 
during the last fiscal year, jumping from 
$19,743,864 during the previous eight 
months to $44,222,755. Toilet prepara- 
tions rose to $32,677,315 in taxes this 
fiscal year as compared to $18,167,124 in 
the eight months’ period. 

Jewelry sales this year played a larger 
part in Government income than revenue 
collected on sugar, automobiles and mo- 
torcycles (excluding trucks) radio sets 
and phonographs, chewing and smoking 
tobacco, use of motor vehicles, or im- 
ported liquors. The retail jewelry sales 
tax figure was only $27,000,000 less than 
the tax on all entertainments, including 
movies, theatres, cabarets, concerts, ete. 


Army Says Watchmakers Are 
Assigned to Instrument Work 
With Air Forces and Ordnance 


The Army is trying to make the best 
possible use of the skills of watchmaker 
inductees, according to Acting Adjutant 
General H. B. Lewis. 

“Men inducted into the military 
vice who are experienced watchmakers 
and watch or clock repairmen are nor- 
mally assigned to duties involving the 
installation, adjustment and repair of 
precision instruments, in use by the va- 


ser- 


rious arms and services of the Army, 
notably the Army Air Forces and the 
Ordnance Department,” the brigadier 


general said. 

His explanation was in a letter to 
I.. R. Douglas of Indianapolis, manag- 
ing director of the Watchmakers Asso- 
ciation of Indiana, ~who had informed 
the War Department that more than 
2500 trained, skilled, efficient watchmak- 
ers at present are in the Army. “Many 
of these* watchmakers,” the Douglas let- 
ter said, “have been assigned to branches 


of service not even remotely related to 
watch repairing. 
“These men would be’ delighted to 


have the opportunity of serving their 
country in a capacity for which they are 
most qualified by past training and ex 
perience, by being assigned to this work, 
as it would permit them to continue 
without interruption the profession they 
expect to follow on their return to ci- 
vilian life.” 
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q Richard Aukenthaler, Price Hill jew 
eler, was honored by being chosen gen- 
eral chairman of the outing his com 
munity sponsored at Coney Island last 
month, 

q E. C. Brunst, general credit manager 
of the Gruen Watch Co., has been re-ap- 
pointed to his post on the legislative com- 
mittee of the National Association of 
Credit Men. 

q Visiting jewelers here last month in- 
cluded Elmer Lodde, La Fayette, Ind., 
and Joseph Shawl, Lakewood, Ohio, who 
retired recently. It was the first oppor- 
tunity Shawl had to visit his friends in 
the trade here since he went on the in 
active list. 

q Edward Herschede, of the Frank Her 
schede Co., was surprised to pick up a 
newspaper recently and see a picture of 
himself taken during the days he was 
learning his A, B, C’s. It was a re-print 
of the 6th class of the old Avondale 
school and included many persons who 
are now prominent in the city’s life. 

q Members of the Cincinnati Guild, Ohio 
Watchmakers Association, will hold their 


Diamond Prices Freed... 


(From Page 136) 


diamond, it is evident that there is a 
truly infinite range of values dependent 
upon minute variations in one or more 
of the four factors, all of which can 
be determined only by highly trained 
experts.” 

It was also emphasized that the price 
of diamonds does not in any way affect 
the cost of living, and therefore, that in 
view of the impracticability of applying 
any system of price ceilings they should 
be exempted from the regulation. 

The “statement of considerations” 
which the OPA has issued in support of 
the new amendment said: “It is not prac- 
ticable to differentiate among diamonds 
on the basis of weight alone and there 
fore, it is not advisable to continue to 
exclude from the classification, precious 
stones, diamonds of less than one carat. 
The color, quality and cut of a diamond 
are as important as its weight in distin 
guishing it as a precious stone. The 
grading and classisfying of diamonds of 
all weight depends, in a large measure, 
upon the judgment and preference of 
individuals. It is the opinion of diamond 
experts that a flawless half carat stone 
may be much more valuable than an in 
ferior stone weighing 1.00 carat and it 
has not been customary in the trade to 
use weight as the only important stand 


ard in determining the value of diamonds. 


It has therefore been concluded, that all 
diamonds, regardless of size, except in 
dustrial diamonds, should be included in 
the definition of precious stones which 
are exempt from price control. The ex 
emption of small diamonds from _ price 
control will not affect price control gen 
erally, or threaten the stability of the 
cost of living.” 
The parallel is clear. 


The Shaw Jewelry Co. of Galveston, 
Inc., credit jewelry firm of that city, 
suffered a $3000 damage loss during the 
recent hurricane which swept 
the state of Texas. 
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first meeting of the fall season Friday, 
Sept. 3, in Hotel Sinton. Elmer G. 
Fisher, president, said he was making an 
effort to obtain a sound movie on modern 
watchmaking from the Elgin Watch Co. 
to show at either this or an ensuing 
meeting. 

q In a report released at Cincinnati by 
the U. S. Bureau of Census and Ohio 
State University’s Bureau of Business 
Research it was shown that sales in 
jewelry stores throughout Ohio rose 31 
per cent in June this year as compared 
with that month in 1942. The only higher 
gains were recorded in men and women’s 
clothing and furnishings. 

q E. B. Jacobs, of D. Jacobs Sons Co., 
disclosed recently that he had experi 
enced golfing’s biggest thrill. At Cob- 
bossee Country club in Monmouth, where 
he vacationed this summer, he made a 
hole in one for the first time since he 
took up the game. Details will be learned 
upon his return the first part of Septem- 
ber. Also expected back at the firm 
about that time is J. D. Jacobs who, with 
his family, has been vacationing at Cape 
May, N. J. 


Michigan Jewelers and Watchmakers 
Join in Conference at Grand Rapids 


Members of the Michigan RJA and the 
Horological Association met in joint 
conference July 28 at the Greenridge 
Country Club, Grand Rapids. The con- 
vention was the fifth consecutive gather- 
ing in which the two groups have joined. 

After hearing reports of the various 
committees, the RJA reelected for a 
1944 term the entire slate of 1943 officers. 
They are: Orval Church, Alma, presi 
dent; Al Neibor, Grand Rapids, Ist vice 
president; Roy Wethered, Flint, 2nd 
vice-president; H. T. Doxtader, Lansing, 
secretary: Bert VandenBerg, Grand 
Rapids, treasurer. 

Sid Thompson, Mt. Pleasant, president 
of the Horological Association, brought 
the meeting to order and talked on 
watch repair ethics. Watchmakers must 
maintain fair price standards, he said, 
and avoid cut-throat price slashing com 
petition which leads to lowered repair 
standards. 

Reelected to office with Mr. Thompson 
were: Horace Cole, vice-president; and 
Stanley Gaver, secretary-treasurer. T. 
F. Barnes was chosen as chairman of the 
board of directors, and Glen Hammer 
and Bert VandenBerg were elected as 
trustees. 


Retail Jewelry Tax for July 


The retail excise tax on jewelry 
amounted to $8,315,463 in the month of 
July — approximately $2 million more 
than the tax for the same month last 
year. 

Furs and cosmetics, the two other 
kinds of merchandise on which a retail 
sales excise tax is levied, were $1,655,- 
321 and $3,127,507 respectively. 


Jones & Whetsell is the new name of 
the Elkins, W. Va., retail jewelry store 
formerly owned by Paul H. Neftin. 
Mr. Nefflin recently sold his 60 year old 
business to M. E. Jones and Mr. Whiet 
sell. 








WE specialize in special 
order work. Send us your 
specifications. We'll sub- 
mit a design without 


obligation. 


THE SCHUMER BROTHERS CO. 


Manufacturing Jewelers 
5 E. Third St. Cincinnati, Ohio 








DIAMOND-CUTTING 
EXPERT WORK 


FAST SERVICE 


LITWIN & SONS 
114 West 6th Street, Cincinnati, Ohio 








KLEIN BROTHERS 
COMPANY 


WHOLESALE JEWELERS 


ENQUIRER BLDG. CINCINNATI, O. 








Harry Greenwold Co. 


The House of Quality and Service 
18 WEST 7th STREET, CINCINNATI, OHIO 


VIRGIN Diamonds 


CELLINICRAFT Jewelry 


ELGINS e HAMILTONS (Zones 7, 8} 
Lines of quality and style that give you pro- 
tected profit. You can recommend these lines 

to your customers with confidence. 








PROMPT SERVICE ALWAYS 


GERWE-BROWN C0. 


Wholesale Jewelers 


CINCINNATI 
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OBITUARY 


J. M. Bennerr, 75, head of the Min- 
neapolis, Minn., wholesale jewelry firm of 
J. M. Bennett Co., died July 18. He be- 
gan his career in the jewelry trade in 
1891 when he became a partner in the 
Reed-Bennett Co. 

R. A. Boyn, retail jeweler of Beckley, 
W. Va., died July 16. 

Mrs. Lucy W. Bropnax, 69, part 
owner of George T. Brodnax, Inc., manu- 
facturing and retailing firm of Memphis, 
Tenn., died July 23 in Gulfport, Miss. 
The company was founded by her late 
husband, for whom it is named. 

Sic6munpD Bure, 65, importer of semi- 
precious stones and wholesaler of jewelry 
and novelties, with headquarters at 29 E. 
Madison St., Chicago, died Aug. 4 after 
an illness of several weeks. 








Where to Buy 
IMPORTED 
China and Glass 











Foley English Bone China 


Dinnerware — Teaware 


Staffordshire Floral Clusters 


ELLIS CHINA COMPANY, INC. 


607 Fifth Avenue New York City 








EDWARD BOOTE 


35 & 37 West 23rd St., New York, N. Y. 
Tel. Gramercy 5-1605 
ROYAL CROWN DERBY CHINA 
WOOD & SONS DINNER AND 
HOTELWARE 
GIBSON & SONS TEAPOTS 

















ROYAL DOULTON 


English Rone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 


IRISH BELLEEK 


The original production 


WM. S. PITCAIRN CORPORATION 
“212 Fifth Ave. New York, N. Y. 


JUSTIN THARAUD, Inc. 
129 Fifth Ave., New York City 


ROYAL ALBERT 
Englixh Bone China 
MYOTT’S 
English Staffordshire Ware 








PAUL A. STRAUB & CO., Inc. 
19 East 26 Street, New York 
Importers of 
China, Glass and Earthenware 
Dinnerware, Art Goods, Giftwares 
Marray Hill 3-5460 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basait 
Trade-Mark WEDGWOOD 
Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 
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Wim G. 
William G. Buschemeyer & Son, special 
order manufacturing firm of Louisville, 


BuscHeMeyer, head of 


Ky., died Aug. 2. 


Juxiius DIn HOFER, 
56, president of 
Dinhofer Bros., 
Inc., diamond cut- 
ting firm at 150 
Lafayette St., New 
York, and also 
owner of Dinhofer 
Corp., 599 Broad- 
way, died Aug. 17. 
He had been ill for 
eight weeks. His 
brothers will carry 
on the business. 





Henry C. Drumm, 60, 7000 S. Lowe St., 
Chicago, material and optical goods dis- 
tributor, died Aug. 6 after a brief illness. 

Morris A. Green, 75, founder of M. A. 
Green, one of the oldest retail jewelry 
firms of Waterbury, Conn., died July 16. 
Coming to Waterbury from his native 
Poland as a lad of 20, Mr. Green estab- 
lished a store which became one of 
Waterbury’s finest. He was active in 
civic affairs, and was an authority on 
Hebrew philosophy. 

Mrs. Marumpa L. Gruen, wife of 
Fred G. Gruen, co-founder of the Gruen 
Watch Co., died July 26. 

Naruan Hann, 65, partner in the firm 
of Cohn, Hahn & Newstedt, Cincinnati, 
prior to his retirement 20 years ago, died 
July 25. The concern has since been 
absorbed by the Greenwold-Grift Co. 

Cuartes HartsHorn, manufacturers 
representative, died at his home in Bris- 
ton, Ind., July 13. He was recently asso- 
ciated with Krementz & Co., of Newark, 
N. J., and Chicago. 

Currrorp F. Lamont, 63, owner of 
John Lamont & Son, Inc., 542 5th Ave., 
New York, dealer in precious stones, 
died Aug. 8. He was past president and 
an honorary member of the 24 Karat 
Club, and a retired major of the New 
York State Guard. 

Samuet A. Liserman, 80, founder and 
head of S. A. Liberman & Sons, Inc., 
wholesale jewelry firm of Syracuse, 
N. Y., died there July 23 after a brief 
illness. He had been in business 60 
years. 

W. H. McCreary, 57, jeweler of Wind- 
sor, Ontario, died suddenly July 22. 

Joun F. Movtr, 67, president of 
Stephen L. Folger, Inc., New York, 
wholesaler of school and fraternity jew- 
elry, died July 27. He had been with 
the firm for 45 years. 

JosePpH F. O’Grapy, 48, for 25 years a 
retail jeweler in Buffalo, N. Y., died 
July 21. 

Epmunp Scuever, 96, wholesale jew- 
eler of Montreal, died there July 2 after 
being hit by a streetcar. 

Dave Siruman, of the Benrus Watch 
Co., died suddenly Aug. 17. Mr. Sill- 
man, who had charge of Benrus sales 
for Michigan, Northern Ohio, Western 
Pennsylvania, and several cities in West 
Virginia, had been ill for some time. 
Last winter he spent several months in 
Florida for his health. 

Joun M. Surtexps, vice-president and 
secretary of F. H. Noble & Co., Chicago 


manufacturer of jewelers’ findings, died 


at his home July 20. He joined the com- 
pany in 1917. Starting the firm’s manu- 
facture of jewelry boxes, he managed its 
box plant for 25 years. 











Henry C. WIeGanp, 72, partner in 
Wiegand Bros., Inc., jewelry company of 
Racine, Wisc., died there July 13. Mr. 
Wiegand was born in Racine and lived 
there his entire life, first entering the 
jewelry trade in 1899. 

Freperick LL. WurscHINGER, 72, a 
watchmaker of Columbus, Ohio, for more 
than 50 years, died June 28. He had 
been ill three years. 


§ 





Where to Buy 
AMERICAN 
China and Glass 








THEODORE HAVILAND 
FINE CHINA DINNERWARE 
MADE IN AMERICA 
All Decorations Are Exclusive 


THEODORE HAVILAND CO., INC. 
26 W. 23rd ST. +: 1550 MERCHANDISE MART 
NEW YORK CITY CHICAGO, ILL. 











ASTLETON CHINA 


INCORPORATED L. E. HELLMANN, President 
DE LUXE TABLEWARE 


for the 


FINE CHINA TRADE 


MADE IN AMERICA * MADE OF AMERICA 
212 Fifth Ave., New York, N. Y. 





LENOX CHINA 
SERVICE PLATES 
DINNERWARE 
NOVELTIES 


Made in America 


fo 


LENOX 


LENOX, INC. Trenton, N. J. 








“CARENADE” CRYSTAL 
Stemware, Bowls, Vases, Perfume Bottles, 
and Smoking Accessories 
Send for Iustrated Catalog 


ENRIGHT-LE CARBOULEC, INC. 
160 Fifth Ave. New York City 
CHelsea 2-5558 











BLENKO 
HAND MADE GLASS 


also 


A wide diversification of smart gift lines and 
decorative accessories. 


RUBEL & FENTON 


225 Fifth Ave. New York 











HAWKES CRYSTAL 
GLASSWARE 











for discriminating 
people—WRITE 
T. G. HAWKES & CO. 


CORNING, N. Y. . 
N. Y. Office: 542 5th Ave. OLD WATERFORD 





MARY RYAN 


ACCESSORIES 


JRNI 


TURE 


T AND ART 
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The ABC of Wateh Repairing 


Part V - Installing the Mainspring 


by L. D. STALLCUP 


7 AINSPRING: The installation of a new main 
a spring is one of the most frequent repair jobs. 
[t is also one of the most important ones, because the 
timekeeping of an adjusted watch may easily be spoiled 
by installing the improper mainspring, or improperly 
installing the correct mainspring. 

In the first place, the quality of the mainspring should 
be the best obtainable. A spring that is too soft, while 
it seldom breaks will easily set, lacks resilieney and will 
not furnish the steady flow of power required to give 
proper motion to the balance throughout the day’s run. 
A properly tempered spring though it may be more sub 
ject to breakage, is essential to good time-keeping. 

Be sure that your mainspring is of exactly the cor 
rect size if at all possible. For the American watches 
this is simple, as the factories and material houses have 
provided an abundance of charts indicating the proper 
size spring for each model. For many of the higher 
grades of Swiss watches similar charts may be had, also. 
And for the more commonly found grades of Swiss 
watches, at least one large material house has issued 
a catalog showing over 800 different types of ebauche 
and giving the correct size of mainspring to apply to 
each. 

However, even with all this data available one fre 
The 


old mainspring cannot always be taken as a guide, for 


quently finds that he must make his own selection. 


it may be a replacement that has been put in “by guess.” 

A good way to determine the proper width is to see 
If the old 
spring fills it to the right height, its width may be 


how high the old mainspring fills the barrel. 
assumed to be correct. If an exact duplicate is not 
available, a slightly narrower mainspring may be used, 
but never one that is wider, as the wider spring may 
bind when the cap is replaced. 
Fig. barrel 


Thickness and length. 12 represents a 


with a mainspring in it. “H” is the space occupied by 
the arbor hub. “B” is the area of the space occupied by 


When the 


correct spring is in place, the area of the space “B” 


the mainspring. “A” is unoccupied space. 
that the mainspring occupies is equal to the area of the 
vacant space “A”. The worker at the bench does not 
have time to go into the mathematics of this, but the 
practised eve can usually tell when this requirement is 
fulfilled. 


fill the same space as a shorter but thicker spring. 


Now it is evident that a long, thin spring will 
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Which shall we use? Avoid the thick spring as far 


as possible. A thick spring tends to break easier, and 
being stronger, the kick back is more apt to damage 
The thick 


spring also puts excess strain on the train wheel pivots. 


barrel and train wheel teeth or pinions. 


Use only a spring that is just strongh enough to give 
the balance a brisk motion if the watch is in good order. 
If the watch is dirty or in bad order, don't put in a 
stronger spring to make it tick by brute force. Not 


Fig. 12. Barrel with 
mainspring. H is hub 
cap area; B is space 
occupied by mainspring 
and A is unoccupied. 





everything that ticks will keep time. After you have 
installed your new spring, wind it fully, and carefully 
observe whether or not the balance swings so far as to 
allow the roller jewel to strike on the outside of the 
fork horns. 


If you have a timing machine, you can 


detect this almost instantly. Try the watch in at least 
four positions, allowing it to remain in each two minutes 
or more. If the roller jewel strikes in any position, 
you will have to use a slightly weaker spring. 

When the thickness of the required mainspring is 
unknown, a safe start is to try a spring whose thickness 
100th of the inside diameter of the barrel. The 


vour 


is | 
inside diameter of the barrel is measured with 
Boley m/m gauge and the thickness of your springs 
with your metric micrometers. Then, having ascertained 
the proper thickness, the length should be such that the 
mainspring will fill the barrel as in Fig. 12. 

A good way to check up on your selection of length 
and thickness is, after you have installed the spring to 
wind it fully and allow the train to run down with the 
minute 


pallet fork removed, watching the hour and 











ITTTMNNNA TNHITINITTIT 


JEWELRY 


PALLADIUM 


MULL 


Hit 
MUU HLL Ree LE 


A AFTVHVVUTTUUATUUHTUATUUCT UATE TATUU TULL 


Though Platinum has gone to war with other 


strategic metals, we are 


PALLADIUM for the duration. 


_ KASTENHUBER & LEHRFELD 


21 West 46th Street 
NEW YORK (19), N. Y. 
Telephone BRyant 9-1060 


Wil 


NEWARK OFFICE 
1060 Broad Street 
Tel. Market 2-4480 


happy to offer RUTHO- 


Sheet or wire. 


REFINERY 


32 Flushing Ave. 
Brooklyn, N. Y. = 
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This organization is now engaged in the pro- | 
duction of widely varied precision timing | 
instruments for the armed forces, as well 

as WatchMasters for Government agencies, | 
jewelers and watchmakers who require them | 
in keeping watches for war time on time. 
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Wari Master | 


provides a printed record in thirty sec- 
onds showing the 24-hour rate and the | 
cause of irregularities in any watch | 
American Time Products| 
580 Fifth Ave. Inc. _New York, N. Y. 


| 
Distributor of Western-Electric Watch-rate Recorders | 
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hands. 
turns equivalent to 32 hours of running. 


There are two generally known systems of gauging 


mainsprings, the “Dennison” and the “Metric.’’ Many 
watchmakers are familiar with no other than the well 
known Dennison, and go by their Dennison gauge ex 
clusively. That is all right if you are familiar with it, 
as in that event you probably can do better with it. But 
the metric system admits of finer and closer measure 
ments, so we recommend that if you are not thoroughly 
familiar with either system, that you adopt the metric 
system. It is quite simple and easy. All the gauge you 
need is your metric micrometer, and a metric rule. Your 
Boley m/m gauge will do for measuring the width, 
but it is not close enough for fine readings of the thick 
ness. However, there are some fine metric mainspring 
gauges on the market, and if you want to speed up your 
work, we advise your getting one. 

No matter how slick you think you are at inserting 
a mainspring into its barrel by hand, always wind your 
mainsprings with a good mainspring winder. Even if 
your hand winding does not make a rising spiral out 
of the spring, you have put damaging strains into its 
molecular structure which will contribute to its break 
age. 

Cautions: Be sure the hood does not project much be 
yond the thickness of the mainspring from the arbor hub. 
If it projects very far through the first coil of the 
mainspring, the second coil when wound tightly around 
it will have a slight sharp bend there, and thus be sub 
ject to fracture. The same precaution against too long 
a barrel arbor hook should be observed in the hub of 
your mainspring winders. The inner coil of the main 
spring must be shaped to fit the arbor with your curved 
nose mainspring pliers, and not by random pinches with 
Get it to 
curve. Humps in this curve lead to disaster. 


any old pliers or tweezers. form a smooth 
When you have a mainspring, either now or used, in 
hands, do _ not it through 
to straighten it out or “give it more pep.” 


run your fingers 


This just 


strains it, and forces its inner structure to submit to a 


your 


more serious readjustment when installed in the barrel. 
Let it alone, in its coiled position. If you think it is 
“set” too much, discard it. 

Be sure your barrel cap snaps in all around and is 
down fully. 
there is a slight endshake in it, as the barrel cap may 
After the 


cap is on, look carefully to see that the ends on the 


Check your barrel arbor to be sure that 
have become bent or dished, binding on it. 


“Tee” or the bar of the brace do not project up through 
either the hole in the barrel or cap. If they do, dress 
them off with a fine file, as this projecting end can quite 
possibly touch a train wheel and stop the watch. 

A bit of oil placed on the inner surface of the barrel 
ring will make it easier to move the spring in the barrel 
if you did not get the end of the “Tee” in the hole cor 
rectly at first. 

The tongue on the end of the Swiss mainsprings often 
fails to hook in the barrel. With a sharp, triangular 
graver, go into the cut in the barrel, and see that its 
bottom corner is not rounded. Get a good corner there. 
Then shape the end of the tongue as in Fig. 13, after 
which it should hold within reason. The end “EK” 
should be beveled slightly. To avoid damage to the body 
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The train should make at least the number of 


of the spring place a safety razor blade in the position 
“R”, shown in Fig. 14, while filing this bevel. 

Cutting off longer springs: If you have to shorten 
the mainspring, by cutting off the outer end, you will 
need to turn a new end on it, or rivet a “Tee’’, a tongue 
or brace onto it, or punch a new hole in it for the barrel 


hook. 


[If you turn a new end on it, holding the spring at 
“B” with a pair of brass lined pliers as in Fig. 15, will 
Heat 
the end to a cherry red, and with a piece of spring 
placed at “F” 


prevent the heat from running past that point. 
make the turn “H”. with a pair of warm 
Fig. 13. Shaping 


the mainspring 
tonque. 


File 
Fig. 14. Filing the oN 
bevel. R _ 
F p 
H Fig. 15. Turning 
a new end. 
B 
Fig. 16. Catching the 


hook in the barrell. 


WA 


Bevel the end “T”’ Some watch 


makers prefer to leave the tongue sl ie 


pliers. as in Fig. 14. 
short, so that 
it will be only a hook, and then insert a loose piece at 
“EF” to catch the hook in the barrel. 


Inserting the loose piece “F” in the 


This is quite satis 
factory. barrel 
is easy if you stick the end of a thicker piece of main- 
spring into the barrel to hold the hook “H” away from 
the rim before you push the mainspring out of your 
winder into the barrel. This piece will appear in the 
barrel as at “P” in Fig. 16. 
tongue in its place in the hook, and then remove “Fs 


Insert your little loose 


If you have to rivet a “Tee” or a tongue onto the end 
of the mainspring, use care in punching the hole for 
the rivet. Get it in the center and not too close to the 
end. To just punch a hole through the mainspring in 
your stake often fractures the end of the mainspring. 
It is safer to lay the end of the mainspring on a brass 


(Please turn to page 159) 
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WORKSHOP 
QUESTIONS 
AND 
ANSWERS_ 


" 





WHERE CAN | GET—? 


() >. 
/ 


in the wheel-and-pallet action, and to allow guard-shake 


LOCK OILER--I have been using a fountain clock 
to occur up in the fork-and-roller action. 


. 
C oiler, inexpensive kind, a glass tube with a small 


steel hollow wire to apply oil, which works O.K. but is 


In drawing up oil by sucking it USTY HAIRSPRING-—-What does a rusty hair 


spring do to the timekeeping of a watch? (Ques- 
tion No. 5550.) O. R. T. 

Answer——Rust sufficiently deep on a hairspring will 
cause a watch to run slower, because it has an effect like 
that of a thinner spring, which, if of the same length 
will produce a slower rate. Oxidation “eats’’ steel; so 
makes the steel ribbon of the hairspring coils thinner. 

| 


disagreeable to fill. 
from the bottle, some oil sometimes gets into my mouth. 


Is there anything that would not give this trouble? 


(Question No. 5548.) D.S. 





Answer—A hypodermic syringe of small size, such 
as used by diabetics for taking insulin, makes an excel- 
lent clock oiler, and since it is filled by operating a 
' ORN CAMEO—What can be done to restore the 

smooth polish on a hematite cameo that has become 
scratched with wear? (Question No. 5551.) C. R. | 


If our guess is correct that you have had 


are obtainable in drugstores 


mouth. These syringes 
practically everywhere. In using one, remember that 
an extremely light pressure on the plunger is all that 


is needed to press out enough oil for application; this 


Answer 


will avoid excess of oil coming out of the needle-tip on 


to the work. 


What does “bank a watch 


no experience in lapidary (stone cutting and finishing ) 
work, we recommend sending this job to one of the 
lapidary shops advertised in J C-K. If the stone were 


plain-surfaced instead of a cut cameo, it would not be 
impracticable to repolish it with ordinarly jewelry-shop 
equipment and skill; but this would hardly suffice for 
refinishing a job like a cameo, on which the design 


ANKING TO DROP 


to drop” mean? (Question No. 5549.) 


F. G. 


Banking to drop is a term concerning the 


Answer 
An escapement is 


adjustment of a lever escapement. 
banked to drop when both banking pins are set so that 


the fork-lever will just reach and rest against either of features may be spoiled so easily unless handled by a 


them at the instant when an escape wheel tooth falls skilled, experienced workman. 
against and locks on a pallet stone. In this condition of ea Fal 
adjustment, there is no slide, because contact of the he spindle of my W.W. coun- 
lever against the banking prevents a pallet from moving 
any farther toward the center of escape wheel, and there 
is no guard-shake because contact of lever against bank 


JENT SPINDLE 

tershaft was bent in two places when a heavy 
motor fell on it. I don’t want to risk long delay sending 
it to factory; is there any way I could straighten it 
dead-true, without machine-shop equipment to use? 
(Question No. 5552.) T. E. 


ing prevents motion of guard-point away from roller 
Lay the spindle on any dead-flat surface, 


edge. Banked-to-drop is an adjustment used as a start 

ing-point for a general examination and adjustment of 
an escapement. When the latter is completed, the bank 

ings are then set in normal position, by moving them a 
little outward from the center-line (line imagined drawn 
from balance pivot center to pallet-arbor pivot center) ; 
this “opening” of bankings permits fork-lever enough 
additional angle of motion to allow slide to occur down 


Answer 
like a piece of plate glass; roll the spindle slowly with 


your fingers; with the eye on a level with the flat sur- 
face, watch the space between the surface and_ the 
underside of spindle; when this space is greatest, mark 
the top side of the spindle in the middle of the length 
of the bend thus shown; the job is now to reverse this 
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bend. On a block of lead, hollow out a place on top 
with a groove at each end to lay the bent portion of 
the spindle in; this can be done with a ball-pene ham- 
mer. Lay another block of top of the 
spindle where you marked the center of the bend; 
Test result 


lead on 


strike blows of hammer on this lead block. 
by again rolling spindle on flat surface; repeat ham 
mering if necessary until the spindle rolls on the sur 
face without showing any space between surface and 
underside of spindle. As in straightening bent pivots, 
or truing balances, this job requires a patient series of 
“bend-and-test” operations until success is had. Using 
lead for bedding and hammering contacts prevents any 
too-sharp alterations in the bending of the spindle. A 
principle to follow in all such operations is to try not 
to overdo bending; rather bend more gradually and 
oftener, so as to stop exactly at the required point, in 
stead of going beyond it and having to reverse the 


bending. 


THE ABC OF WATCH REPAIRING 
157) 


(From page 


or tin block, take your small punch and make an indenta- 
tion in it at the desired place. Viewed from the side, 
the indentation will appear as at Fig. 17. Now care 


fully grind off the pushed out lower portion with a fine 


wheel. See Fig. 18. Your hole will then show up 
nicely for riveting. 
Winders: Winders for pocket watch mainsprings 


usually come with an assortment of barrels, which are 


placed in a space saving arrangement in their box. There 





“© 
Fig. 17. Indenting to make hole for mainspring tongue. 
Fig. 18. Grinding off lower portion produces the hole. 


are You will 


find it a time saver to get a little block of hardwood six 


usually seven to nine of these barrels. 


inches long, one inch wide and 34 inch thick, and bore 
Set them in 
Glue the block down near the 


a row of holes in it to take these barrels. 
the order of their size. 
front edge in one of your bench drawers, then your 
These pocket 
Thus, 


barrels will be easily seen and chosen. 
winders are often made with a crank style arbor. 
you can hold the body of the winder in the vise and with 
one hand turn the crank, leaving the other hand free 
Bracelet 
arbors have not made their appearance on the market 


to guide the spring. winders with “crank” 


vet. You can easily put a crank in the handle part 
of the arbor of your present bracelet spring winders 
(the same as the crank is put in the old time 30 hour 
You will 
be surprised at how much more convenient they will be 
to operate, if you hold them lightly in the vise and can 


“crank up” the mainspring. 


clock keys); and we suggest that vou do so. 


FOR SEPTEMBER, 1943 





Stop works: Many high grade watches use stop 


They were put there by the makers for a 
that of allowing only the best turns 


works. 
definite purpose 
of mainspring to be used, thus assuring more equal 
transmission of power. Unless they are badly damaged, 
under no conditions should they be removed. It is 
necessary that they be free and in working order, of 
course. When the mainspring is installed the stop works 
should be set up so that only the center turns of the 
mainspring are employed in running the watch. One 
usually finds that the barrel arbor will make from five 
half to six and a half turns four turn 
stop works is used. If, for instance, the armor makes 
exactly six turns when you wind the spring fully with 
out the stop works on it, it is best to let the spring 
Set the finger piece 


and a when a 


clear down, then wind it one turn. 
then to prevent it from running back down, and you 
will then have the stop works set to allow one turn to 
the spring set up, and one turn remaining at the barrel 
hood end. 

Motor 
the barrel to wind the 
watches and nearly all foreign watches wind the spring 
by turning the barrel arbor. The 
of the older models is quite familiar to those who have 
However. in recent 


While some American watches turn 


mainspring. 


barrels: 


most American 


construction of all 


been at the bench for any time. 


few newer designs which are quite similar 


\ ears, A 












































Fig. 19.—A recent |2-size motor barrel. |, Barrel top jewel screw; 

2, barrel top jewel and setting; 3, ratchet wheel; 4, barrel bridge; 5, 

barrel hub; 6, barrel head; 7, mainspring (in barrel); 8, barrel; 9, 

barrel arbor (riveted to barrel); 10, barrel lower jewel and setting; 
11, pillar plate. 


have been placed on the market. For those who have 
been away from the bench for several vears or for those 
who are new to the bench, the accompanying illustra 
tion of the Hamilton 12 size motor barrel (Fig. 19.) 
will show the repairman something of what these de 
signs are like, as well as guiding him in their dis-as 
sembly and re-assembly. 

Look at the crown. 


Crowns: If it is worn smooth. 


or is too small, replace it. Your customer wants to wind 
his or her watch fully and easily. A 
smooth or too small is apt to cause improper winding 
that 


crown that is 


and thus account for some comebacks could be 


avoided. 


Part VI will follow next month. 
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Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATION WANTED 75c. for 
first 25 words. Additional word 5c. a 
word, 


Hleavy type, $3.00 for first 25 
words. Additional words, 10c a word. 


Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, L5c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 

Special notice forms close 17th of 
month. 

Unless the advertiser instructs us to 
publish his name and address, all 


answers will be directed care The 
Jewelers’ Circular-Keystone. 


In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 


To avoid unnecessary correspon: 
dence mention your location in the 
advertisement. 

Jewelers’ Circular-Keystone 

100 E. 42nd St., New York 17 


_——————— 


Situations Wanted 
Under this heading, 75c. for first 25 


words, 5c. for each additional word; 
minimum charge, 75c. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished; no charge. 





Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 

IF YOU ARE IN NEED of a watch 
maker, jeweler or optician, write to 


Henry Paulson & Co., 37 So. 
Ave., Chicago, Il. 


Wabash 





ENGRAVER, first class general letter, 
monograms and inscriptions on gold 
and silver; southeast preferred. Ad- 
dress “D., 3711,” care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER, 25 years’ experience, 
wants permanent position; married; 
draft exempt; mention salary you can 
pay. Address “V., 3930,” care Jewelers’ 
Circular-Keystone. 








WATCHMAKER, first class, sales- 
man; at present employed; draft ex- 
empt; 25 years’ experience; position 
must be permanent. Address “C., 3895,” 
care Jewelers’ Circular-Keystone. 


WHOLESALERS of watches and jewel- 
ry; man draft deferred with full knowl- 
edge of business, desires new connec- 
tion as inside man. Address “A., 3919,” 
care Jewelers’ Circular-Keystone. 


also 








YOUNG LADY, experienced in gold 
room, mountings, setting and thorough 
knowledge of jewelry business; highest 
references. Address “B., 3959,’ care 
Jewelers’ Circular-Keystone. 

RELIABLE salesman; 12 years’ selling 
experience; knows credit business in 
detail including buying; well recom- 








mended. Address “K., 3973,’ care 
Jewelers’ Circular-Keystone. 
BOOKKEEPER, young woman, over 10 


years’ diversified executive experience 
jewelry industry; knowledge stenog- 
raphy ; complete charge correspondence, 
collections and credits. Address “A., 
3693,” care Jewelers’ Circular-Keystone. 





TOUNG WOMAN, intelligent, thoroughly 
experienced bookkeeper, secretary, 
stenographer, desires permanent con- 
nection reliable responsible capacity ; 
capable take charge. Address “A., 3893,” 
care Jewelers’ Circular-Keystone. 


ol 





MANAGER, salesman, draft deferred, 
married, age 34; cash or credit store; 
interested in proposition paying min- 
imum of $125 weekly; bondable. Ad- 
dress “D., 3900,” care Jewelers’ Cir- 
cular-Keystone. 


WATCHMAKER, first class, desires 
change about October 15th; watch work 
only, in first class store; 48 years old, 
married; can give references from 
good shops. Address “F., 3953,” care 
Jewelers’ Circular-Keystone. 








20 YEARS’ jewelry experience, manage- 
ment, sales promotion, advertising, dis- 
play and credits; 46 years old; min- 
imum salary $5,000 per year or salary 





and bonus. Address “A., 3975,” care 
Jewelers’ Circular-Keystone. 
PERMANENT position wanted by mid- 


dle aged experienced watchmaker and 
engraver; an all around man; 
for position about September Ist; 
of references. Address “J., 3993,” care 
Jewelers’ Circular-Keystone. 








Closing Date 


Advertisements to appear in the 
Classified Section of THE 
JEWELERS’ CIRCULAR - KEYSTONE 
must be received at our office not 
later than the 17th of each month 
preceding publication. 











diamond jewelry 
position prominent 
west coast store; minimum remunera- 
tion $150 weekly: unquestionable ref- 
erence. Address “R., 4001,” care Jewel- 
ers’ Circular-Keystone. 


JEWELRY designer, first class refer- 
ences; experienced in production 
planning, as well as retail sugges- 
tions or individual problems; would 
like to change; New York or West. 
Address “A., 3940,” care Jewelers’ 
Circular-Keystone. 


HIGH TYPE man; 
salesman; seeks 








watch and 
department, seeks con- 
watch, jewelry 


FORMER MANAGER of 
jewelry repair 
nection with wholesale 
or diamond establishment; 34 years of 
age; married; 4F classification; three 
years of college training. Address ‘A., 
3918,” care Jewelers’ Circular-Keystone. 





experienced all 
selling ability, store 
preferred; excel 
permanent 


1337,” 


Chi- 


JEWELRY 
classes of work, 
or factory; Chicago 
lent references; desires 
position. Address “Circular 
Room 1415, Heyworth Building, 
cago, TIl. 


engraver, 





MANAGER-SALESMAN, niarried, draft 
exempt; experienced in every phase 
jewelry business; 25 years’ experience ; 
capable taking complete charge. Address 
“G., 4016,” care Jewelers’ Circular- 
Keystone. 





SNGRAVER; high class man for fine 
store only; mo.uograms and artistic in- 
scriptions, crests, ete.; 25 years’ ex- 
perience; best reference; east or south. 
Address “Graver 4018,” care Jewelers’ 
Circular-Keystone. 





MANAGER, buyer installment; 20 years’ 
experience; A-1 salesman; capable of 
taking complete charge credits, collec- 

effective windows, ad- 


tions, trimming 
vertising, sales promotion. Address 
“H., 4015,” care Jewelers’ Circular- 


Keystone. 





FRENCH-AMERICAN engraver, 15 years 
in present position (draft exempt), 
first class lettering, able to estimate on 
jewelry repairing and new work; 
would consider good offer; California 
preferred. Address “F., 4009,” care 
Jewelers’ Circular-Keystone. 

STORE MANAGER; better class install- 
ment; intellectually qualified; years’ 
widely diversified experience; minimum 





compensation first year $12,000; mid 
west connection § preferred. Address 
“T., 4003,” care Jewelers’ Circular- 


Keystone. 





of outstanding per- 
excellent character, envia- 
ble record; available reputable well 
stocked jewelry store; Portland, Ta- 
coma or Seattle; substantial salary 
plus attractive commission; _ strictly 
confidential. Address “J., 3972,” care 
Jewelers’ Circular-Keystone. 


SALES WRITER 


formance ; 





JEWELER, outstanding ability on hand 
made special orders, well experienced ; 
also shop management background; 
wishes desirable, permanent west coast 
position; accustomed weekly earnings 
$100; married, draft exempt. Address 
“D., 4017,” care Jewelers’ Circular- 
Keystone. 





MANAGER, salesman, married, age 45, 
will operate the store for you or with 
you; thoroughly reliable in all phases 
installment selling, credits, collections 
and excellent window trimmer; I know 
my business; do you know yours by 
paying a top man a salary of $125 a 
week? Address “G., 4014,” care Jewel- 
ers’ Circular-Kestone. 





EXPERIENCED watchmaker, estimator, 
also jewelry repairs, married, wants 
steady job or percentage basis, for rea- 
son of health in Colorado, Idaho, Mon- 
tana, Oregon, Washington or Wyo- 
ming; fully detailed answer. Address 
“P., 4011,’ care Jewelers’ Circular-Key- 
stone. 





WHOLESALE salesman, desires position 
with reputable firm, handling general 
line popular priced and high class 
jewelry, for Houston, Texas and sur- 
rounding territory; am honest, sober, 
neat and ambitious; best references. 
A. Newman, P. O. Box #3003, Houston, 
Tex. 





1B in Seattle sought by counter man 
of outstanding ability; exceptionally 
productive creating ‘high unit sales 
diamonds, watches; proposition must 
guarantee weekly income $200 up- 
wards; the ideal man for your store; 
best reference obtainable. Address “A., 
4005,” care Jewelers’ Circular-Keystone. 


Cay 





MAN ‘GER or assistant; 10 years with 


leading cash stores: experienced buy- 
ing, merchandising, advertising; col- 
lege, Christian, 41, married; prefer 
New York City: consider elsewhere if 


position warrants; high class progres- 
sive house only. Address “A., 4007,” 
care Jewelers’ Circular-Keystone. 





JEWELRY salesman; all around man of 
demonstrated ability: for old estab- 
lished store; interested only hearing 
from well financed: firm equipped to 
pay $150 a week; location immaterial ; 
main objective acquiring connection 
offering zood post-war possibilities. Ad- 
dress ‘“W., 4004,” care Jewelers’ Cir- 
cular-Kevstone. 
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SITUATIONS WANTED—Continued 











POLISHER, expert lapper, many years’ 
experience platinum, palladium, gold 
watch cases, rings, bracelets, clips and 
jewelry of every description; producing 
highest grade finishes; rapid workman- 
ship with high executive ability in tak- 
ing charge; best references. Address 
“R., 3941," care Jewelers’ Circular- 
Keystone. 


WATCHMAKER, jewelry repairman, 11 
years’ experience; age 32; married; 
four children; 3A classification; com- 
plete set of tools, electric soldering ma- 
chine, etc.; desires permanent change 
in location; salary expected $65 and 
up “as to location’; best of reference 
given. Harry C. Radcliff, Weston, 
W. Va. 








YOUNG LADY, assume charge orders, 
stock, inventory, figure costs, check 
merchandise, foreign records, show- 
room _ selling, Elliott-Fisher _ billing, 
back order controls, expediting requisi- 
tioning, catalog work; personality; ex- 
perience, volume details; systematic, 
efficient. Address “A., 3958," care 
Jewelers’ Circular-Keystone. 


ENGRAVER, 25 years’ experience on in- 
scription and monogram work; carving, 
chasing and all shop engraving; sta- 
tionery and steel dies; position wanted 
with first line silver and jewelry firm 
willing to pay good salary and get 
results in workmanship and produc- 
tion; age 46; samples, recommendation, 
etc. Address “E., 3952,” care Jewelers’ 
Circular-Keystone. 








REPRESENTATIVE for the Pacific 
Coast territory: excellent following; 
past 20 years with retailers and whole- 
salers; experienced in selling loose 
gzoods, watches, gold jewelry and 
precious stones; finest references; a 
preducer with executive ability. Ad 
dress “M., 3998,” care Jewelers’ Circu 
lar-Keystone. 





MAN, 10 years’ experience, selling fine 
jewelry, etc., wishes to make a change; 
earlier training consists of chain re- 
tail department store management; 42 
years of age, married, partial college 
education and American Gem Society; 
capable, steady and ambitious Ad- 
dress “G., 3990,” care Jewelers’ Circu- 
lar-Keystone. 


DIAMOND EXPERT, thoroughly familiar 
loose diamonds, mounted goods, old 
mine diamonds; buyer of large quan- 
tities here and abroad; also experi- 
enced buying from public; capable 
salesman, high caliber executive; 30 
years’ diversified experience; now ap- 
praiser and buyer with large firm: 
will consider change if mutually ad- 
vantageous. Address “K., 3995,” care 
Jewelers’ Circular-Keystone 


a 





RETAIL EXPERT; assume full charge 
good sized finer jewelry store; highly 
administrative; young, resourceful 
superb salesman: original ideas creat- 
ing effective window displays, advertis- 
ing, merchandising; efficient stock con- 
trol; pleasant personnel coordination; 

outstanding character reference: min- 

imum salary to start $200 weekly; 

well seasoned and prepared to do a 

good job; available now. Address “D., 

3984,” care Jewelers’ Circular-Keystone 





ARTIST (located at 6736 Colgate Ave., 
Los Angeles 36, Cal.); American born 
ex-service man (graduate of Cooper 
Union Institute of Art and Science) 
desires position as a modeler to model 
historic subjects, also army and navy 
insignias, medals and trophies of any 
design, in relief and the round, in any 
dimensions; fairly proficient in both 
figures and ornaments; work from 
sketches, blueprints, photos, or from 
life; have worked for the best and 
largest firms in Los Angeles and 
Houston, Tex.; 27 years’ experience: 
46 years of age; in splendid health; 
honest, dependable and free to travel 
anywhere. 











Lines Wanted 


Minimum charge (25 words) $1.50 


Additional words, 5 cents a word 








SALESMAN selling to better class jewel- 
ry stores, to handle line of diamond 
engagement and wedding rings. Ad- 
dress “E., 3985," care Jewelers’ Circu- 
lar-Keystone. 








MANUFACTURERS’ agent maintaining 
an office, would like costume jewelry 
line; established in the jewelry busi 
ness for past 22 years; buyers call en 
me. Address “H., 3960," care Jewelers’ 
Circular-Keystone. 





SALESMAN, selling to the jewelry «and 
department stores in New York State, 
Pennsylvania, New England, Balti- 
more and Washington for 15 years; 
looking for one major or two good side 
lines; excellent references. Address 
“B., 3894,” care Jewelers’ Circular- 
Keystone. 





VIRGINIA to Florida distribution; 
starting trip Sept. 15th; good-will 
tour, own line sold out; can handle 
small gift or similar line or spe- 
cialty for department, men’s wear, 
jewelry, luggage stores; only high 
grade item considered; permanent 
arrangement possible; bank refer- 
ences required. Address “D., 3966,” 


care Jewelers’ Circular-Keystone. 











Help Wanted 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





WANTED good watchmaker; permanent 
position at good pay. Doyle & Cook, 
11 Central Sq., Lynn, Mass. 


WATCHMAKER, steady position; must 
have good references Rost Jewelry 
Co., Indianapolis, Ind 


JEWELRY repairer, one who can do light 
new work: highest salary; steady job. 
S. W. Hora, P. O. Box 436, Memphis, 
Tenn. 





SETTER, all around man who can set 
anything; highest salary: steady job 
S. W. Hora, P. O. Box 436, Memphis, 
Tenn. 


WANTED first class watchmaker to 
take charge of watch repair depart- 
ment; permanent position; $60 per 
week. J. W. Anderson,’ Beloit, Wis. 








WANTED, experienced watchmaker; 
permanent; retail jewelry store; 
good salary; references. Frank’s, 
2343 Broadway, New York City. 





WANTED, watchmaker-engraver ; perma 
nent, good salary, by old established 
firm in North Carolina city Address 
128 Fayetteville St., Raleigh, N. C. 





WATCHMAKER, permanent position, 
good working conditions. Yarbrough 
Jewelry Co., Inc., 224 E. Grace St., 
Richmond, Va 





JEWELER and engraver for trade 
shop; $70 per week, plus commis- 
sion. Address “E., 3967,” care 
Jewelers’ Circular-Keystone. 





JEWELRY repair man for trade shop; 
$60 per week, plus commission. Ad- 
dress “G., 3968,” care Jewelers’ Cir- 
cular-Keystone. 





WANTED good watchmaker to repair 2 
watches per week; in home or shop 
give references. Address “H., 3971 
care Jewelers’ Circular-Keystone 





JEWELER on repair work and sette! 
wonderful opportunity; steady work 
time and a half overtime. Address “‘\ 
3978," care Jewelers’ Circular-Keystone 





JEWELER with practical experience in 
the business; state salary expected 
Address “N., 3980,” care Jewelers’ Cir 
cular-Keystone. 

REPAIR MAN, who can do all kinds 
jewelry repairs; good salary; steady 
position guaranteed Address ‘B 
3976,” care Jewelers’ Circular-Keystone 











WANTED, watchmaker and light jewelry 
repairer, salary $60 to $65 week; 50-50 
on overtime watch work. Carl W. Rose 
826 Calhoun St., Ft. Wayne, Ind. 

EXPERIENCED watchmaker for trade 
work; top salary; permanent. United 
Mfg. Jewelers, Quincy Bldg., Denver 1 
Colo 











GOOD jewelry repair man; excellent 
working conditions; state salary and 
experience. Housey and Zekman, Steel 
suilding, Denver, Colo. 








ALL AROUND man for special order and 
repair work; salary optional E. C 
Anderson Co., 180 Genesee St., Utica, 
N. Y 


WANTED, jeweler, first class man; 
this job offers a permanent position; 
$65 per week. Joseph E. Fasold, 
Gulfport, Miss. 














WATCHMAKER for West Coast pos!- 
tion; permanent; good working condi- 
tions; state age and experience. Ad- 
dress “E., 2040,” care Jewelers’ Cir- 

cular-Keystone. 





HAVE OPENINGS in our store for the 
following; salesman watchmaker, 
ieweler and engraver; send photograph 
with all applications. Keller & George, 
Charlottesville, Va. 





WATCHMAKER, salesman, light 
jewelry repairman and an_ all 
around man; good salary and steady 
position to the right man. J. W. 
Nichols, Uniontown, Pa. 





WANTED watchmaker; permanent posi- 





tion, best working conditions; s: ry or 
commission, or percentage on re 
pairs to right mar Address “D 


60,” care Jewelers’ Circular-Keysto 


od 





ENGRAVER: can use two or three first 
class shopmen on salary or two-thirds 
basis; good men can average $100 per 
week or better; free space. S. W. Hora, 
P. O 30x 436, Memphis, Tenn. 





WANTED first class watchmaker, draft 
exempt; fine store; will pay highest 
salary; store located Charlotte, N. C 
permanent. Address “M 3775,” care 
Jewelers’ Circular-Keystone 


WATCHMAKER; permanent position 
for first class man; high grade 
jewelry store in Hartford, Conn. 
Address “E., 3901,”’ care Jewelers’ 
Cireular-Keystone. 


WANTED, first class watchmaker; per 
manent position: ideal working cond 
tions; good pay; western Pennsyl- 
vania. D. H. De Nardo & Company 
837 Braddock Ave., Braddock, Pa 





(Continued on page 162) 
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WANTED, an experienced watchmaker, 
not subject to military call; permanent 
position to right man; state salary 
Vermillion Jewel Shoppe, Anderson, 
Ind 


WANTED first class watchmaker; plea 
sant working conditions; state age, 
qualifications, and references: good 
salary to capable, congenial man 
George W. Keyworth, Lakeland, Fla. 

WATCHMAKER or assistant; permanent 
position; state experience, age; zive 
references and salary wanted. Mueller, 
The Jeweler, 17 & Stephenson St., 


FIRST CLASS watchmaker; prefer one 
who can do plain engraving and solder 
ing; steady job; state salary expected. 
Stewart's Jewelry Store, Washington, 
Ny. 

WANTED, two first class and two second 
watchmakers for permanent positions: 
must be draft exempt; state salary, 
experience and references. Hart Jewel 

ry Company, Warren, Ohio. 











WATCHMAKER, one who can do plain 
jewelry work and engraving preferred ; 
steady position, attractive salary. H. H. 
Blase, 64 S. Main St., Wilkes-Barre, 
Penna. 

WATCHMAKER wanted, draft exempt, 
competent ;: references : steady job ; 
salary $90 per week. Julian’s Credit 
Jewelers, 6330 Pacific Blvd., Hunting- 
ton Park, Calif. (near Los Angeles). 











EXPERIENCED jewelry salesman; per- 
manent position: references; kindly 
state salary and full particuiars’§ in 
first letter. Tifon Jewelers, 984 Main 
St., Bridgeport, Conn 

PLATINUM: leading jewelry store in 
Hartford, Conn., wishes to employ a 
high grade platinum man; perma- 
nent position; good salary. Address 
“G., 3902,” care Jewelers’ Circular- 
Keystone. 

WATCHMAKER, experienced skilled 
mechanic; large retail store; high 
wages ; immediate position; also 2nd 
watchmaker to assist clock repairs: 
give full particulars. J. M. Clawson. 
Pottsville, Penna. 


WATCHMAKER, good mechanic: excel- 
lent salary, steady position, pleasant 
working conditions in a retail jewelry 
store in the Bronx: established sins 
1905 Leff & Levin, 502 KE. 138th St., 
New York City 








WATCHMAKER’S assistant, capable of 
doing clock work and engraving: per- 
manent position; located in the finest 
town in the Middle West; references 
required. Address “E., 4008." care 
Jewelers’ Circular-Keystone 


WANTED, at once, jeweler, engraver and 
diamond setter; salary $65 per week: 
if you have qualifications and zood 
references, wire when you can come 
Apply to H. Shmerling, 910 Broad St.., 

Augusta, Ga. 


PERMANENT watchmaker, man or 
woman, capable of producing first class 
work in well established store, Colo- 
rado; state salary, experience, in first 
letter. Address “L., 3996,” care Jewel- 
ers’ Circular-Keystone. 





OPTICAL GIRL: experienced young lady 
for modern air conditioned optical de- 
partment; order lenses, write up vre- 
pairs, straighten giasses, etc., $27.50 
week _ start. Write Morstein’s, 1035 
Light St., Baltimore, Md. 





EXPERT watchmaker for jewelry store 
in Allentown, Pa.; salary $100 weekly ; 
steady position to good mechanic; no 
amateurs need apply; write stating ex- 
perience, ete. Address “N., 3939,” care 
Jewelers’ Circular-Keystone. 





WATCHMAKER, dependable, capa- 
ble; excellent opportunity, pleasant 
working conditions; fine climate, 
permanent; state age, experience, 
salary expected. Hale’s Jewelers, 
Established 1856, Greenville, S. C. 





OPPORTUNITY for the first time in 50 
years, position for first class watch- 
maker, in central Ohio town of 3000 
population; salary $75 a week and 
commission. Address “C., 3944,” care 
Jewelers’ Circular-Keystone. 





WANTED, experienced man, capable of 
taking full charge, also first class 
salesman; must be draft exempt; state 
salary, experience and references; per- 
manent positions. Hart Jewelry Com 
pany, Warren, Ohio. 


WANTED, first class watchmaker, good 
on R. R. and bracelet watches; per- 
manent position, top salary to right 
man; opportunity for advancement; 


for further particulars address P. O. 
Box 589, Williamson, W. Va. 











Closing Date 


Advertisements to appear in the 
Classified Section of THE 
JEWELERS’ CIRCULAR - KEYSTONE 





must be received at our office not 
later than the 17th of each month 
preceding publication. 








JEWELERS: experienced in special order 
work; steady work with overtime; ex- 
cellent working conditions; living quar- 
ters in city easily obtainable at nominal 
rentals. J. A. Buchroeder & Co., Colum- 
bia, Mo. 





WATCHMAKER, dependable and capa- 
ble: excellent opportunity: pleasant 
working conditions; permanent; state 
age, qualifications and salary expected. 
Address “J., 4321,’ care Jewelers’ Cir- 
cular-Keystone. 





WANTED, Al watchmaker for perma- 
nent position; $70 weekly straight 
time, time and one-half all over- 
time work; average $100 per week 
and more: plenty of work. Ander- 
sen’s Jewelers, Macon, Ga. 


WATCHMAKERS in New York to take 
out trade work; skilled men only; 
write full details for interview. Ad- 
dress “B., 3819,” care Jewelers’ 
Circular-Keystone. 








EXPERT watchmaker, knowledge of 
jewelry repairing and engraving pre- 
ferred; first class reference required ; 
guaranteed salary $300 per month; can 
make more. Hugh Jewelers, Paines- 
ville, Ohio, 30 miles from Cleveland. 








WATCHMAKEER, first class, capable man 
only, with good references for perma- 
nent job; salary and commission; $50 
week guaranteed; modern air cooled 
store in good North Carolina town: 
must have own tools. Address “K., 
3906,” care Jewelers’ Circular-Keystone. 





WANTED watchmaker; a man capable 
of fine precision workmanship; in 
one of the South’s leading stores, in 
a progressive city; salary, straight 
commission, or commission with 
guarantee. Address “C., 3898,” 
care Jewelers’ Circular-Keystone. 


WATCH EXAMINER; man for retail 
jewelry store, to examine watch re- 
pairs and report work required; also 
time finished work and make final :d 
justments; state age and references: 
$40 week. Write Morstein’s, 1035 Light 
St., Baltimore, Md. 








WATCHMAKER wanted, steady, reliable, 
fine working conditions; good salary or 
commission basis; railroad watch in- 
spectors; in town of ideal living con- 
ditions, northern Minnesota. Address 
“N., 32 ”" care Jewelers’ Circular- 
IXeystone. 





WANTED, man who can manage, sell, 
advertise and promote a well estab- 
lished installment store, located in the 
southern part of Ohio; will give in- 
terest to the right party; also send 
photo with references. Address “P., 
3923,” care Jewelers’ Circular-Keystone 








JEWELER, ring maker and pressman 
desired by old established firm making 
fraternal, diamond and wedding rings: 
expansion program planned for post- 
war period, assuring steady emplov 
ment. Address “T., 3935,” care Jewel- 
ers’ Circular-Keystone. 





WATCHWORK = estimator wanted, in 
fine jewelry store in Northern New 
Jersey, to take in work and give esti- 
mates only (do minor repairs op- 
tional) ; give full particulars. Address 
“H., 3904,” care Jewelers’ Circular- 
Keystone. . 

WANTED, another first class watch- 
maker capable doing light jewelry 
work and engraving; permanent posi 
tion with finest store in eastern Caro 
lina; established 60 years; top salary: 
give full information in first letter. 
Louis Selig, Elizabeth City, N. C. 








JEWELER on special order work who is 
able to do his own setting; $1.50 per 
hour and bonus; plenty of overtime: 
state exactly what you can do and 
where in the past employed. Address 
“G., 3977," care Jewelers’ Circular 
Keystone. 





WATCHMAKER, dependable and capa 
ble; excellent opportunity; pleasant 
working conditions; permanent; state 
age, qualifications, salary expected; 
draft status; North Carolina. Address 
“H., 3992," care Jewelers’ Circular 
Keystone. 





MANAGER-SALESMAN, for retail credit 
jewelry store in Cleveland, Ohio; must 
be draft exempt; able to take complete 
charge and trim windows; permanent 
position; liberal salary and bonus. Ad- 
dress “A., 3942,” care Jewelers’ Circu 
lar-Keystone. 





WATCHMAKER: permanent; old estab- 
lished retail jeweler; pleasant, air con 
ditioned; a Texas city of 25,000: top 
salary, or commission; present man 
drafted, making $200 week commis- 
sion. Address “D., 3951,” care Jewel- 
ers’ Circular-Keystone. 


ENGRAVER, jeweler, diamond setter or 
combination man; g00d position § in 
town of 75,000 population; large air 
conditioned shop on first floor; ideal 
working conditions: $60 per week or 
will pay according to ability. Kinton’s, 
Inc., Durham, N. C. 

SALESMAN wanted: Busch & Sons. an 

old established firm. offer an excellent 

opportunity to a salesman of initiative 
and interested in progressive advance- 
ment; please write or call for an inter- 
view. Busch & Sons, Inc., 875 Broad 
St., Newark, N. J. 











WATCHMAKER wanted by old reliable 
concern in clean up-to-date town in the 
health spot of Texas: excellent climate 
for out of doors recreation the year 
around: position permanent with good 
salary. H. Krezdorn and Sons, Seguin, 
Tex 
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HELP WANTED—Continued 











FIRSYr CLASS jeweler, all around 
trade shop experience; small special 
orders, jewelry repairs, diamond 
setting; can earn upward from $75 
per week; long established firm in 
Ohio; full details and references 
first letter. Address “E., 3506,” 
care Jewelers’ Circular-Keystone. 


WANTED first class watchmaker, draft 
exempt; ideal working conditions in 
high grade retail jewelry store, 
established 1873; this is a perma- 
nent position for the right man; if 
interested wire collect; give refer- 
ence and salary. R. Mornhinveg & 
Son, Opelousas, La. 

MAN, experience required, draft de 
ferred; to act as second man in credit 
jewelry store, located one hour from 
New York: excellent opportunity for 
right man, with fast growing chain 
stores; state salary and _ references 
Address “S., 3924,” care Jewelers’ Cir 
cular-Keystone. 

FIRST CLASS experienced watch- 
maker wanted for established 
modern, air-conditioned store, who 
ean do ring sizing; desirable posi- 
tion; no night work; living quarters 
guaranteed; $65 weekly; state age. 
qualifications and references. Po- 
lan’s Jewelers, Ashland, Ky. 

WATCHMAKER wanted permanent 
position in an old established retail 
store catering to a medium type ec 
of people; salary to begin with $75 
weekly; prospects of earning up to 
$150; excellent for a good fast man. 
Antin’s—Jewelers & Gift Counselors 
New Orleans, La. 








YOUNG MAN of ability and a first class 
jewelry, capable of taking charge as a 
foreman; very fine opportunity for a 
man with good ideas; give information 
in detail as to experience, qualifica- 
tions, married or single and where in 
the past employed. Address “J., 3979,’ 
care Jewelers’ Circular-Keystone. 





JEWELER-DIAMOND SETTER, all 
around trade shop experience; small 
special orders; jewelry repairs; 
steady position, good working con- 
ditions; can earn upward from $80 
per week; give age, reference and 
experience first letter. C. F. Fos- 
naugh, 8 West Main St., Springfield. 
Ohio. 

"ATCHMAKER, or combination man 

who is looking for a permanent posi 

tion that will last after the war: $300 
per month; ideal working conditions: 
first floor air conditioned shop; best 
schools and Duke University, if you 
have children to educate: largest and 
tinest store in town of 75,000 popula 

tion. Kinton’s, Inc., Durham, N. C. 

ANAGER for well established jewelry 

department in Metropolitan New York 

area department store: experienced in 
buying and selling fine jewelry: good 
reputation and appearance essential 
excellent opportunity ; please send com 

plete information. Address “C., 3981,” 

care Jewelers’ Circular-Keystone 


< 
=“ 


— 








WATCHMAKER with executive ability 
to manage a modern watch repair de- 
partment in Buffalo, N. Y.; steady 
work: $4,000 a year to start, plus a 
good bonus, good hours: best main 
street location, established 25 years; 
air conditioned, good surroundings; in 
replying, state all particulars; a real 
opportunity for the right man. Address 
“W., 3932." care Jewelers’ Circular- 
Keystone. 





WATCHMAKER, good _ mechanic; 
steady, dependable worker, for a 
reliable cash jeweler in Cleveland; 
$75 weekly, 45 hours, time and half 
for overtime if desired; very good 
working conditions; unusual opper- 
tunity for a watchmaker who wants 
to line up a good steady job. Ad- 
dress “C., 3965.” care Jewelers’ Cir- 
cular-Keystone. 


WATCHMAKERS; skillful mechanics ap 
preciated ; excellent working conditions; 
positions permanent, $100 weekly start; 
mail qualifications; shoemakers and 
plumbers save stamps; also second 
watchmaker and engraver, also jewel 
er and engraver: ideal working condi 
tions: permanent positions; top. sal 
aries; railroad fares paid. Shaw Jewel 
ry Co., Galveston, Tex. 


HAVE an opening for a good jewelry 
repairman, also a man for _ special 
order work and stone setting; can offer 
a steady position with good pay to 
iirst class workmen: time and one half 
for overtime after 40 hours; write full 
particulars as to salary expected and 
draft classification Orkin Jewelry 
Manufacturing Co., Third Floor South- 
land Life Bldg., Dallas, Tex 





IMMEDIATE opening, watchmaker; 
good all around man experienced in 
diamond setting and jewelry repair; 
must have own tools; excellent op- 
portunity for right man to assume 
complete charge of department and 
work into manager’s position in old 
established business; modern store; 
salary $75 a week; excellent living 
conditions; write or wire at our ex- 
pense giving age and experience. 
H. E. Runnels & Son, Port Huron, 
Mich. 


For Sale 


Stores, Stocks and Businesses 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








= 





JEWELRY STORE established over 50 
years; $12,000 price for same. E. R 
McClintock, Dover, N H., the old 
A. W. Hayes Store. 


FOR SALE, well established jewelry 
shop doing repairs and special order 
work for the trade; mostly mail 
orders; located in New England; 
owner wishes to retire. Address “M., 
3911,” care Jewelers’ Circular-Key- 
stone, 


FULLY EQUIPPED jewelry trade shop 
in heart of munitions and auto dis- 
trict; more work than one man can 
accomplish; established 12 years; 
made a neat profit all through de- 
pression; excellent proposition for 
an all around jeweler; this must be 
a eash transaction as I intend to 
leave the state. Address “P., 4000,” 
care Jewelers’ Circular-Keystone. 


JEWELRY STORE; very fine opportu- 
nity for established business; repairs 
around $600 a month; sales last three 
months $1300; in town 25 miles from 
Los Angeles, Calif., large territory: 
store has the best reputation; the busi- 
ness over the holidays should pay the 
store; have good lease and best loca- 
tion in town: owner going into whole- 
sale business; $5,000; everything clear ; 
will take good security for part. Ad- 
dress “J., 3905,” care Jewelers’ Circu 
lar-Keystone. 





FOR QUICK SALE, old established 
diamond and jewelry store; modern 
fixtures, windows and store front; 
exceptionally clean stock of mer- 
chandise; located in downtown met- 
ropolitan midwest city of four hun- 
dred thousand population; elegant 
location; business established 36 
years; only reason for selling, “‘old 
age and want to retire’; inventory 
approximately $75,000; greater por 
tion of stock consists of diamond 
rings, loose diamonds and _ large 
stock of modern platinum mount- 
ings; inventory can be reduced to 
suit purchaser; sales volume 90% 
cash, 10% regular charge accounts; 
investigation will reveal this business 
has always produced a remarkable 
amount of annual net profit; rent 
is considered lowest in city for com- 
parable location; upon request will 
give complete details including 
price, sales volume, repairs, length 
of lease, ete.; this store has never 
been advertised before; sales pro- 
moters save your stamps; we want 
instant action but will only sell to 
someone who will appreciate store's 
reputation. Address “G., 3956.” 
care Jewelers’ Circular-Keystone. 


For Sale 


Tools, Equipments, Merchandise 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





WEBSTER-WHITCOMB eiathe 
chucks; this lathe is true but needs 
replating; best offer gets it F 
Kelley, Weathersford, Okla 


COMPLETE SET watchmaker’s tools 
fine lathe, motor and chucks. Kramer's. 
00 Washington St., Hoboken, N 


ONE complete set of watchmaker's tools 
with a Clements lathe one Rex en- 
graving block, and one large lot ef 
jobbing Address “F., 3988S 
care Jewelers’ Circular-Keystone 


stones 


3000 RING BOXES, paper: Hold-On 
clutches; 300 ring trays with covers: 
second hand electric clocks; wrist and 
pocket watches. Pollack, 95 Bowery, 
New York City 

SAMPLE TRUNK, needs new handles. 
key, otherwise good, useable condition; 
three sole leather telescopes, 150 as- 
sorted trays, $25.00: Woodbury Optica! 
Co., 6th & Pierce, Sioux City, Iowa 


14k P. DURAND repeater $85.00; send 
for list of Swiss and American watch 
materials: mainsprings for American 


pocket watches 50c per doz a 
Binder, 2540 Harriet Ave., Minneapolis, 
Minn 


FOR SALE, watchmaker’s bench, vise 
lathe, chucks, staking tools, many 
other tools: to be sold as a unit only 
Address “B., 3964,” care Jewelers’ Cir 
cular-Keystone. 

NEW AND USED wheel cutters; slide 
rests; lathes and attachments; cash 
paid for used watchmakers’ lathes 
and attachments. R. P. “Dick” 
Gallien, 220 W. Sth St., Los Am 
geles, Cal. 





(Continued on page 164) 
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FOR SALE—Continued 


ROUND crystal cabinet, four drawers, 
numbers 5-21, quite complete; Mi-con- 
caves, Genevas, crystals and bezels for 
cheap pocket watches; several hundred 
usuable crystals, complete $75; small 
steel cabinet, eight drawers; two draw- 
ers serial numbered boxes; 148 boxes 
containing about 10 pieces material for 
Swiss watches (no. staffs), new 
Ebauche system, price $65; steel G. S. 
round fancy crystal cabinet, good 
shape $25; also American balance 
jewels in bottles that need assorting. 
Phil Stuber, care C. J. Murphy Jewelry 
Co., 510 Sycamore St., Waterloo, Iowa. 











Business Opportunities 
Minimum charge (25 words) $1.50 


Additional words, 5 cents a word 








EVERY EFFORT is made by The Jewel- 
ers’ Circular-Keystone to keep its ad- 
vertising columns clean. Advertisers 
under Business Opportunities, etc., 
must furnish trade references. An- 
nouncements must pass the strict cen- 
sorship requirements of The Jewelers’ 
Circular-Keystone. 





WANT TO BUY small jewelry store, up 
to $5,000 in town of 10,000 populatior 
or larger, in Florida. Address “F. C 
3938,” care Jewelers’ Circular-Keystone. 





GORDON BROTHERS, cash _ buyers 
of complete jewelry stores and sur- 
plus stocks; for details see our ad- 
vertisement page 131. 





CASH for diamonds, watches and jewel- 
ry; established 37 years; send surplus 
stock for cash estimate; bank refer- 
ences. Emil Noel, 29 E. Madison St., 
Chicago, Ill. 





HIGHEST cash prices paid for surplus 
or entire stocks and estates of dia- 
monds, watches and jewelry. M. 
Iralson, Suite 402, 209 S. State St.. 
Chicago. 





COLMES BROS.; cash buyers of 
jewelry stores with or without fix- 
tures: we interview vou at our ex- 
pense in anv part of the countrv: 
‘bank and trade references. 18 
Tremont St.. Boston, Mass. 





WANTED, a going jewelry store in a 
live town or city: I will pay cash for 
a store that is a good buy and has a 
reputation that will merit its continua 
tion in business: no brokers please; 
write details to Box “A., 3963,” care 
Jewelers’ Circular-Keystone 





SAMUEL GANSBERG will buy vour 
surplus or entire stock and fixtures or 
estates for cash: my direct outlet en- 
ables me to pay you higher prices; 
bank and trade references of the high- 
est character. Write 37 Maiden Lane, 
1 Ais Telephone Bowling Green 
v- ol. 





NAT LEHRER will buy for cash your 
jewelry store complete or any part 
thereof; my direct connections for out- 
let enable me to pay the best prices; 
all communications held confidential; 
bank, trade references; write or phone, 
132 Hester St., New York City; phone 
Canal 6-8242, night phone Tivoli 2-3715. 


CASH paid for your entire jewelry 
store or stock of jewelry; watch- 
makers tools, watch materials, old 
movements and any oat of style 
jewelry, etc.; I pay best price; wire 
at my expense. M. Harris, 124 
Hester St., New York, N. Y. 





JACK M. WERST will pay you spot 
eash for your surplus or entire 
stock of jewelry, diamonds, estates, 
with or without fixtures; operating 
from Coast to Coast; best refer- 
ences; no deal too large or small; 
act now. Miami Savings Bldg., Day- 
ton, Ohio. 








Closing Date 


Advertisements to appear in the 
Classified Section of THE 
JEWELERS’ CIRCULAR - KEYSTONE 





must be received at our office not 
later than the 17th of each month 


preceding publication. 





RIGHT NOW you can get up to $1.90 
on the dollar for your business, 
(stock, fixtures, good-will, lease, 
etc., and one hundred cents on the 
dollar for your good accounts). 
Now is the time to quit business and 
get many thousands of dollars more 
than you will if you wait until later; 
we will sell your business in bulk 
as a going concern, or will liquidate 
your business by selling your stock 
to the public, and your fixtures, 
good-will and lease to one of our 
many clients who is seeking a new 
location; if you are finding it in- 
creasingly difficult to make money 
out of your business under present 
conditions, you will be making a 
smart move by selling out now; our 
service has helped a host of discrim- 
inating jewelers in large and small 
cities, to realize more cash for their 
stocks than they could through any 
other way; this is a sellers market 
and if you act now, you will act 
wisely; write us for full particulars, 
references from our most recent 
clients and banks; you will not be 
obligated in any manner in so 
doing; the cost to you is but a small 
percentage of the net profit secured 
above the cost of your merchandise. 
McRae & Shaw, Sixth floor, 168 N. 
Michigan Ave., Chicago, Ill. 


Wanted to Purchase 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





WANT TO BUY jewelry store for cash, 
in small town up to 50,000 population. 
Address “L., 2513,” care Jewelers’ Cir- 
cular-Keystone. 





WANTED, watchmakers’ lathes, attach- 
ments and tools, engraving blocks, rall- 
ing mills, scales, drills, ete.; give full 
details. Linick, Green & Reed, Inc., 29 
E. Madison St., Chicago, Ill. 





WANTED to buy watchmaker’s tools 
and lathe, also some watch materials. 
Communicate with David Schapiro, 54 
West 21st St., New York City. 





HIGHEST PRICES paid for dia d 
and diamond jewelry of any amount; 
cash remittance mailed the same day 
shipment received; goods returned 
prepaid and insured if you do not 
accept our offer; we also buy 
chipped, Old Mine and imperfect 
diamonds; turn into cash your ob- 
solete and excess diamonds and dia- 
mond jewelry; best bank and trade 
references; est. 1919. Harry Elkins, 
5 S. Wabash Ave., Chicago, III. 





ARE YOU GOING out of business? I 
can guarantee you the cost of your 
merchandise plus the expense of 
running a sale, with my personally 
conducted auction or flat sale; no 
sale too large or too small; I will 
also pay cash for your entire store 
with or without fixtures; write for 
my proposition, all correspondence 
confidential; best of references 
throughout past 30 years. Herman 
ee 5 S. Wabash Ave., Chicago, 





TEASPOONS; souvenir, antique, novel- 
ty, etc.; one or more pieces; what have 
you? Address W. J. Thomas, 912 Penn 
St., Reading, Pa. 





CATALOGUES of watches and watch 
materials issued prior to 1920. L. D. 
Stallcup, 2605 Acklen Ave., Nashville 
5, Tenn. 





WANTED to buy flexible shaft motor, 
oxygen gauge torch, polishing motor; 
give list of what you have and price. 
Address “B., 3943,” care Jewelers’ Cir- 
cular-Keystone. 





URGENTLY needed; cleaning machine, 
polishing motor, AC, DC, staking set; 
portable typewriter; also small tools, 
new or used; for new establishment ; 
reply with full details. Address “Q., 
4012,” care Jewelers’ Circular-Keystone. 





WANTED to purchase watch materials, 
staffs, jewels, crystals, assortment of 
hands, sleeves, etc.; also interested in 
slightly used cleaning machine; cash 
remittance. William A. Gruen, P. O. 
Box 300, Bismarck, N. D. 





WANTED, fittings for the Nissman en- 
graver; Letrolite lighters; eight Mary 
Chilton cocktail forks and Towle pat- 
tern selection; glass top table. Wor- 
rell’s, Mexico, Mo. 
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Watch Work, etc., for 
the Trade 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





== = 











Patents 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





——_] 





PATENT your good ideas; send me your 
simple sketch or model; free con- 
fidential advice-literature ; register your 








YOU WANT A POSITION 
YOU WANT A SALESMAN 
YOU WANT A WORKMAN 
YOU WANT TO EXCHANGE 
YOU WANT A PARTNER 
YOU WANT TO SELL OUT 
YOU WANT TO SELL TOOLS 





WILL DO careful watch repair work for trademarks. Z. H. Polachek, registered | YOU WANT TO LET A PLACE 














the trade in exchange for desired Patent-Attorney-Engineer, 1234 Broad- | 
antique watches; references. L. D. | way, New York City. YOU WANT ANYTHING 
Stallcup, 2605 Acklen Ave., Nashville | ; ° 
5, Tenn. } 
WE MAKE any part for all makes of 
watches; accurate watch repairing for USE THE 
the trade; mail orders given careful 
attention. Pilot Watch Co., 562 Fifth bd 
Ave, Mow York City. Miscellaneous 
WATCHMAKER, first class, 32 years at Minimum charge (25 words) $1.50 | e 


the bench, 16 years with same leading Additional words, 5 cents a word } 
jeweler in New York City, desires to 
make contact with fine, reliable store 
to take care of their trade work; mail 











Want Advertisements 

















orders promptly; A-1 references; will LEARN WATCH repairing by doing it; 
start October lst, 1943. Address er. thorough training under expert in- | 
4006,” care Jewelers’ Circular-Keystone. structors. For information write Stand- | 
ard Watchmakers. Institute, 1841 | e 
Broadway, New York City. 
° WATCHMAKERS; increase your -ability 
Special Order Work and through the highly recommended books ; of the 
° “Rules and Practice for Adjusting 
Repairs for the Trade Watches” and “Practical Balance and 


Hairspring Work” by Walter Kleinlein. 


Minimum charge (25 words) $1.50 Your jobber or trade journal. 


Additional words, 5 cents a word 
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MOVEMENTS | taken 





RUSTED apart 











easily; rust removed from parts with- 
JEWELRY AND WATCH repairing; out damage to finish; full % pint Keystone 
since 1914 we have repaired watches “Jarene” only $3.50; free delivery; 
and jewelry for the trade; all repairs send check or M. O.; money back 
finished like new. Hasenjaeger Bros. guarantee. U. S. Detergents Co., 271 
pt 505 Arcade Bidg., St. Canal St., New York City; member 
2ouls, o. 


Jewelers Board of Trade. 














JUST RECEIVED 
New Shipment of 


DIAMOND and GEM STONE 
INDUSTRIAL PRODUCTION 


: WILLIAM KASSEL 
PAUL GRODZINSKI 


The ABC 


of 
Modern Engraving 


by 


This highly instructive and in- 
teresting serial feature which 
appeared in THE JEWELERS’ 
CIRCULAR-KEYSTONE is now 
available in book form. In 
this authoritative discussion, 
the author, a practical en- 
graver, covers in a compre- 
hensive and easily understood 
manner the elementary use of 
tools, technic of cutting, use 
of prints and transfers and 
other phases of the art of 
engraving. A handy and use- 
ful reference book for the ex- 
perienced worker—a ‘'must"’ 
for the apprentice or student. 
Strongly bound and well 
illustrated 


Price $1.00 
Postage Paid 


This outstanding, new book deals with the selec- 
tion, cutting, polishing and drilling of diamonds 


and gem stones for industrial purposes. Since 





some of the tools utilized for this work can be 
used to produce ornamental gems, this subject is 
also included in this latest English publication. 
Contains 256 pages—|83 illustrations. Complete 
with bibliography and 32 reference tables. 


Price $4.00 Postage Prepaid 


Send remittance with order 


THE JEWELERS’ CIRCULAR-KEYSTONE 


Chestnut & 56th Sts. 100 East 42nd St. 
Philadelphia, Pa. New York 17, N. Y. 





The Jewelers’ Circular-Keystone 


100 East 42nd St., Chestnut and 5éth Sts. 
New York I7, N. Y. Philadelphia 39, Pa. 
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YOU’LL FACE 


ZOURI STORE FRONTS 


AFTER THE 


WiTH 














SUGGEST FOR 


MEN IN ARMED SERVICE 
24 HOUR 


ARMY-NAVY TIME 
OR 


NAME DIAL 
WITH OR WITHOUT RADIUM 


SATISFACTION GUARANTEED 
WRITE FOR PRICE LIST 


—Business Reply Envelops Furnished— 
for Mailing in Dials 


W & W 
DIAL REFINISHING CO. 


2617 Maple Ave., Dallas 4, Texas 


NEW PROBLEMS 
WAR 


—- AND WIN, 
eens 








FRONTS 
NILES, MICHIGAN 

















For your sample line, and odds and 


ends in 


STERLING FLATWARE 


—new or used; any silversmith, any 


quantity ; active, inactive or obsolete. 


Send for Our Offer 
We Pay Transportation 


Reference: Jewelers’ Board of Trade 


JULIUS GOODMAN & SON 
77 Madison Ave. 


Memphis Tennessee 
Julius Goodman Joseph A. Goodman 
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Manufacturers’ News 


Keepsake Advertising 
Wins Four Awards 


Four awards for outstanding excel 
lence were given to the advertising of 
Keepsake diamond rings in a_nation- 
wide competition conducted by the Na- 
tional Advertising Agency Network. 

First prize in the “best window dis- 
play” class was given for the Keepsake 
four-way display. The unique design of 
this traffic stopper permits the inter- 
changing of the major features, thus in- 
creasing the life of the display by four 
times. The combination of dignity, util- 
ity and attractiveness made the display 
outstanding. 

In radio classification, Keepsake won 
two second prizes—one for its fifteen- 
minute musical programs and the other 
for its one-minute dramatized announce- 
ments. In the “best general magazine” 
idvertising group Keepsake won the 
third place award for its spring cam- 
paign. 

Keepsake diamond rings are manu 
factured by the A. H. Pond Co., Inc., 
of Syracuse, N. Y., and the Flack Ad- 
vertising Agency, of the same city, pre- 
pared the prize-winning advertising. 


Green Electric Adopts 
New Trademark 





Green Electric Sales Corp. Green 
Exchange Bldg., New York, has adopted 
the trademark shown above by which 
ill of its products will be identified in 
future. 

The company has also adopted a new 
phrase to accompany its signature in all 
idvertising and publicity. Heretofore 
Green Electric has described itself as: 
“Builders of Selectro-Platers and all 
types of rectifier equipments.” Hence- 
forth it will sign itself simply: “Recti- 
fier Ergineers.” 


Gives Palladium Information 


The widespread public interest in pal- 
ladium for fine jewelry is reflected in 
hundreds of requests for information 
about the properties and characteristics 
of this precious metal received during 
the past two weeks by the Platinum 
Metals Division of the International 
Nickel Co., Ine. 

\ booklet, “Palladium Today's 
Metal for Exquisite Jewelry,” has been 
prepared, giving a brief history of the 
metal, together with information in non 
technical language on its working prop 
erties. Annealing, soldering, hand and 
machine forming, polishing and melting 
procedure are discussed. 

Designers and jewelers who desire cop 
ies of the booklet may obtain them with 
out cost by writing to the Platinum Met 
als Division, International Nickel Co., 
Inc., 67 Wall St., New York 5, N. Y. 


FOR SEPTEMBER, 1943 


i. D. WATCH CASE CO. SPEEDS ITS DEPARTING WARRIORS 





Snapped at the testimonial dinner tendered to Joe and Hy Dinstman of the |. D. Watch 
Case Co., 121 Varick St., New York, at the Waldorf-Astoria in New York City, on July 29, 
upon their induction into the armed forces. 


Swank's Fall Advertising Campaign 
To Be Biggest in Company's History 


Swank jewelry will be available in 
about the same proportion as last fall, 
according to J. L.. Grant, vice-president 
of the company. 

“Though we will be compelled to con- 
tinue to allot jewelry in proportion to 
previous purchasing,” said Mr. Grant, 
“we feel that there will be ample for all 
to do a satisfactory business. Our better 
qualities in sterling silver and gold-filled 
jewelry are selling far beyond expecta- 
tions, so that even with more limited 
quantities dollar volume can generally 
be maintained.” 

Swank, which has been devoting much 
of its facilities to war materials, has 
already made extensive preparations for 
the period following hostilities. A large 
program of modernizing the Attleboro 
plant and improving the physical layout 
has just been completed. 

Encouraged by the favorable  con- 
sumer and trade reception accorded the 
sterling silver and gold filled jewelry, 
these lines have been considerably en- 
larged to include many new ideas. 

The Swank national advertising cam- 
paign for this fall is to be the largest 
this firm has ever run, topping by ap- 
proximately 25 per cent the one of last 
fall, which was the previous high mark. 
Several mavrazines have been added to 
the list, which includes Saturday Evening 
Post, Collier's, Life, Time, 
American, Cosmopolitan, Christian Sci- 
ence Monitor. Ladies’ Home Journal, 
Good Housekeeping and Woman’s Home 
Companion. Total circulation of these 
magazines is over 27,000 000. 

A memorandum to the salesmen ac 
companying a portfolio of proofs of the 
advertisements states: 

“The main and vital purpose in this 
Swank advertising is to keep alive in 
the consumer mind the idea of wearing 
jewelry. Swank has created this desire 
and custom among men over the years, 
and in so doing has established an im- 
portant business, a stvle identity and a 


Esq uire 9 


source of profit to retail jewelers every 
where. 

“A strong national advertising cam 
paign such as this, conducted along the 
lines of proven methods, looks ahead to 
post-war conditions in preserving a mar- 
ket. Swank is thus entrenching its po- 
sition and, at the same time, fulfills its 
obligation to assure for you and your 
retail customers successful merchandis- 
ing of its products in the future.” 


A Letter That Speaks For Itself 


The following letter, telling of the un- 
faltering performance of an Eterna 
watch under conditions of extreme pun- 
ishment, has been received at the offices 
of the Eterna Watch Co.: 


Cc. D. PEACOOK 
Chicago 
May 19, 1945 
Eterna Watch Co., 
580 Fifth Ave., 
New York, N. Y. 
Gentlemen: 

Yesterday morning a Sergeant of Ma 
rines, Sgt. John E. , came into 
our store and asked the address of the 
Eterna Watch Co. This man was on the 
Yorktown when it went down, and this 
watch was in the water for quite a long 
period. He was also on the Lexington 
when it went down and the watch was 
again in water for a long period, and 
it kept on running and keeping accurate 
time. 

Sgt. was then stationed for 
four months at Guadalcanal and the 
watch was put through every conceivable 
kind of hardship, in the humid weather 
and in the jungle, and it was not put 
out of ‘commission until the, Sergeant 
was severely wounded in both legs by 
machinegun fire and at that time the 
watch had a hole in the crystal. 

In Set. ‘s words: “I would 
not take $500.00 for this watch if I could 
not buy another Eterna.” 

Yours very truly, 
C. D. Peacock 
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Big Fall Campaign for 
"Keepsake" Rings 


The fall advertising and merchandis- 
ing program for the A. H. Pond Co.’s 
“Keepsake” diamond rings was launched 
at sales meetings of the organization at 
Syracuse, the company’s home city, and 
at Chicago and Denver during the week 
of Aug. 23. 

The magazine program for the com 
ing fall season alone is as large as any 
previous twelve-months campaign. A 
total of 38 insertions—four of them full 
pages in color—will appear in 14 lead- 


ing magazines, such as Life, Esquire, 
Cosmopolitan, Good Housekeeping, 
Charm, Mademoiselle, Glamour and 


Photoplay Movie-Mirror, whose readers 
total more than 28,000,000. A military 
theme predominates, but some of the 
advertisements feature “Keepsake” dia- 
mond rings “for the bride of yester- 
year.” 

This extensive campaign is unit num- 
ber nine of Keepsake’s continuous pro- 
gram of advertising. During the past 
four years 257 insertions will have ap- 
peared in 28 different magazines, reach- 
ing an estimated total of 1,486,000,000 
readers. During this period the sales 
of the company and the number of jewel- 
ers handling Keepsake rings have in- 
creased many times over. 


One of the outstanding features of 
the fall campaign is the Keepsake 
“Magic Transformation Window Dis- 


play.” When the passerby first sees it, 
the center panel appears like a mirror 
on which is an illustration of a Genuine 
Registered Keepsake Diamond Ring and 
the words, “I Came Here To Talk For 
Joe.” <A light flashes behind the dis- 
play and a picture of “Joe” himself ap- 
pears in the colorful setting of a tropical 
combat zone. Four additional changes 
of copy are provided, giving the display 
a life five times as long as ordinary. 
Also available to retailers are a variety 
of window and counter displays, news- 
paper mats, radio programs, bus-cards, 
direct mail folders and many 
clinching ideas. 


sales- 


Those attending the Syracuse session 
were Roland B. Pond, secretary of the 
company; Henry C. Beadel, vice-presi- 
dent and treasurer; N. O. Cushing, G. 
E.. Dunn, J. W. Fitzpatrick, R. D. Gould, 
R. F. Jenks and H. P. Warner. Present 
at the Chicago meeting were A. A. Long- 
croft, W. F. McCulloh, Sid Phillips, F. 
A. Wittsten, Harry Braunsdorf and W. 
FE. Carter. The Denver meetings were 
attended by W. L. Calkins, J. F. Doug 
lass and C. Burr Williams. 

Robert A. Pond, president of the A. 
H. Pond Co., Inc., directed the meetings 
in all the three cities and John B. Flack. 
of the Flack Advertising Agency. pre- 
sented the details of the 
program. 


advertising 


Elgin Resumes "Man Behind the Gun" 
Series of Radio Programs 

The Elgin National Watch Co. is re 
turning to the Columbia network on Sat- 
urday, Sept. 4, to resume sponsorship of 
its “Man Behind the Gun” radio series, 
following a summer hiatus. 

Elgin had sponsored the program from 
March 7, 1943, until May 30, since when 
it has been a sustaining feature Satur- 
day evenirgs from 7:00 to 7:30, E.W.T. 
It will continue at the same time for 
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Elgin over 61 Columbia stations. Insti- 
tutional commercials will be used. 

A Peabody Award-winning “Man Be- 
hind the Gun” was inaugurated as a sus- 
taining program in October, 1942, and 
was designed to show how the man be- 
hind the gun lives, works and _ fights. 
Offered with the full cooperation of the 
armed services, the program is directed 
by CBS’ William N. Robson. 

Agency handling the account 
Walter Thompson Co. 


is J. 


"Wide World" News Photo Service 


Features Bulova's War Production 





Careful testing under field conditions is help- 

ing to win the war of precision. Finished 

altimeters are subjected to rigorous tests in 

the Bulova plant for performance and ac- 
curacy. 


The part that the Bulova Watch Co. 
is playing in the production of precision 
equipment for Uncle Sam’s fighting men 
is the theme of a pictorial news feature 
just released by the Wide World Photo 
News Service of the Associated Press. 

Twelve photographs showing various 
processes in the manufacture of jewel 
bearings, aviation instruments and other 
war material in one of the Bulova plants 
were released simultaneously on August 
22 to newspapers throughout the coun- 
try and were widely used by feature edi- 
tors who wanted an interesting pictorial 
presentation of how some of this im- 
portant work is done. 

Reproduced above is one of the series. 
This one portrays the testing of airplane 
altimeters in a_ specially constructed 
chamber which simulates the climatic 
and pressure conditions of a 20,000-foot 
altitude. The parts of the altimeter 
must be accurate to 1/10,000 of an inch. 


C. & E. Marshall Holds Meeting 


Of Branch Office Managers 


Branch managers of C. & E. Marshall 
Co. met in Chicago for three days last 
month to study the operating policy of 
the company. The management laid com- 
plete details before the group and ex- 
plained all angles of it. The frank and 
open discussion which followed resulted 
in a@ unanimous approval of the com- 
pany’s position. 

One section that met with especial ac 
claim was the protection and coopera- 
tion that the company is giving to the 
accounts that had depended on them 
for their requirements during the pre- 
war period. 

Amazement was in the air when the 
progress report was presented on the ac- 
ceptance that has been accorded to some 
ot Marshall’s exclusive products—espe 
cially Watch-Craft Crystals. 








Sonora Buys Wood-Working Plant 


Sonora Products, Inc., whose radio and 
phonograph sets are being featured for 
postwar distribution through the jewelry 
field, announces the purchase of the plant 
and facilities of the Standardline Wood 
Mfg. Co., to be operated by the Sterling 
Wood Mfg. Co., a newly organized IIli- 
nois corporation, for production of a 
line of cedar chests. ‘The new Sterling 
chests were exhibited at the recent Fur- 
niture Show in the firm’s display rooms 
at the Furniture Mart in Chicago. 

Walter P. Roberts, who was _ con- 
nected with the previous firm for the 
last 27 years, has been appointed gen- 
eral manager of Sterling. All operations 
will be conducted from the plant, at 1858 
Hastings Street, Chicago. 

“Our plans have now been formu- 
lated,” stated Mr. Roberts, “and we are 
now in limited production with our new 
models. We are selling to jobbers, and 
expect to continue with this method of 
distribution in the postwar market as 
well as under present limitations. Our 
entire operations are being set up with 
this sales policy and with the jobbers’ 
problems in mind.” 

Mr. Roberts also stated that a brochure 
announcing the new line is now being 
prepared by the firm’s advertising de- 
partment, to be distributed shortly to 
the trade. 


New Firm of Cutters Is Formed 


Precious Stones, Inc., has just been 
organized in Cleveland, Ohio, to engage 
in the business of the cutting and carv- 
ing of hematite and tiger-eye stones. 
The company’s offices are in the National 
Broadcasting Co. building. I. Ascher- 
man, president of the new company, has 
announced the selection of Charles 
Ascherman, doing business as Charles 
Ascherman and Co., Hippodrome Build- 
ing, Cleveland, as the sole distributor. 


ANRJA Protests... 
(Fron Page 138) 


pattern of prohibition days to the det- 
riment of the entire industry.” 

With diamonds and imported watches 
one of the jewelers chief source of reve 
nue, Mr. Michaels said, jewelers must 
be able to sell them without financial 
loss. Dealers have no choice but to pay 
the price asked by the foreign produc- 
ers, or of discontinuing their sale en- 
tirely. The ever-growing black market 
can be controlled by action at the point 
of importation, Mr. Michaels declared, 
“without harm to anyone other than the 
illegitimate operator.” 

“If our Government feels that it is 
necessary to keep the present ceilings 
on domestically produced goods, there is 
no reason why this control will pot work, 
but as a matter of fact, it is not needed 
because nothing in the sale of jewelry 
tends toward inflation,’ Mr. Michaels 
said. “What we do want and demand,” 
he continued, “is the right as Americans 
to be allowed to operate on a _ subsis- 
tence basis for the duration—to do so 
honestly—and to be freed of the feeling 
that we need watching.” 

All members were urged to write to 
ANRJA headquarters giving their opin- 
ions of the problems and pledging their 
support to a campaign for the necessary 
changes. 
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A GOOD START 


Lasy MONTH on this page we said we thought it was 
about time that OPA either “put up or shut up” on the 
subject of price ceilings on Swiss watches. 


We are glad to see that it has now begun to “put up”. 
Federal Court actions were started last month against 
twenty-seven importers and jobbers as alleged violators 
of the General Maximum Price Regulation, and more 
are promised for the near future. Of the 27 original 
defendants, eight have already accepted judgments 
restraining them from making further sales until such 
time as they are in full compliance with OPA regula 
tions. The remainder, whose hearings have been post 
poned till September, have consented to temporary in- 
junctions against their making further sales in the 
meanwhile, or until they have set up the required rec- 
ords and agreed to observe the ceilings which those 
records call for. 

Whether or not these remaining defendants will be 
found guilty of past violations remains to be seen, but 
in any event OPA has made a long step in the right 
direction by this demonstration of its intention to en 
force its regulations. To impose a restriction and then 
ignore violations of it simply invites the unscrupulous 
to seize the opportunity to wax fat while the conscien 
tious man who observes the law is the only one who 
suffers. 

Our compliments to the OPA on a good start. May it 
keep on with the good work till the whole unsavory mess 
in the Swiss watch market is cleaned up. 


MORE PROGRESS 


AND WHILE we're on the subject of OPA, let’s give 
them another hand for the good sense they have shown 
in exempting all diamonds of jewelry grades from price 
ceiling requirements. . 

Price ceilings on diamonds never did serve any useful 
purpose. The price of diamonds has nothing whatever 
to do with the cost of living, and because of their in- 
finite number of combinations of weight, color, perfec- 
tion and cutting, any attempt to apply to them the same 
methods of pricing that were designed for standardized 
manufactured products was utterly unworkable. 

The former rule, which said that any ruby, sapphire, 
emerald or pearl, no matter how small or inexpensive, 
was a “precious stone’ and therefore exempt, while only 
those diamonds that weigh more than one carat are 
“precious.” was typical of the kind of thinking indulged 
in by those refugees from realism who constituted the 
high command of OPA in its early days. 

rhe new policy of putting practical men in positions 
of authority appears to be already bearing fruit. and 


augurs well for continued improvement. 


“CAT. FIG." 


Wile WE'RE av this business of handing out bou 
quets, here's one to the Federal Trade Commission for 


its alertness in blocking the attempt of the industrial 
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catalog houses to circumvent its rule against quoting 
“list prices” which are not bona fide selling prices. 

If you do not want to show net prices, says the Com- 
mission, you may use an arbitrary symbol such as 
X-42-B-17 from which the customer by a code may de 
termine the net price, and call this symbol a “Catalog 
Figure” or “Cat. Fig.” 

“Fine,” said the catalog houses, “we agree. But !et 
us have just the teeny-weeny concession of using dollar 
signs and decimal points in those symbols.” 

Very clever, those Cat. Fig. boys. To Customer Joe 
Doakes, “Catalog Figure $12.50” and “List Price 
$12.50" mean exactly the same thing, and the same old 
game would go merrily on—-with the official sanction of 
the FTC. 

However, the Commission showed that it’s not so 
dumb, either, and that cute little trick died a-borning. 
The code as it now stands is a real move toward clean 
ing up a form of unfair competition that has plagued 
legitimate jewelers for many years. 


DISMAL FAILURE 


UnrortunatTeE.y, along with these favorable develop 
ments, one sour note still persists. That is WPB’s order 
L-45 which cuts the amount of gold and palladium that 
may be used in the manufacture of jewelry to half the 
quantity consumed in 1941. 

That order has now been in effect for over four months 

long enough to get the test of actual experience on 
its workings and its results—and experience has shown 
it to be even more of a failure than was predicted on 
this page four months ago. 

As could be clearly foreseen even then, the order 
has diverted no additional machinery or man power to 
war work. What little machinery is found in gold jew- 
elry plants simply isn’t of the kinds that can be used 
for producing war material, and the man power hasn't 
shifted to war production, because, as was pointed out, 
the bulk of the gold jewelry is produced in areas where 
there was already a surplus of labor. 

But beyond this failure to accomplish its purpose 
the order has done positive harm, in that it has actually 
fostered bootleg manufacturing and black market sell 
ing. Ask any important retailer about the people that 
have approached him with an offer to supply “‘all the 
wedding rings you want.” Ask any manufacturer about 
the men that have left him to work in unknown shops 

or to set up their own—or that are doing night work 
in a back-alley shop. 

L-45 serves no useful purpose—it harms every legiti 
mate firm in the jewelry industry—and helps no one 
but the bootlegger. It should be repealed at once. 
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to the obligations of War 


.». this we proudly accept as our No. 1 job: 





No product of our plant has ever given us quite so much 
satisfaction as the delicately balanced, precision-made parts for 
military and naval equipment which we are now turning out. 
To the utmost of our remaining capacity, we are making I.D. 
Waterproof Watch Cases for members of the armed forces. 


“Victory First” is our watch-word for the duration! 


Neer]. . to the opportunities of Peace 


When the whistles blast forth the news of Victory .. . 
final and complete . . . I.D. will be ready to present 

to the trade sparkling new styles, new materials, 
brilliant innovations in design. After the war—as 


before—you can look to I.D. for Watch Case leadership. 


I. D. WATCH CASE COMPANY 


Factory and office: 121 VARICK STREET, NEW YORK CITY 


BUY WAR BONDS AND STAMPS 








BACK HOME FOR KEEPS 




















SEEN, 









This illustration is part of a full page... full color Community advertisement which will appear in Life Magazine September 13. 














“There’s a great day coming” reads the text, “when you'll run down the path straight into the —\ 
arms you’ve ached for!” And...when that day comes, in a bright and warless world, then 


Community, too, can return once more to the joy of making the bride’s first favorite silver- 


ware. We’re planning it now... as we work to win the war... planning gleaming patterns for 
: : : ) . he M Wo 
gala tables . . . hoping with you that it won't be long now... that day will come! LY ao Pa hey yw oem tare 
for the duration . . making 
war materials. The Army- ' 
Navy “E” for excellence in 
* War Production flies over ‘ 


every plant 


THE FINEST SILVERPLATE 











